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Sparks 


State of the Nation’s Economy: 
Up 

Too. Busitness—New orders fer 
machine tools during August te- 
taled $43.3 million, compared wit 
$36.5 million in July. Shipments r 
slightly under $60 million, and as 
result backlog continued to declin 
New orders in the last four month 
of 1954 are expected to reach $22 
million. 

Sree. Ovutput—Was scheduled 
last week at 688 percent of ca- 
pacity, compared with 68.7 per- 
cent the previous week, accord- 
ing to the American Iron & Steel 
Institute. 

Copper SHIPMENTS—Totaled 102,- 
996 tons in August, a gain of 22,215 
over July. New orders amounted to 
$103,904, as against $89,109 in July. 
Copper stocks totaled 359,474 tons 
in August, compared with 370,287 
in July. 

Business InpEX — Physical vol- 
ume of business advanced to 97 
percent of the 1935-39 index from 
96 the previous week, according to 
Barron's. 

Banxkruptces — Rose to 212 
from 195 in the preceding week, 
according to Dun ¢ Bradstreet, 
and compared with 152 in the 
like 1953 week. 

Factory Hirtnc—Rose seasonally 
in August to 33 per 1,000 workers, 
an increase of four over July, ac- 
cording to Bureau of Labor Sta- 
tistics. 

ADVERTISING LINEAGE — Totaled 
199,363,054 for August, an increase 
of 0.4 percent over July, according 
to Media Records. 
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Down 


RupsEér. Use — New-rubber con- 
sumption in August totaled 78,049 
long tons, compared with 78,974 in 
July and 103,202 in August, 1953, 
according to Rubber Manufactur- 
ers Assn. 

Crupe-Onw Stocks — Amounted 
to 272,695,000 barrels, a decrease 
of 642,000 from the previous 
week, according to Bureau of 
Mines. 

WHOLESALE Prices — Slipped 0.1 
percent to 110.9 of the 1947-49 base 
index, according to Bureau of La- 
bor Statistics. 

ConsuMER Prices — Dropped 0.2 
percent in August to 115 of the 
1947-49 average, according to Bu- 
reau of Labor Statistics. 

Freight Loapincs — Were 3.7 
percent below the like 1953 week 
but 18 percent above the preced- 
ing holiday week. 

K Reserves — Decreased $263 
million, according to Federal Re- 
serve Board. Money in circulation 
decreased $110 million. 
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Factories Reps 
Lowest Cleafup 
Stocks in’ Years 


Used- Inventories 
Also €alled ‘Good’ 
Amofhg Most Dealers 


By Bob Sheldon 

Associat2 Editor 
N ATHE brink of the new-model 
ason, inventories of outgoing 
ls are at their lowest level in 
at many of the nation’s new- 
dealerships, according to fac- 
tafy sales executives. 

Used-car stocks also are in 
ood shape, top-level manage- 
ment personnel told Automotive 
News last week. 


Although some popular-line deal- 
ers are known to have heavy in- 
ventories of ’54s, dealers in general 
corroborated the factory reports of 
healthy cleanup activity. A resume 
of dealer comments in a spot check 
is on Page 51. 
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A= the Big Three in the 
low-priced field, Plymouth de- 
clared that it had “no cleanup 
problem” and Ford said its dealers 
were in a “much better” position 
than last year, with shortages de- 
veloping in some models. 

W. E. Fish, Chevrolet’s general 
sales manager, was vacationing 
and could not be reached. Aides 
said it would be in “poor taste” 
to disturb him. 


Another leading seller, Buick, ex- 
pects an “excellent cleanup.” Dodge 
and Packard anticipate smooth 
sailing, while DeSoto believes that 
dealers’ supplies of ’54s will be near 

(Continued on Page 50, Col. 3) 
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sory Protection ... 





By William Ullman 

Washington Correspondent 
ASHINGTON.—The fate of a 
proposed NADA campaign to 
obtain territory-security legislation 
apparently was hanging in the bal- 

ance last week. 

Association officials, who had 
decided to poll NADA’s 33,000 


members for a “mandate” on the 
issue, were scratching their 
heads and wondering whether 
dealer response to the referen- 
dum could be interpreted as a 
majority verdict. 

Late word was that approxi- 
mately 12,000 replies had been re- 
ceived at NADA headquarters. The 








in Arkansas, Junior Tells Dad— 


poll, conducted by mail, was 
| started Sept. 10. 
x 


* * 


ADA officials have stressed the 

point that they would not go 
ahead with efforts to restore a 
territory-security clause to new- 
car and truck franchise contracts 
unless they felt they had the sup- 
port of most members. 

It was estimated that 56 per- 
cent of the answers received thus 
far favored territory security 
while 44 percent were opposed. 





The fall safety campaign just launched by the Arkansas Automobile Dealers Assn. 
featured a television program from Little Rock which was keynoted by the winner of 
a statewide roadeo last spring, Gordon Vineyard (left), who told the adults inter- 
viewing him what should be done about safety. Others (from left) are George Benja- 
min, executive secretary of the association; Lindsey Hatchett, State Police director; 


Gov. Francis A. Cherry, and Bud Campbell, news commentator. 


Chevrolet Starts on ’55s as Ford Goes Down .. . 


Output to Rebound This Week 


By Sam Sampson 
Staff Writer 

ITH Pontiac and Chevrolet 

scheduled to launch ’55-model 
production today (Oct. 4), 
week’s production 
rise sharply over the levels of the 
last two weeks. 

However, Ford and Lincoln- 
Mercury this week will begin a 
“staggered shutdown schedule” 
across the nation as individual 
plants make changeovers to 1955 
models. 


U. S. production gained slightly 





Ford Girds for UAW Push 
On Guaranteed Wage 


By Joe Callahan 
Staff Writer 

EARBORN.—With the UAW- 

CIO hinting that Ford Motor 
Co. has been selected as the prin- 
cipal target for the CIO’s guaran- 
teed-annual-wage drive next spring, 
Ford’s huge industrial relations 
staff is quietly girding for the 1955 
negotiations. 

While Ford officials say the 
company has received no prelim- 
inary demands from the union, 
Preparations are well under way 
for the negotiations connected 
with the expiration of the cur- 
rent five-year contract June 1. 
Like most other things at Ford, 
industrial relations has come a long 


way since the days of Harry Ben-| 


nett and the famed “Battle of the 
Overpass.” 
oa * 

NDER the direction of two 

former FBI agents, John S. 
Bugas, industrial relations vice- 
president, and his chief assistant, 
Mel B. Lindquist, general industrial 
relations manager, Ford has as- 


sembled an industrial relations staff | 
of about 1,000 persons, including | 


(Continued on Page 47, Col. 1) 
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this | 
is expected to 





| last week over the low level of a 
| week earlier, 


scoring 61,739 cars 


amid the confusion of changeover 
operations and the taking of in- 









U. C. Prices Rise 
Despite Season, 


Then Falter 


HE wholesale used-car index, 
compiled weekly by AUTOMOTIVE 
News, closed on a strong note at 


| the end of September. The overall 


average was $756, up $1 from the 
previous week and up $6 from the 
beginning of September. 

This rise occurred despite the 
imminent approach of the new- 
model season, which usually 


sends the index sharply down- 
ward. 


However, early October reports 
from dealer auctions indicate de- 
clining prices. While most auctions 
reported only mild declines, several 
chalked up sharp dips. 

a a * 

Seeemarcns reported that 

the slump had finally hit, with 
prices running $125 below those of 
two weeks ago. Mason City, Ia., 
said prices on 1954 models were off 
sharply and buyers were very cau- 
tious. 

Ebensburg, Pa., reported de- 
mand up and prices about the 
same, with the exception of big 
cars, which were hit hard. 

Prices were good on sharp cars 

(Continued on Page 52, Col. 1) 


ventories. For the previous week, 
| the total was 52,860 cars. 
| = > : 
| FIVE makers were largely re- 

sponsible for last week's pickup 
— Buick, Studebaker, 
Lincoln and Mercury. 

Truck production, acording to 
Automotive News esti~ ates, held 
| firm for the week < * j®i units, 
compared with lt..@ a week 
earlier. 

September closed its books with 
a better record than had been pre- 
dicted — about 275,761 
cars and 68,101 trucks turned out. 

. > < 
((aataae CORP. plants this 
week will 
1955 models at a progressively bet- 
ter rate. But changeover problems 
will hold production under 2,000 


Oldsmobile, 


Buick reported that full pro- 
duction would continue through 


new-model changeover is sched- 
uled to begin about Oct. 8. 

According to Oldsmobile, there 
are no plans to shut down for new 
models this week, and steady, or 
perhaps higher, production is 
planned. 

Little, if any, production changes 
are scheduled for Nash and Hud- 
son, since their changeover plans 


extend into December. 
* * of 


Motor Co. to be the 
producer with 33615 cars produced 
by its three divisions. GM was 
second with 23,564 cars. 

Ford division led all other 

(See PRODUCTION, Page 52, Col. 5) 





passenger | 
begin turning out) 


units for all divisions, it is thought. | 


most of this week, but that the | 


[Ast week's figures show Ford | 
highest | 


At the beginning of last week, 
about 11,000 replies had been re- 
ceived. Fewer than 1,000 came in 
between Monday and Thursday. 

* ae 7 


AN NADA spokesman said that 
quite a number more prob- 
ably would be received over the 
weekend and all replies dated Sept. 
30 or earlier would be accepted. 
Many distant points were yet to 
be heard from, he said. 

Whether the number of replies 
already received was disappoint- 
ing, no one at NADA headquar- 
ters would say. 

An intricate analysis, which will 
take considerable time to complete, 
will have to be made before the 
replies are labeled “good” or 
“bad,” “encouraging” or “disap- 


pointing,” it was stated. 
* *~ 
A VARIETY of queries was put 
to the members, and these will 
have to be measured in séveral 
ways, the spokesman explained. 
In any event, it was said, no 
association position will be taken 
in the matter until after all re- 
plies have been computed and 
analyzed and submitted to the 
NADA governing board for 
whatever action it may vote. 
| _ Meanwhile, this much is certain: 
| If the board votes in favor of a 
| territorial-security provision in 
| factory sales agreements, NADA 
| will have to go to Congress for 
necessary legislation unless the 
Department of Justice reverses its 
present stand—which is considered 
unlikely. 
Action of any nature appears to 
be many months away. 
” * * 


HARLES C. FREED, of Salt 
Lake City, president of NADA, 
told AvutTomotive News: 
“Past history has shown that our i 
(Continued on Page 8, Col. 1) 


Top Cars 


New-car registrations for seven 
months, plus 28 states for Au- 





gust: 
i734 Pos. Make 1953 Pos. 
| 1—866,084 Chev. 847,970— 1 
| 2—863,010 Ford 618,789— 2 
38—327,027 Buick 296,820— 4 
4—267,437 Plym. 378,598— 3 
5—252,262 Olds 213,492— 6 
6—220,429 Pontiac 257,305— 5 
7—186,342 Mercury 152,716— 8 
8— 96,052 Dodge 196,418— 7 
9— 68,297 Cadillac 69,850—13 
| 10— 66,263 Chrysler 101,624—11 
11— 59,923 Stude. 103,554— 9 
12— 54,550 Nash 103,308—10 
18— 49,089 DeSoto 78,108—12 
14— 26,8638 Packard 53,367—14 
15— 24,047 Lincoln 27,685—17 
16— 22,988 Hudson 47,355—15 
17— 12,281 Willys 31,858—16 
18— 5,969 Kaiser 18,164—18 
| 19— 865 Henry J 8,669—19 
16,026 Misc. 21,457 
Total All Makes 
3,486,304 3,627,608 
For further details, see Page 
42, today’s issue. 
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Doubled in Seven Years... 


Automotive T axes Hit || 
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$6 Billion Yearly 


DETROIT. — The nation’s high- 
Way users are paying special auto- 
motive taxes at a record-breaking 
rate of $6 billions annually, the 
Automotive Manufacturers Assn. 
reported last week in the new edi- 
tion of its annual fact book. 

Revenues from these taxes have 
more than doubled in the past 
seven years, it is revealed. Fed- 
eral automotive excise taxes, 
alone, are now totaling more than 
$2 billions annually—an all-time 
high. 


The number of cars, trucks and 
buses registered in the U. S. this 
year, for example, will reach a rec- 
ord total of more than 58 million, 
according to AMA’s preliminary es- 
timates. The total includes some 48 
million passenger cars and 10 mil- 
lion trucks and buses. 

Latest estimates of world motor 


DeSoto Shooting 
To Top ’54 Sales 
By 100,000 in 55 


VIRGINIA BEACH, Va.—A 1955 
quota of 100,000 more cars than 
they moved this year was decided 
upon at a meeting last week of 
DeSoto regional managers. 

The self-imposed goal was fixed 
at a meeting here with DeSoto and 
Plymouth officials. 

The field men’s decision was 
made following the first showing 
of the 1955 DeSoto models. 

DeSoto’s best previous year was 
129,000 sales in 1953. Officials said 
the factory has geared production 
to the quota set by the regional 
heads. In the first seven months 
of this year, dealers sold 46,600 
cars, compared with 73,780 in the 
similar period of 1953. 


GM Is Expanding 
Rochester Plant 


ROCHESTER, N. Y.—Increasing 
floor space by more‘than 25 per- 
cent and doubling present power 
capacity, additions to present man- 
ufacturing and power plant facili- 
ties will be completed during the 
winter by the Rochester Products 
division of General Motors. 

The additions will permit ex- 

ed manufacture of GM steel 
tubing (approximately 300 miles 
per day now is being produced), 
Rochester carburetors, cigaret 
lighters and other auto accessories. 
Space also will be provided for a 
stepped-up design, development 
and manufacturing program for 
specialized production machinery. 

When the two additions are com- 
pleted, floor area will total more 
than a million square feet. 


Chevrolet Low Bidder 


SALEM, Ore.—Chevrolet, bidding 
directly from Detroit, submitted a 
low bid to provide 15 light trucks 
for the State of Oregon. The bid 
was $24,150. 





Curtice in Britain— 


Walter Hill (right), managing director 
of Vauxhall Motors, Lid., welcomes Har- 
low H. Curtice, General Motors president, 
ot his arrival in Britain. Curtice announced 
that GM will spend $101,400,000 on a 
five-year expansion program for Vauxhall 
Motors, a GM subsidiary, to enable the 
firm to double its exports. 


vehicle registrations show that the 
United States now has about 74 
percent of all passenger cars and 
48 percent of all trucks in the 
world. 

U. S. motor vehicles are travel- 
ing a record distance of more 
than half a trillion miles per 
and the number of car, 
truck and bus drivers in the 
country now is estimated at 70 
million. Gasoline consumption has 
hit a new record of more than 
42.7 billion gallons a year. 

More families than ever now own 
automobiles in America. The latest 
count of 35 million represents 70 
percent of all families. 

While most automotive figures 
continue to grow year after year, 
Automobile Facts and Figures 
reports one that sets a record by 
being the lowest in history. It is 
the traffic fatality rate, which last 
year dropped to 7.1 per 100 million 
vehicle miles—the best since rec- 
ords have been kept. 

Total expenditures on the na- 
tion’s street and highway system 
will set a new record of more than 
$6 billions in 1954, which is an in- 
crease of more than half a billion 
over the previous year. But when 
figures are adjusted for higher 
costs, the booklet shows, actual ex- 

(See TAXES, Page 46, Col. 4) 
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Favoritism to GM 
In Defense Jobs 

+ om 

Denied by Wilson 

WASHINGTON.—Senator Henry 
M. Jackson, Washington Democrat, 
charged last week that “a settled 
procurement policy of the Defense 
Department under Secretary Wil- 
son” had increased defense con- 
tracts by $1.7 billion to General 
Motors and decreased allocations 
to the rest of the auto makers by 
$395 million during the first 18 
months of the Eisenhower Admin- 
istration. 

Jackson declared that the con- 
centration of defense contracts had 


“greatly contributed to monopolis- 
tic conditions in the auto industry 


and to the plight of independent i 


producers.” 


The following day, Wilson issued 
a statement through the Defense 
Department that “a Democratic 
Senator” had either been misin- 
formed or had misrepresented the 
facts in his charges. 


Wilson said that the contracts 
received by GM during the last 18 
months had been previously ar- 
ranged or negotiated through “let- 
ters of intent” during the Truman 
Administration. 


According to Wilson’s figures, 
GM received $1,810,600,000 in orders 
from a total of $1,927,900,000 from 
January, 1953, until June, 1954. 
This was the period, Wilson said, 
when contracts negotiated under 
the Democratic regime were “final- 
ized.” 


But, during the first year of the 
Korean War, Wilson said, GM got 
$2,372,500,000 worth of orders from 
a total of $3,725,300,000. Wilson was 
not defense secretary at the time. 

“Our present policy,” Wilson 
said, “has tightened up on the 
procedures and the requirements 
in the interests of stopping loose 
spending and getting more defense 
for the dollars spent.” 

GM would make no comment. 

Later last week it was announced 
that Chrysler Corp. had received a 
$160,601,200-contract to build Pat- 
ton M-48 medium tanks and a $22 
million-contract to build guided 
missiles. 

The tanks will be assembled at 
Chrysler’s Newark (Del.) tank 
plant, with the engines being man- 
ufactured at the Continental Mo- 
tors plant in Muskegon, Mich. The 
guided missiles will be made at the 
Navy jet engine plant in Warren, 
Mich. 

To get the tank contract, Chrys- 
ler underbid the Fisher Body divi- 
sion of General Motors by $7,600,- 
000. American Locomotive Co. was 
the third and highest bidder. 
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Whole Town Hails Studebaker-Packard Merger— 









As a salute to the joining of Studebaker and Packard, residents of South Bend, Studebaker's home town, turned out en masse 
to jam Notre Dame Stadium with 57,000 persons. They gave a warm welcome to James J. Nance, Packard president who will 
head Studebaker-Packard Corp., as well as tribute to veteran Studebaker leaders, Harold S. Vance, president, and Paul G. Hoff- 
man, chairman of the board. Other attractions were Harold E. Talbott, secretary of the Air Force; Mayor John A. Scott, South 
Bend mayor; union officials, and, perhaps, entertainers Bob Hope, Gloria DeHaven, Terry Moore and Jerry Colonna. The crowd 
also got a preview of the 1955 Studebaker cars, due to make their public debut this week. 





South Bend Welcomes Nance— 


James J. Nance, who will head the Studebaker-Packard Corp., beams as he receives 
an ovation from the people of South Bend at Notre Dame Stadium. This marked his 
first public appearance in Studebaker’s home town. At left are Paul Hoffman and 


Harold Vance of Studebaker. 


By John Benedict 
Engineering Editor 

DETROIT.—Having passed the 
final “dress rehearsal” last week, 
Chrysler division’s 1955 models are 
scheduled to swing into production 
today (Oct. 4) on a modest 100-car 
per day schedule. 


Assemblies will rise gradually as 
production line “bugs” are elim- 
inated. 


Normal production operations 
on the completely restyled Chrys- 
ler product will come as a wel- 
come change to the division’s au- 
tomobile men who, for many 
frantic weeks, have been concen- 
trating their attention on such 
varied “businesses” as plant lay- 
out, machinery installation, equip- 
ment modification, tool engineer- 
ing, and job-time study. 

Successful completion of what 
Chrysler men hopefully expect will 
be remembered as “the great ’55 
changeover” is the end result of 
planning that began early in 1953, 
and culminated in furious activity 
on a round-the-clock pace for the 
past six weeks. 

The final phase of this change- 
over program is a pilot production 
operation which took place last 
Wednesday at Chrysler’s East Jef- 
ferson plant. During this period, 


at 
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Chryslers Roll Today 


°55 Models Pass Final ‘Dress Rehearsal’ 
After Weeks of Birth Pains 


the atmosphere at the plant was a 
blend of anxiety, exhilaration, and 
well-ordered confusion. 


Pilot production models are built 
with the fixtures and tools intended 
for use in actual production. They 
should not be confused with hand- 
built prototype cars, which were 
assembled prior to completion of 
new tooling and plant modification. 

Pilot production may be thought 
of a a “dress-rehearsal” opera- 
tion in which the plant “prac- 
tices” building the new car. Ten 
or 12 cars are put through the 
system to train personnel, prove- 
out the fixtures, equipment and 
mew techniques, and make ad- 
justments as needed. 

This is the time to locate troubles 
and remedy them so that, when 
volume production begins, the as- 
sembly lines can maintain sched- 


uled output without adding extra 
(Continued on Page 10, Col. 4) 


*,.. And Not Hurt’ 


LOS ANGELES. — “Children 
should be seen and not hurt!” Co- 
median Eddie Cantor wired this 
slogan suggestion to the Los An- 
geles Herald-Express after reading 
an editorial urging drivers to slow 
down because children are again 
going to school. 





S-P Rolls ‘Sheaves 
For 55 Slugfest, 
Gets Huge Loan 


By Tom Hewitt 
Staff Writer 

HICAGO.— The kid gloves are 
off as far as the new Stude- 
baker-Packard Corp. is concerned. 
“We'll be in there slugging in ’55; 
we weren’t in ’54,” Paul Hoffman, 
board chairman of S-P, said at a 
press conference here following a 

Studebaker dealer preview. 


“Next year will be a free-for- 
all,” the dealers were told by 
James J. Nance, president, “and 
our chances in that kind of mar- 
ket will be good.” 


Harold S. Vance, executive com- 
mittee chairman, told the dealers 
that S-P will continue to grow. He 
said the new corporation is looking 
into 20 or 30 different companies, 
many of which are non-automotive. 

x + Bg 


ANCE disclosed that the new 

corporation, which began its 
corporate existence Oct. 1, has ar- 
ranged loans totaling $70 million 
for expansion purposes both within 
and outside the automotive field. 


Vance confirmed earlier reports 
that the firm had arranged a $25 
million loan from three large in- 
surance companies on 20-year 
four-percent notes. Also, a $45 
million credit has been established 
with 21 commercial banks, headed 
by the Chase National Bank of 
New York. At the “prime” rate, 
which is currently three percent. 

Vance added that the loans will 
be used to attempt to better the 


position of the new firm from a 
(Continued on Page 46, Col. 3) 


Detroit Ordnance 
Gets New Chief 


DETROIT. — Brig.-Gen. Gerson 
K. Heiss, commanding officer of 
the Detroit Ordnance Tank-Auto- 
motive Command, has retired after 
32 years of service. 

Selected as his successor was 
Brig.Gen. Paul M. Seleen, former 
deputy chief of the Detroit Ord- 
nance District and more recently 
chief of the procurement division 
for logistics. 

Seleen, 29-year veteran, served 
during World War II in various 
capacities in the Mediterranean 
theater and was awarded the Le- 
gion of Merit. 

Heiss came to Detroit upon his 
return from Japan, where he had 
been ordnance officer for the Army. 
During World War II, he -was on 
duty in England and North Africa. 
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Conover Takes Dealer Gavel in New Jersey... 





HIS is NADA’s membership 

campaign day. This program is 
thoroughly organized through state 
and local associations and area 
chairmen. If you are taking part in 
this worthy effort, let me congratu- 
late and encourage you. If you are 
one to be solicited, I urge you to 
become a member. I urge all others 
to maintain membership. 

In these shifting and changing 
conditions, the voice of the indi- 
vidual] is but an echo in the wilder- 
ness. The day of rugged individual- 
ism is gone. The rugged individual- 
ist is no longer the envy of his 
neighbor. Instead, he is pitied and 
suspected of questionable motives. 

Public confidence is enjoyed by 
those who are associated with 
their fellow businessmen, on the 
sound theory that their col- 
leagues can best establish and 
maintain ethics in the public in- 
terest. It is only such individuals 

who subscribe to such ethics who 

benefit by the endorsement im- 

plied by membership. 

We have strong organizations in 
this trade. They are deserving of 
your support. This campaign em- 
phasizes the national association, 
whose leadership and effort have 





Montana Dealers 
Seek to Hold 


Seats in House 


BILLINGS, Mont. — (UTPS) — 
Dean Chaffin, of Bozeman, NADA 
regional vice-president and long- 
time Buick-Chevrolet dealer, heads 
a list of Montana auto dealers who 
are candidates for reelection in the 
November legislative contests. 

Regarded as a political power in 
Montana, Chaffin will seek to re- 
tain his place in the Gallatin 
County delegation in the State 
House of Representatives. He has 
served as speaker since 1953. 

Also up for reelection to the 
House is R. J. Hilger, of Glendive, 
Chevrolet-Oldsmobile dealer. Hil- 
ger, a vice-president of the Mon- 
tana Automobile Dealers Assn., is 
chairman of the House Aviation 
Committee. 

Other House members in the No- 
vember race are Casper Nybo 
(Studebaker), of Missoula, and H. 
H. Haines (Ford), of Terry. 

Missing from this year’s cam- 
paign is George R. Pierce (Kaiser- 
Willys), of Billings, dean of Mon- 
tana’s dealer-legislators with five 
House terms to his credit. His 
place on the Yellowstone County 
ballot will be taken by his son, 
John H. Pierce, also associated 
with the local K-W dealership. 

The State Senate has two dealer- 
members, neither of them up for 
reelection this year. They are 
Charles M. Hatch (Studebaker) of 
Miles City, who is chairman of 
the MADA board, and Fred Rob- 
inson (Buick), of Malta, who is 
chairman of the powerful Senate 
Highway Committee. 
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Dealers tell me 


By John 0. Munan 






become indispensablée*for every op- 
erator. 
* 7 * 

Personal Contact 
i ALSO urge you to maintain your 

state and local association affili- 
ations. There are hundreds of local 
associations. There are essential 
benefits, of all the associations, that 
can only be delivered at the local 
level. Here is where the personal 
contact and understanding is so 
important. 

All states are organized except 
three or four. It is hoped that 
dealer leadership will assert itself 
and fill the void in these states. In 
the meantime, local associations 
and NADA Area Chairmen must 
carry the load. 

As you know, the national as- 
sociation has recently appointed 
Horace E. Henderson, a former 
president of the U. S. Junior 
Chamber of Commerce, as staff 
member. He is actively on the 
job now. His work will fill a long 
felt need in more active liaison 
between local and state associa- 
tions and the national body. 

He will also give special atten- 
tion to the younger men of our 
trade, on the theory that their ex- 
perience has not included the vari- 
ous cycles of economic conditions 
and that it is important to deal 
with them ably because they will 
become important in tomorrow’s 
leadership. 


* * 


To Give, Receive 


I THINK more important, than 
anything I can say in the way 
of urging you to join or maintain 
association membership, are the 
reasons given by a dealer who 
says: 

“I value my membership be- 
cause it gives me opportunity: 

“TO MEET—By providing a 
common place and ground for 
general assembly; 

“TO GREET—To know my com- 
petitors better; 

“TO KNOW—To learn better 
methods and procedures in my 
own trade; 

“TO GRO W — personally, 
through contact with others hav- 
ing problems even larger than 
my own, 

“TO GIVE—Members benefit 
in proportion to what I put in— 
ideas, cooperation, participation; 

“TO RECEIVE—AIll the values 
of cooperative study; 

“TO PLAN—through discussion 
of industry conditions. 

“TO IMPROVE — association 
activities help to promote better 
service to the public; 

“TO PROTECT—through un- 
derstanding of proposed as well 
as existing legislation — and 
through public relations pro- 
grams counteract those which 
are unfavorable; 

“TO CROW—over the prestige 
conferred by membership in the 
association ; 

“TO ACT—Association cooper- 
ation when applied in unison in 
behalf of deserving projects, or 
problems, given strength and ef- 
fectiveness which would be miss- 
ed if tried individually. 

He said: 

“The Association gives me the 
power to act and to make myself 
heard with respect!” 

* * * 


There Are 2 Seas 


EMEMBER, as Bruce Barton 

(author of the book, “The man 
Nobody Knows”) says, there are 
two seas in Palestine—the Sea of 
Galilee and the Dead Sea. Both are 
fed by the River Jordon. Every 
drop of water the Sea of Galilee 
receives, it passes on. Fish live in 
it. Vegetation surrounds its bor- 
ders. Children play on its shores. 

The other sea retains all the 
water it receives. It gives out 
nothing. It is named the Dead 
Sea. 

To live, we must give—which 
means become members or retain 
membership in dealer associations. 
To receive only, we die. 





Sales Upturn Forecast for 1955 


ATLANTIC CITY. — An upturn 
in the new-car sales picture in 1955 
was predicted here last week by 
two industry figures. 

Addressing 200 delegates to the 
36th annual convention of the New 
Jersey Automotive Trade Assn., 
Charles C. Freed, NADA president, 
attributed his forecast to an ex- 
pected “tremendous” desire for 
new-model vehicles and to the fact 
that the growth in suburban living 


was giving rise to many: two-car| nual rate of automobile scrappage 


families. 

Much the same reasoning was 
advanced by Alan G. Rude, sen- 
ior vice-president of Universal 
C. L. T. Credit Corp. 

Rude said that, under normal 
conditions, the U. S. could manu- 
facture and sell six million cars a 
year. 

He based his estimate of the 
market on his belief that the an- 








In Dealer Spotlight 





New Jersey Association Elects— 


From left, seated: William Mallon, Newark, secretary of the New Jersey Automotive 
Trade Assn.; Walter F. Conover, Princeton, president, and Elmer Blauvelt, Montclair, 
vice-president. Standing: George G. Downes, Matawan, vice-president; Gerald S. 
Kleinhanz, Woodbury, vice-president; Otto P. Henneberger, Newark, business mana- 


ger, and E. R. Crow, Newark, treasurer. 





Officers Named in Kansas— 


From left: Byron G. Stout Wichita, retiring president of the Kansas Automobile 
Dealers Assn.; R. D. McKay, Wichita, NADA director; Jim O'Mara, Hutchinson, vice- 
president; Barney Gagelman, Hays, president; Willard Noller, Topeka, treasurer, and 
Roscoe Hamric, Topeka, secretary-manager. 


Mold Your Own Future, 


* * 


Bell Exhorts Kansans 


WICHITA, Kans. — Bootlegging 
hurts not only the manufacturer 
and new-car dealer but the buyer 
as well, according to a resolution 
adopted by the Kansas Motor Car 
Dealers Assn. at its 23rd conven- 
tion here last week. 

Dealers hold their future in 
their own hands, the group was 
told by Frederick J. Bell, execu- 
tive vice-president of NADA, who 
urged dealers to see the chal- 
lenge in the present economic 
situation. 

Noting that older dealers had 
weathéred economic upheavals in 
the past and that a lot of younger 
people in the business were meet- 
ing these problems for the first 
time, Bell remarked that NADA 
was “working on a program to help 
them over the rough spots ahead.” 

He also said that “we'd like to 
see production more equally geared 
to demand.” 

Bell added, however, that the 
auto industry was very stable cur- 
rently, and that there had been no 
appreciable increase in reposses- 
sions despite the slight business re- 
cession late last year. 

Bell also announced that an 
educational program was under 
way among dealer associations 
to persuade dealers that it was 





not good business to buy more 
merchandise than they could sell 
at a reasonable profit. 

Bell hit hard at the manufactur- 
ers’ excise tax. “That 10 percent 
tax,” he said, “is fully felt by the 
consumer in the list price, and we 
think it is wrong to place high 
taxes on a necessity.” 

Another resolution opposed a 


—three million— would continue, 
that an expanding population 
would need more cars, that two-car 
families were increasing and that 
businesses were turning more and 
more to highway transportation. 

In addition, Rude said, attractive 
new features will boost auto sales 
next year. He called for road im- 
provements to handle increased 
traffic. 

Walter F. Conover, of Princeton, 
was installed as association presi- 
dent. He succeeds Hopwood Mul- 
len, of Wildwood. 

Other new officers include Elmer 
Blauvelt, of Montclair, first vice- 
president; Gerald S. Kleinhanz, of 
Woodbury, second vice-president, 
and George G. Downes, of Mata- 
wan, third vice-president. 

Treasurer E. R. Crow, of West- 
field; Secretary William L. Mal- 
lon, of Newark, and Business 
Manager Otto P. Henneberger, of 
Newark, continue in their posts. 

Freed tempered his prediction of 
improved sales conditions with a 
reminder that thousands of NADA 
members were operating in the red 
and that net profits for the first six 
months of 1954 were off one-third 
compared with the year before. 

He said that NADA had embark- 
ed upon a program designed to 
find the industry’s problems and to 
take steps toward solving them. 
This project has four facets, which 
Freed outlined as follows: 

1. Presenting to the public the 
case favoring buying new cars 
from franchised dealers. 

2. Factory - dealer relationship 
improvement, now progressing “at . 
the conference table.” 

3. An educational program 
among new-car dealers, 25 percent 
of whom were never in business 
during such a competitive era. 

4. Continuing the relationship 
with the Government—including 
continued support of the anti- 
bootlegging bill and the territory- 
security clause. 

Freed noted that the NADA in- 
tended to appeal to Congress in its 
next session. for a reduction in ex- 

(Continued on Page 45, Col. 1) 


Dealers Turn Over 
28 Training Cars 
To Philadelphia 


PHILADELPHIA.—A fleet of 28 
driver-training cars was delivered 
last week to the Board of Educa- 
tion by the Philadelphia Automo- 
bile Trade Assn. 

The cars will be used for the 
training of 3,100 students in the 
city’s 20 high schools. 

The gift was presented by M. B. 
Janes, president of the association. 

Members of the association will 
service and maintain the dual-con- 
trol cars without cost. 

Donors of the cars were Buick 
dealers, Martin H. Bury, chairman; 
Chevrolet dealers, Raymond Nor- 
ton, president; Chrysler dealers, J. 
Harry Swope, president; DeSoto 
dealers, Harold B. Robinson, presi- 
dent; Ford dealers, Ben Thorp, 
president, and Pontiac dealers, 
Bernard Polen, president. 


Individual contributors include 
Ronan Motors, Inc. (Dodge-Ply- 
mouth); F. T. Robinson Co. 


(Dodge - Plymouth); Northeast 
Hudson Sales; Northeast Lincoln- 


plan to force auto owners to pay | Mercury, and Charles A. Bott, Inc. 


(See KANSAS, Page 8, Col. 5) 


(Chrysler-Plymouth). 





R.L.P. Wild Traders 


Mortality in Appliance Field Hits 116 Per 10,000; 
Auto Parts Ratio Is Only 17 


NEW YORK. — The greatest re- 
tail mortality rate last year took 
place in the appliance, radio and 
television line—an area of wild 
trading and advertising for the 
past two years, the latest Dun & 
Bradstreet report showed last week. 

At the opposite end from the 
appliance field, which showed 116 
failures out of each 10,000 of these 
businesses, was the auto parts, 
accessories and tire line with a 
1953 failure rate of only 17 per 
10,000. 


Although it stood in the middle 
ground of the 1953 failure scale, 
auto retailing—beset by wild dis- 
counting in the last half of 1953— 
showed a sharp rise with 37 fail- 
ures per 10,000 operating concerns, 
compared with only 15 the year 
before. 

The lowest rate was among farm 
equipment sellers, with only 12 per 
10,000 going under. 

Furniture makers had the high- 
est mortality rate and lumber mak- 

(See TRADERS, Page 10, Col. 5) 
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Let's Start at the Beginning 
—Earn Public Trust 


“N? WONDER the public looks on auto dealers as merely 
discount houses for the factories. Reputable merchan- | 
dising is built on public confidence. And the public has no} 
confidence in auto dealers.” 

That statement was made the other day by a salesman in 
a line of goods remote from automobiles. Let’s say he doesn’t 
know the inside of the auto business—that he is merely a 
man trained in selling, looking at the mani- 
festations of the auto business which catch 
the public eye and ear. Here is what he says 
he sees and hears: 


1. New- car bootlegging repeatedly in the 


No. 1 
INA 


SERIES 





headlines. 


2. Well-publicized suits in which used-car dealers charge 
that new-car dealers are seeking to set up monopolies against 
the public interest. 

3. Stories to the effect that dealers over-charge on serv- 
ice work, fail to perform services for which they charge. 


4. Stories to the effect that factories are overproducing, 
forcing dealers to take cars, creating the impression that 
cars are a drug on the market. 


5. Seemingly supporting evidence of an oversupply from | 
dealer advertising involving deals, discounts, gimmicks, | 
silly, dangerous credit terms. 

6. Stories to the effect that dealers are packing prices | 
and finance charges. 


The evil practices of some dealers catch the public eye. 
This is self-evident. 
In all these critical months, when new-car dealers were 
taking a beating from a public-relations standpoint, was 


there any real, organized effort made to sell the franchised 
auto dealer? 


Isn’t there a need today to justify the existence of the 
franchised dealer setup for car distribution? 


This is a problem for makers and dealers alike. Public’ 
confidence must be a first objective in any program for the 
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Dealer Conventions 
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Oct. 3-4— Oklahoma Automobile Dealers “ped Crash Kills 


Association Convention, Skirvin Hotel, 


Oklahoma City. 


; int Teen 


Jersey W >, s 
vu ow, 2 ON 


Oct. 3-5—Automobile Dealers Association +» 9 peaD, only Ue 
of Alabama Convention, Biloxi, Missis- cunt. 20, 2 at we Cn ON eg ony 
sippi. \ wy, Kills So \e i’ nant FF, Crash “72, a 

Oct. 8-9—Pennsylvania Automotive Associ- a, oo pate orc Pg Sx DEN, y Kills G; é 
nen. eamenenes. Haddon Hall, Aflan- is (ed, 2 Hurt + tin “Ge L.T. Police = 
tic City, New Jersey. GaN oom P chases 27 | 0” Policeman 

Oct. 10-12—Mississippi Automobile Dealers & n2LbCre : — = Man Nies in Car Crash 
oon. Convention, Buena Vista Hotel, yy “% wo Die in Crash : , Pueaan Kil ‘ 
iloxi. Peal a , man Killed 

TERLOY . 

Oct. 10-12—Texas Automotive Dealers As- 3 Us > By Hit.Rvem Dei 

sociation Convention, Gunter Hotel, San man Dies in Crash 


Antonio. 
Oct. 17-18—Georgia Automobile Dealers 


“Buy THE QUESTION 


Association Convention, General Ogle- z 
thorpe Hotel, Seveaneh. - &, «2, 

Oct. 17-19—Tennessee Automotive Associ- a 4; ‘Ss L- Ye _ 
—- Convention, Peabody Hotel, Mem- /t mm Ge Y 4. 
phis. ; Rk 

Oct, 23-25—Arkansas Automobile Dealers | (5 Hore 2 glimmer of hope in this? yh marl, g 
Association Convention, Marion Hotel, /t took twice the C4fort to collect these / Laeycnnr WD cp kte / 

Little Rock. headings as tt did a year age for Do. a RASy/ 

Oct. 24-26 — Florida Automobile Dealers a cartoon in this space.) tu. —.! 
Assn. Convention, George Washington an 


Hotel, Jacksonville. 


Oct. 26—Connecticut Automotive Trades 
Association Convention, New Hotel 
Statler, Hartford, Conn, 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9—Automotive Trade Assn. of Vir- 
_ John Marshall Hotel, Richmond, 


a. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 18-19— Idaho Automobile 
Association Convention, 
Boise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
—_ Convention, Florence Hotel, Mis- 
soula. 


Dealers 
Boise Hotel, 


Dec. 7— Milwaukee County Automobile 


A Rests 


Dealers Assn. Convention, Milwaukee t os ; 

Athletic Club, Milwaukee. Four Persons Die 
Jan. 29-Feb. 2—NADA annual convention, \In 3 Car Kills 5 

Hotel Conrad Hilton, Chicago. woctigys C73 


Dealer Auto Shows 


Oct. 9-24—Southwestern Automobile Show, 
Texas State Fair, Dallas. 

Jan. 8-13— Houston Automobile Show, 
Sam Houston Coliseum, Houston. 

Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D.C. Auto Show, 
Washington. 

Jan. 15-22—Rochester Auto Show, Roch- 
ester, N. Y. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show, 

Seattle Armory, Seattle. 

Jan. 22-30 —St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 

Jan. 29-31 — Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans- 
ville Armory, Evansville, Indiana. 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6—Quad-City Autorama 
Davenport, lowa, Rock Island, Moline, 
ast Moline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 


Moines. 

Feb. 12-19—San Francisco Auto Show, San 
Francisco Civic Auditorium, 

Feb. 20-27—Syracuse Auto Show, Syracuse, 
New York. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa, 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas. 

* * 


General 


Oct. 6-8—Automotive Advertisers Council, 
Fall Meeting, Moraine Hotel, Highland 
Park, Illinois. 

Oct. 7—Automobile Old Timers Fifteenth 


/ 
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Letterbox 
‘Open Letter 





letters but you may sign your name 


To Auto Makers 


Should I start this letter out by 
saying I have a few complaints to 
make, or put it in the form of a 
suggestion? Anyway, here goes. 

I don’t believe the manufacturers 
are interested whether their deal- 
ers are making money on the cars 
they sell, or if the dealer is pros- 
perous in good financial condition. 
It looks to me like a rat race 
among some of the manufacturers 
to see who can build and sell the 
greater number of cars to get in 
that coveted No. 1, 2 or 3 spot 
nationally regardless of the conse- 
quences to their dealer body. 


Raneal Maatn an Dinner, Hotel Apparently they are ae 
or, Ne ity. -da: eck 
Oct. $-17— Pacific Cremations’ Motor in a hen Y repent to ¢ the 


Sports Show, Oakland Exposition Build- number of units a dealer has 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





has a fixed overhead of around 
$28,000 a month, has to sell from 
60 to 80 units a month to break 
even with his overhead, the situa- 
tion is getting pretty rotten, as far 
as I am concerned. Believe me, it 
is possible to kill the goose that 
lays the golden eggs. 

Since 1946, most all the automo- 
bile manufacturers forced their 
dealers into large and expensive 
expansion programs with addi- 
tional equipment, in most cases 
more than doubling their normal 
overhead, and believe me plenty of 
them are top heavy with large 
mortgages to the extent that a 
great many dealers today are los- 
ing money as fast as they were 
making it during the lush days of 
prosperity. 





return to sensible merchandising of cars . . . and in the year 
of 1954 more has been done to undermine public confidence 
than to build it. 


ing, Oakland, Calif. 
Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 
Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 


(See CALENDAR, Page 43, Col. 1) 


20 Years Ago... 


sold, as well as his forecast of 
how many units he expects to 
sell. But not how much profit he 
made per unit on the ones he 
sold. 


When a large city dealer, who 


The Big Stories 


Norman de Vaux, former head of De Vaux-Hall Motors Corp. and 
now president of the recently formed California company known as 
De Vaux Motor Corp., has announced that production of a De Vaux 
66 would be under way in less than 90 days in the former Durant 
Motor Co. plant in Oakland . . . Hudson reported that its production 
had increased 109 percent during the first eight months of 1934, but 
that wages, materials and supplies had gone up 149 percent, com- 
pared with the same 1933 period .. . Automotive companies in the 
first nine months paid out dividends totaling $88,824,000, compared 


with $69,710,000 a year before . 


. . Dollar sales of new cars in August 


were 10 points lower than in July and 5 points above the August, 
1933, level . . . Return of Ford Motor Co. to a place in the New 
York Automobile Show after an absence since 1910 was the high- 
light of a drawing for exhibit space. Altogether, 25 manufacturers 


of cars will be represented. 


—From the files of Automotive News. 





There have been thousands of 
dealers throughout the country 
who have folded up; a few got out 
in time to salvage some of the 
profits made during the good days. 
There will be many more to follow, 
if the manufacturer doesn’t get 
busy and improve the situation 
among his dealer body. 

The profits have dropped so 
low today it is getting tougher 
and tougher for a dealer to pay 

his salesmen a commission 
whereby he can earn a living 
wage. 

I could elaborate on the above 
mentioned; in fact I could write a 
book on it but time and space 
doesn’t allow. 

It is too bad all new-car dealers 
couldn’t work out a workable plan 
among themselves where there 
would be better relations and not 
so much throat-cutting; in fact try 
to help each other. The factory is 
placing a dealer in a given terri- 
tory, which is bounded by an im- 
aginary boundary line, is supposed 
to have the potential number of 
prospects in his area, if properly 

(Continued on Page 18, Col. 4) 
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Auto-Lite is world famous for 
long life, performanee and economy 


Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry . . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 
precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


BATTERIES © BUMPERS e FUEL PUMPS * HORNS ¢ GENERATORS ¢ LIGHTING UNITS 
SPEEDOMETERS @ SPEEDOMETER CABLE © SWITCHES ¢ STARTING MOTORS ¢ INSTRUMENTS 
& GAUGES ¢ IGNITION UNITS ¢ MOULDED PLASTICS © WINDSHIELD WIPERS « WINDOW 
LIFTS «© SEAT MOVING MECHANISMS ¢ HUB CAPS ¢ WIRE & CABLE ¢ SPARK PLUGS ¢ METAL 
FABRICATED ASSEMBLIES ¢ GRAY IRON CASTINGS © ZINC & ALUMINUM BASE DIE CASTINGS 


THE ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO 
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olkswagen Now Leads for °54 





Foreign-Car Sales 
Hold at Higher Level 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Although sales 
were slightly below the previous 
month, July foreign-car registra- 
tions continued at the improved 
level attained after a disappoint- 
ing '54 start. 

Sales for July totaled 2,294, as 
compared with 2,374 in June. 
Registrations in July, 1953, to- 
taled 2,489. 

Despite the fact that renewed 
strength has been shown in the 
past few months, sales for the 
first seven months still were ap- 
proximately 27 percent behind the 
corresponding period of 1953. 

Sales totaled 13,774 for the first 
es 


Minnesota Delays 
License Action on 


4 U. C. Dealers 


ST. PAUL. — Mrs. Mike Holm, 
Minnesota secretary of state, said 
she would take no action for at 
least a month in the case of four. 
used-car dealers charged with 
selling new cars. 

The four dealers are A. F. 
Schmidt, doing ee, as Schmidt 
Motor Sales, outh St. Paul; 
Arthur C. Brambilla, doing busi- 
ness as Brambilla Motor Sales, 
Minneapolis; Louis Goldie and 
Willis M. Forman, doing business 
as Goldie Motor Sales, Minneapolis, 
and Irving Reiter, Anna Medal and 
Grace Reiter, doing business as 
Motor City, Minneapolis. 

Mrs. Holm gave the dealers two 
weeks to submit written briefs. 
The dealers had been ordered to 
show cause why their used-car 
dealer licenses should not be re- 
voked. 

Complaints against the dealers 
were filed last spring after a repre- 
sentative of the Minnesota Auto- 
mobile Dealers Assn. charged that 
each of the used-car dealers sold 
him an alleged used car, but that 
in each instance a new car was 
delivered to him, 

At the hearings last week, Reiter 
testified that he never sold a new, 
unused car. Reiter testified that 
the 1954 Pontiac sold to the MADA 
‘agent had been driven “at least 
150 miles” and was therefore not 
@ new car. 

Schmidt denied that he had ever 
represented as new the car he sold 
to the association agent. He said 
the car actually had been driven 
more than 200 miles and had been 
repainted. 


Syracuse Show 


Set for Feb. 20-27 


SYRACUSE.—The 1955 Syracuse 
Auto Show will be held Feb. 20-27, 
according to Stuart C. Ballard, 
managing director of the Syracuse 
Automobile Dealers Assn. 

Ballard stated that this will be 
the first eight-day show in this city. 





seven months of this year, com- 
pared with 18,932 for the same 
period of last year. 

Volkswagen, with a 30.2 percent 
market penetration for July, con- 
tinued to lead all other makes in 
monthly registrations, and climbed 
into first place in ’54 sales. Its 693 
sales during July gave it a 156- 
unit gain over June and put its 
seven-month total at 2,384. It holds 
a 17.3 percent market penetration 
for the seven-month period. 

Jaguar, which continued to hold 
second .place, sold 358 cars in July, 
compared with 365 in June. It sold 
2,180 units during the first seven 
months of this year, compared 
with 2,526 during the same period 
of 1953. Until July, however, Jaguar 
held first place in ’54 sales. Jaguar 
holds a 15.8 percent market pene- 
tration for the first seven months. 

MG, which a year ago was in 
first place in foreign-car sales, 
sold only 271 cars in July. It con- 
tinued to hold third place, but 
dropped considerably behind its 
June figures of 302. 

MG’s sales for the first seven 
months of this year totaled 1,950, 
compared with 4,635 for the same 
period a year ago. Its market pene- 
tration during 1953 was 24.5 per- 
cent, compared with 14.2 for the 
first seven months of this year. 

Hillman jumped into fourth 
place with 170 sales in July. Its 
June figures showed 198 sales. Hill- 
man, with a 11.9 percent market 
penetration, had 1,639 registrations 
to its credit for the first seven 
months. 

Austin-Healey, which was in 
fourth place in June with 241 sales, 
dropped to fifth position in July 
when it registered only 141 units. 
Its total for the first seven months 
was 1,204 vehicles and a market 
penetration of 8.7 percent. 

English Ford, which had drop- 
ped to seventh place in June, 
jumped back into sixth place in 

(See FOREIGN, Page 51, Col. 1) 


New Cars Movi 
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Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 
(Aptco Auto Auction. Sale every Wednesday.) 
Sept. 29 


(Good, clean autos still holding 
firm. Sold 80 cars out of 111 en- 
tered.) 

BUICK—’'54 Super 4-dr., $2,395*; Spe- 
cial 2-dr., $1,795. '53 Super Riviera 
coupe, $1,585". '52 RM 4-dr., $1,025*, 
$950*; Super 4-dr., $940*. °51 Super 
Riviera coupe, $860*; 4-dr., $775*; 
Special 4-dr., $715. '50 Special 2-dr., 
$425, $285. '49 Super 4-dr., $400*, 
$350; Special 2-dr., $285*. 

CADILLAC—’48 (61) 4-dr., $560. 

CHEVROLET—’53 Bel Air conv., $1,- 
215; (210) club coupe, $1,170; 2-dr., 
$1,085, $1,025; 4-dr., $1,025. '52 SL 
Deluxe 4-dr., $755, $750, $500. ‘51 
SL Deluxe club coupe, $640*; SL 
Special 2-dr., $470; 4-dr., $390. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,- 
400*; club coupe, $1,225*; 4-dr., 
$1,385". 

DODGE—’53 Coronet 4-dr., $1,135", 
$1,035*. '49 Wayfarer 2-dr., $275. 
FORD—’'53 Crest (8) Country Squire, 
$1,485; Victoria, $1,360, $1,350; 
conv., $1,390; Main (8) Ranch Wag- 
on, $1,430; 2-dr., $1,150. °'52 Crest 
(8) Victoria, $1,075; 2-dr., $890*. '51 
Custom (8) Victoria, $835; 4-dr., 
$620; 2-dr., $550; Deluxe (6) 2-dr., 
$535. °50 Custom (8) 4-dr., $210. 
’49 Custom (8) 2-dr., $285, $215. 
HUDSON—’50 Pacemaker club coupe, 

$315; 4-dr., $260. 

LINCOLN—’51 4-dr., $575°*. 

MERCURY—’52 club coupe, $1,250*; 
conv., $960*. ’51 conv., $745*; club 
coupe, $640*. '50 conv., $525; 4-dr., 
$525. 

NASH — '51 Statesman club coupe, 
$520; 4-dr., $390, $250; Rambler 
conv., $235. 


OLDSMOBILE—’51 (88) 4-dr., $980*. 
"50 (98) Holiday, $680*; 4-dr., $565*, 
$475*. '49 (98) 4-dr., $335°. 

PACKARD—’51 2-dr., $625. 

PLYMOUTH — ’53 Cranbrook conv., 

4-dr., $1,000; club coupe, 


PONTIAC—’53 Chieftain (8) Catalina, 
$1,600"; 4-dr., $1,380. °51 Silver 
Streak (6) 4-dr., $620. °50 Silver 
Streak (8) 2-dr., $550*%, $435; 4-dr., 
$495*, $430*. '48 Torpedo (8) 4-dr., 
$350*. 

STUDEBAKER — '51 Champion 
$330; 4-dr., $270. 

* * - 
Sept. 22 
(Sale very good, Sold 95 cars out 
of 143 entered.) 


BUICK—’53 RM Riviera coupe, $1,680* 
(ps); Super Riviera coupe, $1,405*; 
2-dr., $1,400. "52 Super 4-dr., $1,- 


2-dr., 


010*. '51 Super Riviera coupe, $930*; 
RM 4-dr., $775*. '50 Special 2-dr., 
$425*. °49 Special 2-dr., $150. °48 
Special 2-dr., $295. 

CADILLAC — ’53 (62) coupe, $2,980° 
(ps). '51 (62) 4-dr., $1,540*. 

CHEVROLET—’54 (210) 2-dr., $1,315; 
%-ton pickup, $960. '53 Bel Air 2- 
dr., $1,150*. °52 SL Deluxe 4-dr., 
$830*; SL Special 4-dr., $600. '51 SL 
Deluxe 4-dr., $690*, $535; conv., 
$550*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,- 
040* (ps). ‘51 Deluxe club coupe, 
$700. °49 Custom 4-dr., $380*. 

DODGE—’53 Coronet (8) 4-dr., $1,- 
175*; Coronet (6) 4-dr., $815*. ‘52 
Coronet 2-dr., $600. ’51 Coronet 4- 
dr., $580*, $540. ‘50 Coronet 4-dr., 
$480. 

FORD—’54 Crest (8) conv., $1,785. '53 
Main (8) Ranch Wagon, $1,415; 
Crest (8) Victoria, $1,370*; 4-dr., 
$1,125; Main (6) 2-dr., $970. ’52 
Main (6) 2-dr., $715; 4-dr., $480. '51 
Custom (8) Victoria, $690; 4-dr., 
$655*, $650*; Deluxe (6) 4-dr., $555; 
2-dr., $445. ’50 Custom (8) station 
wagon, $525; 2-cr., $510, $425, $415; 
4-dr., $500; conv., $400; Deluxe (6) 
4-dr., $390; 2-dr., $310. '49 Custom 
(8) 2-dr., $300, $250. 46 Custom (8) 
2-dr., $180. 

HUDSON—’51 Pacemaker 4-dr., $365. 
’50 Pacemaker 2-dr., $230. 

KAISER—’53 4-dr., $1,000. 

LINCOLN—’51 4-dr., $670*. 

MERCURY—’52 4-dr., $1,000. '51 4-dr., 
$690; club coupe, $600. ’50 club 
coupe, $490. °49 club coupe, $340. 

NASH — '53 Statesman 4-dr., $995, 
$980*; Rambler 4-dr., $790. ’51 Ram- 
bler station wagon, $480. '50 States- 
man 2-dr., $275*. 

OLDSMOBILE—’54 (98) Holiday, $3,- 
015* (ps). ’52 (88) 4-dr., $1,125*. ’51 
(88) 4-dr., $645*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
130; Cambridge club coupe, $975; 4- 
dr., $915. '51 Cambridge 4-dr., $580, 
$500. '50 Deluxe 4-dr., $420, $390, 

. '49 Special Deluxe station wag- 
on, $355; 4-dr., $310. 

PONTIAC—’54 Chieftain (8) Catalina, 
$2,000*. '53 Chieftain (8) 2-dr., $1,- 
475*. °52 Chieftain (6) 2-dr., $775. 
’51 Silver Streak (8) Catalina, $935*, 
$850*; conv., $890*%; 2-dr., $775*, 
$630*. °50 Silver Streak (6) 2-dr., 
$500. °49 Silver Streak (6) 2-dr.,° 
$330. 

STUDEBAKER—’50° Champion coupe, 
$155. 

WILLYS—’49 Jeepster, $260. 

MISCELLANEOUS—’53 Morgan road- 
ster, $800. °52 Henry J (6) 2-dr., 
$350; (4) 2-dr., $295. '51 Henry J 
(6) 2-dr., $300. 





*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 40, 43 


Steadily, but at No Profit .. . 








New York U. C. Market Softens 


NEW YORK.—The local market 
situation seems to be running par- 
allel with the situation across the 
country—the used car market has 
softened and new cars are moving 
steadily. 

Some dealers feel that the used- 
car decline has come on them with 
a vengence. Customers do not 
seem to be in the market. 

Used Cadillacs, usually a good 
item here, have begun to back 
up in some spots, indicating a 
general decline. 

New cars seem to be moving 
along steadily. However, they are 
still] plentiful. Although most deal- 
ers do not envision a cleanup com- 
parable to that of last year, the 
shortages which were expected to 





Minnesota Dealers Elect— 


From left, front row: Clare L. Fischer (Chrysler-Plymouth), Rochester, past president; 
C. Herbert Anderson (Oldsmobile), Virginia, vice-president; W. R. Stephens jr. (Buick), 
Minneapolis, president, and H. R. Conner (Ford), Bemidji, secretary. Back row: Leo 


Welle (Chrysler-Plymouth), Albany; E. G. 


Larson (Studebaker-Packard), Montevideo; 


W. H. Queenan (Dodge-Plymouth), St. Paul, and Charles J. Larson (Chevrolet), Ada, 
directors, and Mal Nichols (Dodge-Plymouth), Minneapolis, treasurer. 


develop in some lines have not ma- 
terialized to date. 

While new cars continue strong, 
there is little or no profit in the 


GM Asks Court 
To Drop Conn. 
Antitrust Suit 


NEW HAVEN, Conn.—A request 
by General Motors and General 
Motors Acceptance Corp. to dis- 
miss an antitrust suit, brought 
against them by three Waterbury 
(Conn.) used-car dealers, was tak- 
en under consideration last week 
by the Federal Court here. 

It was charged by the GM group 
that the suit failed to state a claim 
on which relief can be granted. 

A total of 18 firms and individ- 





uals were named defendants in the | 


suit brought by Hathaway Motors 
Co.; E. Hathaway & Son, and 
James Walsh, all of Waterbury, 
who charged the defendants exer- 
cised a “monopoly” on new cars. 
The suit asked a scrapping of the 
industry’s present distribution set- 
up. : 

They asserted that the defendant 
car makers “have unreasonably re- 
strained the manufacture, distribu- 
tion and sale of automobile and 
automobile parts.” 





Correction 

A typographical error occurred 
in the Sept. 27 column of J. B. 
Van Tassel, business counsel. 

The opening sentence read: 
“Every time you reduce expenses 
or costs $1, you add $10 to your 
net profit.” 

Instead of $10, it should have 
read: “You add $1 to your net 
profit.” 








sales. This is a _ situation which 
most dealers expected and appar- 
ently have resigned themselves to 
it. 

Even Oldsmobiles, which enjoyed 
stronger sales in this area than 
most other lines this year, have 
now reached the maximum dis- 
count level and are passing through 
dealers’ hands almost at cost. 

One dealer recently remarked 
that the public missed a good 
bet this year. Anyone who de- 
layed his new-car purchase in 
anticipation of the present fall- 
ing market is finding that be- 

(See NEW YORK, Page 46, Col. 3) 


Salesman Wins 


2nd K-W Contest 
In Four Months 


TOLEDO. — Winning first place 
in automotive sales contests is get- 
ting to be a habit with Clyde F. 
Gardner, salesman for Greenfield 
Motors (Kaiser-Willys), West Allis, 
Wis. Gardner has just won a $1,000 
national first prize in a K-W sales 
contest for the second time in four 
months. 

Gardner took top honors for cit- 
ies of 100,000 or more population, 
while Don Pickering, of Quick 
Service Garage, Lafayette, Ind., 
was awarded first prize in the 20,- 
000 to 100,000 classification. Roy 
Delbey, of Weiler Motor Co., Ore- 
gon City, Ore. was awarded a 
$1,000 prize in the under 20,000 
classification. 

Nine other K-W salesmen took 
home $500 awards by winning first 
place in their market classifica- 
tions, according to Roy Abernethy, 
K-W general sales manager. They 
were: 

Harold C. Litchtenberg, Ozone 
Park, N. Y.; Jack Jenny, Oakland, 
Calif.; Ed Ward, Fort Lauderdale, 
Fla.; William R. Thornton, Boise, 
Id.; John Consolaro, Tarentum, 
Pa.; Max D. Emerman, Union City, 
N. J.; Irene Stout, Hazard Ky.; 
Elmer H. Rohde, Palatine, IIl., and 
F. M. Watts, Wichita Falls, Tex. 

Three distributors and one zone 
manager also won $500 prizes for 
achieving the highest percentage of 
their quotas, Abernethy said. They 
were Clifford J. Nordeen, Green 
Bay, Wis.; Charles H. Sandifur, 
Spokane, Wash.; H. O. Doyle, Pitts- 
burgh zone manager, and Sam 
Horne, Knoxville, Tenn. 

Altogether, 249 K-W dealers and 
salesmen won cash prizes totaling 
$25,000 during the six-week con- 
test, Abernethy said. 


South Bend Deals 


Donate 5 Cars 


SOUTH BEND. — Five South 
Bend dealers have donated a car 
|each for use in driver education 
courses in the public high schools 
this coming school year. 

They are Yeager Motor Co. 
(Buick), L. O. Gates Chevrolet 
Corp., Scherman - Schaus - Freeman 
Co. (Studebaker), Romy-Hammes 
(Ford), and Ben Feferman Motor 
Sales Corp. (Cadillac). 








No Matter Who Wins, 
N. H. Dealers Can’t Lose 


LACONIA, N. H. — (UTPS) — 
There is still some question as to 
who won the Republican nomina- 
tion for Belknap County commis- 
sioner in the recent primary, but 
it’s bound to be an auto dealer. 

Walter A. Woodward, Laconia 
dealer, was declared the winner 
by 42 votes over William F. Staf- 
ford, one of the owners of Staf- 
ford Buick Co. here. Now Wood- 
ward, who is serving his second 
full term as County commission- 
er, has petitioned for a recount 
of the votes. 











Oldtime Dealers Enter Hall of 





Fame— 


At an Old Timers’ luncheon during the 25th convention of the New Mexico Auto- 
motive Dealers Assn., 12 dealers received Hall of Fame certificates in recognition of 
25 years of service. In front row (from left) are Don Jones, son of Ralph F. Jones, 
Albuquerque; Richard Dean Wait, Carlsbad; Harvey H. Saulsberry, Alamogordo, and 
Carl and Dwight McNally, Roswell. Back row: Chester R. Kiser, Clayton; Harry G. 
Moock, first secretary of the group, now of Detroit; Clyde Guy, Artesia; Warren M. 
Snyder, Hobbs; J. Allen Wikoff, Raton; H. L. Galles jr., Albuquerque, who accepted 
the award in the name of his father, the late Herbert L. Galles sr., and W. A. Snipes, 
a director of the group, who accepted the award for his associate, Arthur L. Farns- 
worth, Roswell. Seated at right is Mrs. Wikoff, and at left, Horace R. Ellis, Albuquer- 
que, toastmaster. The luncheon was sponsored by Plymouth. 
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Vehicles that add up to 
Plus Profits for 


Kaiser-Willys Dealers 
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Kaiser-Willys dealers report. ...retter than industry service absorption 
better than industry net profits 


Check and compare your franchise 
Exclusive Models 


+ 
Parts and service profits 
+ For a franchise with Plus Profits 
Excellent resale prices it will be worth your while to contact 
si 


+ a immediately Roy Abernethy, 
F actory sponsored merchandising Vice President and General Sales 


+ e 
Non-competitive line Pr ofit S Manager, Kaiser-Willys Sales 
+ Division, Willys Motors, Inc., 
Special equipment profits Toledo 1, Ohio. 
+ 


Twelve months selling season 
+ 
High potential gross profits 


t 


Passenger Cars - Trucks - Station Wagons - ‘Jeeps’ Kr | 
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NADA Poll Gives 


e to Territor 
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Protection... 


Fate of Security Clause in Doubt 


(Continued from Page 1) 


members are about evenly divided 
on the question of territory secur- 
ity. 

“Although directors of the 
NADA had voted in favor of 
territory security previously, they 
considered the subject again in 
dune in Detroit. At that time, 
the board felt it absolutely es- 
sential to go to the membership 
in a referendum vote. 

“This is the democratic way to 
handle the subject. I can assure 
you that NADA will not move on 
this subject until we have clearly 
established that there is a man- 
date from our members. 

* + * 
7 SENDING out the survey, we 
tried to be as impartial as pos- 
sible. We took extreme care not to 
try to sway the vote one way or 
the other. 

“We're not trying to dodge the 
issue in any way, but the subject 
is of sufficient importance that 





GENERAL 





DELCO PRODUCT 


MOTORS 


we must be careful to express 
the wishes of the majority. 

“To do this, we must analyze 
the returns most carefully. This 
will take time. After we have 
abided by the results of the vote, 
I have high hope that all dealers 
will accept the verdict of the ma- 
jority in the good old American 
way.” 

* * * 
_o questionnaire sent to NADA 
members asked: “Do you want 
a territory-security clause in your 
selling agreement?” Those answer- 


Foreign-Car Distributor 


Heads Ohio Hotel Chain 


CLEVELAND.—Louis W. Adams, 
foreign-car distributor, has been 
elected president of the six Mel- 
rose-operated hotels in Cleveland, 
Toledo and Tiffin, O. 

Adams is president of South 
Eastern Motors, Inc., Hollywood, 
Fla., importer and distributor of 
Triumph and Doretti sports cars. 


CORPORA 





ing yes were asked to specify 
whether ‘the penalty for violation 
should be 10, 25, 50, 75 or 100 per- 
cent of the new-car discount. 


Respondents also were re- 
quested to provide a description 
of themselves as to sales volume, 
make handled and type of local- 
ity (metropolitan or multiple- 
dealer) in which they were op- 
erating. 

A letter accompanying the quiz 
was signed by Frederick M. Sutter, 
chairman of the NADA industry 
relations committee. It said: 
“Dear NADA member: 

“The board of directors of 
NADA, at their recent meeting, 
voted in favor of territory security 
and directed that a survey of mem- 
ber opinion be taken at the earliest 
date to determine if the majority 
of NADA members were in favor 
of a territory-security clause in 
their selling agreement. 

“What is meant by territory se- 
curity? 

“Territory security, for the pur- 








Toronto Assembly Plant 


Set by Daimler-Benz 


MONTREAL. — Daimler-Benz 
plans to build a Toronto assem- 
bly plant soon. A manufacturing 
plant may follow. 

D-B has just announced its en- 
trance into the Canadian market 
with the appointment of Toron- 
to’s James L. Cooke Motors as 
Canada-wide distributors for both 
cars and trucks. The Mercedes- 
Benz producer now has the larg- 
est automotive plant in the world 
outside of the U. S. (in West 
Germany) as well as plants in 11 
other countries. 





pose of this survey, means a pro- 
vision in your selling agreement 
which assigns to you a definite 
geographical area within which no 
dealer of your make can sell, or 
cause to be sold, new cars or trucks 
without paying a cash penalty to 
you. 

“This would apply to your entire 
sales area or zone of influence and 
not confined to the corporate lim- 
its of your town. Likewise, you can- 





DELCO 


EVEN IT OUT WITH 


SHOCK ABSORBERS 







not sell in another dealer’s terri- 
tory without paying a penalty. 
* * . 

ee of course, there is fre- 

quently more than one dealer 
of the same make assigned the 
same area in metropolitan or mul- 
tiple-dealer points. 

“However, the same restric- 
tions apply to those dealers 
selling outside their prescribed 
area, but not on their sales 
within their area. Dealers out- 
side the area may not sell in the 
metropolitan area without pay- 
ing the penalty. 

“Since manufacturers cannot 
grant dealers exclusive territory 
without making themselves liable 
to prosecution under the anti-trust 
iaws, NADA must seek permissive 
legislation if the results of this 
survey indicate that a majority of 
the members wish such a clause in 
their selling agreement. 


* o . 
= AT is meant by permissive 
legislation? 


“The enactment of such a law 
would permit a manufacturer, at 
his election, to include a territory- 
security clause in his selling agree- 
ment. 

“However, the manufacturer 
would not be required to include 
in his selling agreement a terri- 
tory-security clause, nor would he 
be required to grant territory pro- 
tection to his dealers. 

“Please make your own decision.” 


Obituaries 


Crash Kills R. H. Bueter, 


Dealer in Fort Wayne 


FORT WAYNE, Ind.—Raymond 
H. Bueter, 59 president and treas- 
urer of Bueter Chevrolet, Inc., was 
killed Sept. 25 in an auto collision. 

The accident occurred while Mr. 
Bueter was returning from the 
Notre Dame football game in South 
Bend. 





x * * 


Henry Lewis Brecht 

ATLANTA. — Henry Lewis Brecht, 59, 
used-car manager of Yarbrough Motor Co 
(Studebaker), died after a heart attack 
Sept. 22 at his home in Decatur, Ga. He 
previously had operated his own used-car 
business. 

* * 


Arlo Wade McIntire 
INGLEWOOD, Calif.—Arlo Wade MclIn- 
tire, 75, auto dealer, died Sept. 18. A na- 
tive of Ackworth, Ia., he had lived in 
California for 36 years. 
* * * 


Henry C. Seege 


BUFFALO.—Henry C. Seege, 58, man- 


ager of the service department of Taylor- 
O’Brien Corp. for 30 years, died Sept. 23 
. * * 


John C. Knight 
MIAMI.—John C. Knight, 64, Miami pi- 
oneer, died Sept. 23 of a heart ailment. 
His first business venture in Miami was as 
part owner of the Thorpe-Knight Ford 
dealership, which he helped operate until 


1923. 
® * * 


R. B. Taylor 
CRYSTAL SPRINGS, Miss.—R. B. (Bob) 
Taylor, 60, owner and operator of Taylor- 
Griffin Chevrolet Co. here for 22 years. 
died Sept. 21 in a hospital at Hazlehurst 
Miss., after a long illness. He had been 
active in civic circles and was a former 
member of the town’s Board of Aldermen 
* * 


Joseph F. Cook 
BUFFALO.—Joseph F. Cook, 66, died 
Sept. 20. He operated the Avenue Motors 
Corp. until 1939 and in recent years was 
engaged in the automobile finance business 
. * * 


Matt DeZee 
UTICA, N. Y¥.— Matt DeZee, 59. part 
owner of Cole Chevrolet Co., died Sept. 28 
at St. Luke’s Hospital here. Mr. DeZee 
has served as Syracuse and Utica district 
manager for Chevrolet. 


Kansas 


(Continued from Page 3) 
personal tax at the time they buy 
license tags, while in a third reso- 
lution the dealers urged that all ad 
valorem tax assessments be made 
as of Jan. 1 instead of March 1. 

Walter Kiplinger, public rela- 
tions director of NADA, gave a 
report on NADA’s retailing insti- 
tute, whose purpose is to educate 
the public on the phases of the 
automobile selling industry. 

Tom Collins, publicity director of 
the National Bank & Trust Co. of 
Kansas City, urged his listeners to 
cultivate relationships with their 
customers, declaring that the sell- 
er’s success depended on his cour- 
tesy and the receptive attitudes he 
could create in the customer. 

Association officers elected were 
Barney Gagelman, Hays, presi- 
dent; J. M. O’Mara, Hutchinson, 
vice-president; Willard Noller, To- 
peka, reelected treasurer, and Ros- 
coe Hamric, Topeka, secretary- 
manager. 





rere nen -=~_—_—___ ee 


3 











AUTOMOTIVE NEWS, OCTOBER 4, 1954 Seo ee 























Si ee ah Se 
: 59 Re ea 9 oe a age as 
4 . * 
Sells | — satisfies 
I 
| 
| 
! 
l 
| 
l 
! 
| CUSTOMETS 
i 
| ; 
| 
i 
f f ee 
Today’s most wanted power features for cars and trucks 
! : P sem ' ' 
= KF 
| 
| 
| 
| | ! 
. | * | “Bah | Conds 
“Bendix” *low pedal ; Geno” : ie” WYDROVAC* | iy” NR-PAK* 
POWER brake | POWER steering | POWER brake | POWER brake 
Specified by more car manu- | | Because Bendix Power Steer- | With over four million in use, | With one simple compact unit, 
oe wie my — = ing : of = oe type. the Bendix Hydrpvac is by Bendix Air-Pak combines all 
endix Low Pedal Power Brake vehicle manutacturers find 1 all odds the world’s most of the well-proven advantages 
makes possible quick, sure | oer ys. for Yh | widely used power brake for | of hydraulic brake actuation 
~ by merely pivoting the | ax Gisetes Gadel | commercial vehicles. This | with an air brake system. An 
oot from stop-and-go controls. | changes in present steering de- | overwhelming preference for | | important advantage of Air- 
No need to lift the foot and sign. Manufacturers can now Hydrovac is a result of sound Pak is that brakes can be ap- 
exert leg power to bring the | meet the increasing demand | engineering design, excep- | plied by foot power alone 
C2 car to a stop. Result—-more ! fo, power steering more eff- | tional performance, low orig- 1 when braking is required be- 
driving comfort, less fatigue | ciently and more economically | inal cost and minimum serv- ! fore air pressure builds up or 
and greater safety! ! with Bendix Power Steering. ice upkeep. if it should fail for any reason. 
| | *REG. U.S. PAT. OFF. 
| J | 
| 


V7) ae 
Tae 
TOCA 


{ 
| 


ome 








(ERS ies 
Chicago Is Eying 
‘Sellingest Show 


Ever’ in January 


DETROIT. — The 1955 Chicago 
Automobile Show will be the “sell- 
ingest show ever,” it was predicted 
here last week at a luncheon at- 
tended by representatives of car 


and truck manufacturers and their | | 


advertising agencies. The show will 
be held Jan. 8-16 at Chicago’s In- 
ternational Amphitheatre. 

Visitors were warned that a 
furniture convention will be un- 
der way when the auto show 
opens and that hotel space may 
be at a premium. Out-of-town 
dealers were urged to make early 
reservations. 

It is expected that attendance 
will again hit the half-million 
mark this year. 

Show officials are increasing the 
opportunities for truck sales by 
sending complimentary tickets to 
all fleet operators in the Chicago 
area for “truck day,” Jan. 10. 

An entirely new motif will be 





P. Johnson Co., of Detroit. 
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Guiding Wisconsin's Dealers— 

From left: Ed Wehe, Milwaukee, vice-president of the Wisconsin Automotive Trades 
carried out in the decorations for | 4ss".; William Bryden, Beloit, secretary-treasurer; Clifford Erickson, Frederic, vice- 
this year’s show, supplied by George | president; Louis Milan, Madison, executive vice-president, and Paul H. Schmidt, Prairie 


du Chien, president. 
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Wm. Nunnenkamp, Service Manager, Fields Chevrolet Co., Portland, Oregon 





number of costly “temporary fixes.” 

Cost-controls are temporarily 
waived, and normal paper - work 
channels are by-passed in a setting 
where responsible factory personnel 
are working under a “blanket or- 
der” giving them authority to make 
on-the-spot decisions to expedite 
the all-out effort and “get produc- 
tion rolling.” 

Key people needed for decisions 
in any phase of the program are on 
the scene to smash bottlenecks as 
they develop. The staff master me- 
chanic follows the body, and the 
tool engineer is on the job to work 
out changes as needed for clear- 
ance, length or other adjustments. 

The resident engineer is available 
for immediate action to iron out 
production difficulties that arise. 
Representatives of such depart- 
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“Royal Triton 10-30...solves this problem of weight” 


“When customers are puzzled about the proper weight of oil 
to use in their cars, I tell them how Royal Triton 10-30 being 
a multi-viscosity oil solves this problem of weight. 


F* ‘Royal Triton 10-30; I tell them, ‘not only eliminates the 
need for changing oil with the seasons, but it’s equally good 
for new and older cars alike ... increases engine horsepower 
and saves money on gasoline, too: 


“In all my 37 years with Fields Chevrolet Co., one of the 
nation’s oldest and largest dealerships, I've never known 
more satisfied customers than those who are now using 


Royal Triton 10-30” 





Service Managers all over the country, like Bill Nunnen- 
kamp, have found that it’s good business to recommend 
Royal Triton. You can get prompt delivery of both 5-20 and 
10-30 grades of this amazing purple motor oil from your 
nearby Union Oil Company representative. 


UNION OIL COMPANY 
OF CALIFORNIA 


Los Angeles: Union Oil Bldg.*New York: 45 Rockefeller Plaza» Chicago: 
1612 Bankers Bldg. * New Orleans:644 National Bank of CommerceBldg. 
Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.:912 Rialto Bldg. 





Chryslers Roll Today 


°55 Models Pass Final ‘Dress Rehearsal’ 
‘After Weeks of Birth Pains 


(Continued from Page 2) 





labor or introducing an excessive | ments as inspection, time study, 


safety and plant engineering stay 
with the job all the way down the 
line. 

In the plant, the air is charged 
with expectancy as the vast manu- 
facturing complex labors to give 
birth to “No. 1 car” of the 1955 
Chrysler series. In every contact, 
ranging from secretaries to factory 
personnel and on up to the man- 
agement ranks, you need no supe- 
rior powers of perception to see 
that this is a “special day” in the 
organization’s history. 

As the sequence of assembly 
operations progresses, the engine 
is fitted into the frame, mounting 
brackets are checked and adjust- 
ments made in tubing and wir- 
ing harness. After the body drop, 
front-end sheet metal is moved 
into place and necessary minor 
alterations are made. 

And, finally, the pay-off—as the 
completed pilot car emerges from 
the line. 


Mass. Law Sought 
To Stem Flood of 


‘Hurricane’ Cars 


LOWELL, Mass.—George J. Ab- 
della, used-car dealer in Worcester, 
has called on Gov. Christian A. 
Herter to convene a special ses- 
sion of the Legislature to pass a 
law requiring all hurricane-dam- 
aged cars to be labeled as such 
prior to sale. 

Abdella charged that thousands 
of damaged vehicles were being 
shipped into Massachusetts from 
Rhode Island and Connecticut and 
sold to unsuspecting buyers. 

Herter’s office said that although 
the governor hadn’t had a chance 
to study the matter because of ill- 
ness, he would certainly take some 
sort of action. 

Abdella, who said he had the 
backing of many Worcester and 
central Massachusetts dealers, also 
asked State Registrar of Motor Ve- 
hicles Rudolph F. King to crack 
down on dealers found misrepre- 
senting “hurricane” cars to the 
public. 

After talking with Abdella, King 
issued a statement cautioning Mas- 
sachusetts residents to beware of 
cars damaged by salt water. These, 
he said, required extensive recon- 
ditioning. Purchasers of a used car 
were advised to demand a written 
guarantee that the vehicle had not 
been subjected to water damage. 

King warned that the registry 
could take away a dealer’s license 
if there was proof that the condi- 
tion of a car was misrepresented 


| prior to sale. 


Dealer associations throughout 


| the Bay State are joining in warn- 


ings to the public. 

Charles M. Maykel, president of 
the Massachusetts Automobile 
Dealers Assn, said that “reliable 
dealers should be willing to state in 
writing that the vehicle they offer 
for sale has not been damaged by 
flood or rising waters. Where dam- 
age has been slight, dealers should 
be equally willing to state the ex- 
tent of the damage and the steps 
taken to make the vehicle both 
safe and in good condition at the 
time of sale.” 


‘Traders 


(Continued from Page 3) 
ers the lowest among manufac- 
turers. 

Dun & Bradstreet reports that 
business in general is holding its 
own on a long-term basis. The 
over-all business failure rate last 
year was 33 per 10,000 concerns. 
This compares with the 1932 high 
of 154 and the 1945 low of four 
per 10,000. 

The latest study of business fail- 
ures indicates that slightly over 50 
percent of the downfalls are due to 
lack of managerial ability. In re- 
tail lines, this shows up primarily 
in inadequate sales, competitive 
weakness and inventory difficulties 

The study represented an analy- 
sis of 8,862 commercial failures last 

year. 
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| Post car owners average 1,570 more | 


|| miles a year than other U.S. car owners. |) 


| __ They buy more gas and oil, more parts, | 


| more of everything—including new cars. =| 
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Hardtop Rumors Rife 


ILE circulating among the 

several hundred body engi- 
neers who met recently to hear 
Bill Burnett’s excellent paper on 
the Ford Thunderbird, I joined a 
group of men who were discussing 
special problems associated with 
design of “hardtop” body styles. 

I learned that the body engi- 
neer uses thicker metal sections 
and a “beefed-up” frame (resem- 
bling that for the convertible) in 
an attempt to gain rigidity and 
minimize undesirable shake tend- 
encies. Some rigidity admittedly is 
sacrificed in the design. But it ob- 
viously possesses adequate stiff- 
ness to foster a steadily growing 


DELCO RADIO 





TURNINGS 


John T. Benedict 


Engineering Editor 


public preference for such styles. 
By “reading between the lines 
at some of the informal discus- 
sions, it was apparent that several 
of the companies are experiment- 
ing with four-door versions of the 
popular “hardtop” body styles. 


An engineer said that, to obtain 
needed rigidity, one of his firm’s 
experimental designs has partial 
center posts that rise only about 
two feet from the floor. One novel 
idea for tieing these two short 
posts together is to use a steel 
beam running transversely across 
the body. The brace member is not 
visible, since it is concealed in the 
front seat back. 


Such a design would contrast 


” 


UNSURPASSED 





Show your courtesy . . . drive safely. 
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with that of the Pontiac Strato- 
Streak four-door “dream” car 
which has no center posts between 
the doors. To provide rigidity, the 
frame and body were specially de- 
signed, with such modifications as 
heavier sections on roof rails and 
door sills. Doors are latched at top 
and bottom, with provision for 
electrical solenoid inter-locks to 
assure safety of occupants. 


Big Three Widens Slice 


Of Detroit Market 


DETROIT. — The Big Three 
sold 96.35 percent of all new 
cars in Wayne County during 
August, compared with 95.83 per- 
cent in July, according to the 
Detroit Auto Dealers Assn. 


Ford Motor Co. boosted its 


There naturally is considerable 
speculation about who will make 
the first public announcement of 
a production model of the four- 
door hardtop. Although GM, Ford 
and Chrysler are all mentioned 
in such conversations, the talk 
most often settles on Pontiac, 


penetration to 40.63 percent; 
General Motors to 47.96 percent, 
and Chrysler Corp. fell to 17.76 
percent. 

Sales by make were: Ford, 3,- 
7108; Chevrolet, 2,435; Buick, 1,- 
159; Oldsmobile, 948; Mercury, 
698; Pontiac, 477; Plymouth, 410; 


New Delco Signal-Seeking Tuner 
is unsurpassed for accurate, safe tuning 


DIVISION OF GENERAL MOTORS 


Buick and Oldsmobile. 

One report that has many sup- 
porters is that Fisher’s “B” body 
for Buick and Oldsmobile may 
show up in four-door hardtop 
styles sometime in the first half of 
1955. 


Cadillac, 298; Dodge, 216; Nash, 
155; DeSoto, 122; Chrysler, 113; 
Packard, 108;- Lincoln, 94; Stude- 
baker, 68; Hudson, 42; Willys, 9; 
Kaiser, 6; Henry J, 1, and mis- 
cellaneous, 16. 





+ 
Tire-Braking Ability 
r YOU enjoy discussing contro- 
versial subjects, just ask five 
tire and automotive engineers to 
tell you in simple, straightforward 
language why a tire has less brak-| phenomenon apparently lies in 
ing effectiveness when skidding| knowing exactly what happens to 
than when rolling. Most engineers the coefficient of friction—and why 


+ + 

agree that braking ability dimin- 
ishes when wheels lock, and the 
tire skids—but you'll find a wide 
variety of explanations when you 
ask “why.” 


The key to understanding this 
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...selects programs automatically! 


4 
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Touch the selector bar on a Delco Auto Radio 
equipped with Signal-Seeking Tuner and 
wonderful things begin to happen! You find 
yourself listening to a station that has been 
tuned electronically and automatically to 
pinpoint perfection. Another touch and the 
next station comes in, tuned with the same 
hairline accuracy . . . and so on across the 
dial, wherever you drive. The Signal-Seeking 
Tuner is safer, too. You need ‘never shift 
your eyes from road to radio to select a 
station .. . need never twist a knob or watch 
a dial. This remarkable Delco Radio elec- 
tronic feature—a General Motors develop- 
ment—gives unsurpassed ease of tuning. 
Automatic radio tuning, originated by Delco, 
is now available on some of America’s finest 
cars. Ask your car manufacturer. 


DELCO 
RUTO RADI 


KOKOMO, INDIANA 


it decreases. An analytical ap- 
proach to the question begins with 
study of an accurate interpreta- 
tion of the inter-relationship be- 
tween tire and road at the contact 
area. 

After discussing this subject 
with several friends at various 
tire and automotive companies, 
I found that a vehicle safety en- 
gineer had done the most to en- 





lighten me. So the following ma- 
terial is a briefed-down version 
of his explanation. Perhaps this 
direct, well-organized analysis 
will make as good sense to you 
as it does to me. 

Begin by recalling physics ex- 


periments, in which you learned 
that the “breakaway” force needed 
to overcome static friction of a 
body at rest is somewhat greater 
than’ the constant force needed to 
keep it moving, once it has started 
to slide. 


Now, according to our friend, the 
safety engineer: When a tire is 
rolling on the road, it actually is in 
a condition of static friction, be- 
cause there is no relative horizon- 
tal motion between any point on 
the tread area and the correspond- 
ing contact point on the road sur- 
face. This, of course, assumes no- 
slip operation. 

Basis of this statement is an 
analysis that shows a point on 
the tire circumference approach- 
ing and leaving a point on the 
road along a cycloidal path. No 
relative horizontal motion exists 
at the instant of contact, since 
the point on the tire follows a 
vertical path immediately before 
and after contacting the road. 

There is no relative horizontal 
motion until the tire is stopped 
while the car continues to move, 
and the tread area is then sliding 
over the road surface. 


So, when brakes are applied to 
lock the wheels, brake effective- 
ness is diminished because of the 
change from static to kinetic or 
sliding friction—which has a lower 
value friction coefficient. 

The originator of this explana- 
tion unnecessarily pointed out that 
“the exposition may be a trifle dif- 
ficult to understand on first read- 
ing” ... and suggests we re-read 


| and study it. 


* * 


Stability Main Benefit 
From Aero Design? 


Tos chief practical value of an 

aerodynamic design approach 
for passenger cars lies in its po- 
tential for improvement of high- 
speed stability. This is the opinion 
of Prof. Peter Kyropoulos, who 
directed the wind tunnel tests on 
GM’s Firebird (gas-turbine car) 
at the California Institute of Tech- 
nology. 


Kyropoulos asserts that many 
engineers are soured on the bene- 
fits of automobile aerodynamics be- 
cause of mis-directed emphasis on 
drag reduction. He draws an inter- 
esting parallel with the man who 
hits his thumb with a hammer— 
then blames the hammer! 

In any wind-tunnel program, 
automotive researchers were 
cautioned against two pitfalls. 
One is the imposed 
use of too small a model. One- 

fifth scale, for example, is not 
large enough to permit accurate 
study of such important details 
as windshield-hood intersection, 
or rear-view mirror shape and lo- 
cation. e 
The second source of inaccuracy 
is the so-called “tunnel effect.” This 
becomes serious when the model 
(or full-size car) is too large for 
the tunnel. A rule of thumb sug- 
gested by Kyropoulos to avoid such 





“tunnel blocking” is that the cross- 
sectional area of the model should 
not exceed four percent of the 
tunnel throat area. 


Tires are a factor considered by 
Kyropoulos to be worthy of study 
in relation to both stability and 
drag reduction. We were told that 
there may be as much as two 
horsepower difference in the power 
requirements of various makes of 
tires at normal road speeds. 
| a | 

S. C. Association Moves 

COLUMBIA, S. C. — The South 
Carolina Automobile Dealers Assn. 
has moved to Suite 206, 1712 Hamp- 
ton St., reports Ella W. Ford, ex- 
ecutive secretary. 
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Letter to Salesmen 


By John O. Munn 


Dear Son: 


ONE OF THE easiest 
and most dangerous things 
that a salesman can do is 
get in a rut. As you have 
heard so many 


in - times, the only 
SERIES difference be- 


tween a rut and 
a grave is depth. We need 
to continue to exercise 
care that we do not become 
clerks instead of salesmen. 


Clerks were all that 
were needed in postwar 
times to line up buyers, to 
arrange for delivery and to 
take care of such details as 
filling out the conditional 
sales contract, if any. 

Too many of us relagated 
ourselves this year into the 
position of being clerks, be- 
cause our job was simply to 
find out how much a customer 
would pay. for a new car. 
There will never be room, 
permanently, in this trade for 
a clerk. 

You have heard wild 
rumors that dealers will 
eventually run automobile 
department stores selling 
all makes of cars. Under 
such a situation, of course, 
a clerk would be valuable. 
The prospect would merely 
select the make he desired 
and the clerk would wrap 
up the deal. 


* * * 


BUT, SON, PAY no at- 
tention to that rumor. 
There may be dual dealer- 
ships, but the lines of cars 
handled will each appeal to 
a different market. No — 
automobile selling will al- 
ways be specialty selling 
of the highest order. There 
will always be room for 
the salesman who can 
prove to a prospect why 
his car is more desirable; 
why his dealership adds a 
plus value to every car 
they deliver and has the 
facility of successfully 
selling a fair used-car al- 
lowance. 

So, son, when some prospect 
says to you, “I don’t care 
what car I buy; all I am in- 
terested in is getting the best 
deal I can for my used car,” 
he is really saying to you, “I 
know nothing about the supe- 
rior qualities of your car (for, 
of course, if I did it might 
make a lot of difference what 
I bought) and you Rave given: 
me no reasons why my car 
will be more satisfactory to 
me if I buy it from your firm.” 

Of course such a ques- 
tion is a challenge to you. 
How do you meet the chal- 
lenge? Ask yourself this 
question—Why am I sel- 
ling this particular car? 
Do I believe it is better 
than its competition ? If so, 
what makes it better? The 
Same answers the sales- 
man gives himself to these 
questions will also con- 
vince the prospect. 


NOW TO FIX in your 
mind the reasons why the 





prospect should buy your 
car from your firm, you 
should ask yourself these 
questions: 

Does the dealer I work for 
have a shop with modern 
equipment and competent 
workmen, to give the prospect 
every reasonable assurance 
that the car will be satisfac- 
tory after he has bought it? 

Does the attitude and repu- 
tation of the dealer prove that 
he is fair and honorable with 
his customers? 

Do I personally believe that 
anyone gives something for 
nothing; or do I realize that 
most people get just what 


BURROUGHS_E 


GET A DEMONSTRATION TODAY! 
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they pay for, and if someone 
in business seemingly gives 
you “something for nothing” 
there is usually a day of reck- 
oning coming? 

Do I realize that the name 
over the dealer’s door means 
more to the customer’s sat- 
isfaction AFTER he has 
bought his car, than the name 
plate on the car? 

And do I realize that the 
prospect’s interest in his old 
car ceases the minute he 
takes delivery of his new one, 
and that, from then on, the 
new car is what the prospect 
expects to get value from? 

And above all, do I believe 


that the car I am selling is 
worth the price asked for it? 
Or is it over-priced, so that 
its cost to buyers should be 
reduced by over-allowances on 
used cars? 


If you have been able to 
sell yourself on your firm 
and your product, then the 
same logic will sell the 
prospect, for human na- 
ture reacts to the same 
things the world over. The 
most dangerous rut a 
salesman can get into is to 
assume that the prospect 
knows as much about his 
product, his firm and used- 
car values as he himself 
knows. If this were true, 
you would not have to sell 
the prospect. 


Cordially yours, 


Dad 




















Burroughs Sensimatic Accounting 
Machine simplifies preparation of automobile dealer distribution 
journals by using a single basic plan for all journals, and provid- 
ing enough totals for all records. Installations of this plan have 
shown that distribution journals can be written and proved 
three times faster than by hand. What’s more, the Sensi- 
matic will fit right into your present pattern of account- 
ing perfectly. It performs the complete job from origi- 
nal media through financial statements—there’s no new 
and complicated system to worry about. 


Future changes in your accounting procedures, or 
growth of your dealership, won’t make your Sensi- 


Glare Solution? a 
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New System of Car Lights 
To Be Produced 
BUFFALO.—A new company 
headed by a Buffalo attorney has 
been formed to manufacture and 
market a nonglare lighting system 
for auto headlights and for auto 
and airplane instrument panels. 
The company is called..Glar-Ban 
Corp. Guy Sherman, attorney, is 
president; Alexander O. Walker, of 
Bell Aircraft Corp., is secretary, | 
and Robert L. Justinger, an Amer- 
ican Machine & Foundry Co. su- | 
pervisor, is treasurer. 
Sherman said offices and manu- 
facturing space would be set up at | 
2241 Elmwood Ave. 
The lighting system was invented | 
by Francis J. Roggan, of Bell Air- | 
craft. | 
Designed primarily for airplane 
instrument-panel lighting, it directs | 
illumination solely on the instru- } 
ments, Sherman said. Dials are 
lighted evenly and brightly, but no | 
light or reflection shines out from | 
them, he said. The system can also H 
pee — to auto headlights, he | 
said. 


matic obsolete, either. Exclusive sensing panels may 
be quickly interchanged to keep your Sensimatic 
abreast of any future accounting needs. And yet, the 
Sensimatic is so easy to operate that even beginners 
can do expert work. : 


To fully realize just what a Burroughs Sensimatic ac- 
counting machine can do for you—you have to see it and 
use it! Call your Burroughs office and get a demonstration, 
today! Burroughs Corporation, Detroit 32, Michigan. 
















































BURROUGHS CORPORATION, Detroit 32, Michigan 


Please send me a free copy of the booklet “Is Your 
Dealer Accounting as Modern as the Products You Sell.” 


Name 
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Another Nash Exclusive... 
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BEAUTY REIGNS SUPREME! 
Pictured against a background of glamorous activities at the re- 
cent Miss America Pageant in Atlantic City is Miss Lee Ann 
Meriwether of San Francisco, California, Miss America of 1955. 
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LOCAL TIE-INS enable dealers to reap 
rich benefits from Miss America promotion. 
Leo Harris, Sales Manager of Nash-Man- 
hattan on New York’s Broadway is seen 
greeting Miss America. 





The Most Beautiful Saleslady in the World! 


Miss America 
of 1955 


HELPS PUT 


EVERY NASH DEALER 


IN THE 


SPOTLIGHT OF PUBLIC ATTENTION! 


Glamour... beauty . . . personality . . . in the 
charming person of Lee Ann Meriwether—newly- 
crowned Miss America of 1955—are plus sales 
assets that belong to Nash Dealers alone in the 
' automotive field! 


Public interest in the Miss America Pageant is at 
a new peak. All mass-communication media— 
television, radio, newspapers, magazines—have 
made America’s most beautiful girl a familiar per- 
sonality throughout the land. Through personal 
appearances and publicity, advertising and pro- 
motional tie-ins, Miss America helps put every 
Nash Dealer in the spotlight of public attention. 


She travels 100,000 miles and more during the 
year—and is always seen in Nash cars in every 





community visited. Millions of new-car prospects 
are thus exposed to Nash style and beauty. 


Yes—the new Queen is a glamorous member of 
the Nash team—a beautiful saleslady whose appeal 
helps Nash Dealers sell the broadest line of fine 
cars on the market . . . cars with a host of exclusive, 
saleable features that mean greater value. 


Like the Nash Miss America program, every Nash 
promotional activity is designed for maximum local 
effect’... in the dealer’s own community. That’s 
just another advantage of being a Nash dealer— 
another reason why “it pays to sell Nash’’. 


Nash Motors, Division of American Motors Corporation 
14250 Plymouth Road, Detroit 32, Michigan 





ALWAYS THE CENTER OF ATTRAC- 
TION, Miss America’s presence draws 
crowds to Nash dealerships. Many dealers 
feature her as the star of their exhibits at 
Auto Shows, Fairs and similar displays. 


RAMBLER * 





IT PAYS TO SELL 


AMBASSADOR * STATESMAN 
METROPOLITAN 
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| Soap Box Rules Committee Gets to Work— 


Newspaper and Chevrolet representatives meet in Detroit to formulate rules for the 
1955 Soap Box Derby in Akron. Seated clockwise at the outside table are John 
Nyboer, track manager; Gordon Fister, Allentown (Pa.), Call-Chronicle; Horace Jelli- 
son, race steward; John Bonbright, Campbell-Ewald Co.; Stephen G. Perry, secretary; 
Myron E. Scott, Chevrolet assistant advertising manager; W. J. King, derby general 

manager; E. M. Littell, Campbell-Ewald Co.; John Eberth, General Motors Overseas; 
Barney Goldstein, Cleveland News; O. T. Swartz, Firestone; H. N. Snook, Goodrich; 
Howard S. Wilcox, Indianapolis Star. Inside table: G. G. Zimmerman, Goodrich; Ira 
C. Sapozink, Rochester (N. Y.) Times-Union; Kenneth L. Brennan, Pottsville (Pa.) Repub- 
lican; Reymond M. Goode, Bangor (Me.) Daily News; Walter R. Mackenzie, Chevrolet 
engineer; W. S. Milburn, Tucson (Ariz.) Daily Citizen, and W. G. Power, executive 
derby director and Chevrolet advertising manager. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





MIDLAND 


GREAT NEW 
AIR COMPRESSOR! 


Newly-Designed Model By 
‘ Veteran Manufacturer of Brake 


Systems Gives You All These 
Advantages 





THE MIDLAND STEEL PRODUCTS COMPANY 
3641 E. Milwaukee Ave. * Detroit 11, Michigan 
Export Department: 38 Pearl Street, New York, N. Y. 
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MIDLAND 









FOB FACTORY 
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Automatic Gauges Slash 
Output of Scrap Parts 


ee are no signs in auto plants today reading, “This 
machine makes less scrap than any equipment we’ve 
ever used to do this job.” This is precisely what the new 


machine tools are accomplish 


ing, however. 


Ability to avoid the production of parts that would only 


have to be scrapped later on 
is undoubtedly one of the 
most significant tooling ad- 
vances made by the auto industry 
during the postwar era. 

The trend toward automation has 
made heavy demands on the in- 
genuity and inventive capabilities 
of the precision gauge manufactur- 
ers. 

The reasons are self-evident: 
Fully automatic machines and 
transfer lines would only speed 
up production of worthless parts 
without the restraints imposed 
by new gauging equipment. 

The industry has not yet reached 


OUT IN FRO 


© Full High 
© Operates 
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© Ball Bearing Mounted Crankshaft 
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a stage where there is a precision 
gauging unit at every station on 
the big transfer lines. However, the 
trend is strongly and unmistakably 
in this direction. The latest ma- 
chine tools used for blocks and 
heads have many more gauges 
than their predecessors. They also 
make use of a number of gauges 
that do not measure. 

+ * oa 


Preventing Downtime 
— are inserted nowadays 
merely to insure that a block 


into an automatic 
the required 





does not get 
machine unless all 
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Pressvre Lubrication System 


© Less Weight 


with Less Horse Power 


© Low Cost Maintenance 
® Service Features: 


type connecting 
ings. Factory rebuilt units available 
for service. 


For complete details, see your nearest 
Midland dealer—or write factory direct. 


Those Who Know. 
Power Brakes Choose 


MIDLAND! 


TOP 


SAFELY! 





machining operations have been 
performed. Earlier experience has 
taught that blocks that might 
wreck a transfer machine can be 
prevented from getting into the 
machine. In this case, an ounce of 
prevention is worth a good many 
dollars’ worth of. “downtime.” 

Automatic gauges in use today 
not only keep a continuous check 
on dimensional tolerances; mod- 
ern gauging equipment also may 
provide for continuous automatic 
adjustment to compensate for 
tool wear. 

The important thing to observe 
is that modern gauging is an in- 
process operation rather than a 
check this is made after a series 
of machining operations has been 
completed. 

‘ + * + 
Wider Use Expected 

ILE there is a considerable 

amount of automatic gauging 
in use today, much wider use of 
this type equipment is anticipated. 
Automatic gauging is already pro- 
vided on a number of grinders. The 
use of automatic gauging for cer- 
tain turning and boring operations 
is increasing. 

While not fully automatic, the 
equipment used to gauge cylin- 
der bores is about as automatic 
as it can be without becoming 
too expensive or too cumbersome. 
Under most circumstances, the 
new gauges produce a warning 
signal after at least one out-of- 
tolerance part is produced. 

Automatic equipment is simply 
too expensive to permit the pro- 
duction of unacceptable parts. 
Every available hour of output is 
needed to reach the efficiency ex- 
pected of these big machines. The 
only thing worse than downtime 
resulting from a failure on an au- 
tomatic equipment line is scrap 
produced by these big machines 
before somebody or some auto- 
matic gauge detected what was 
going on. 


Northeast Denies 
New Talks Among 
Truck Makers 


LOS ANGELES.—W illiam R. 
Kaelin, executive vice-president of 
Northeast Capital Corp., has denied 
rumors that negotiations were in 
progress among Northeast, White 
Motor Co., International Harvester 
Co. and others. 

The reports are entirely “with- 
out foundation in fact,” he said. 

Kaelin acknowledged that North- 
east, which holds about 500,000 
shares of Mack Trucks, Inc., co- 
operated with the Mack manage- 
ment in its recent discussion with 
White. 

He added that Northeast was in 
complete agreement with Mack’s 
management in terminating the ne- 
gotiations as not “being in the best 
interest of the Mack stockholders.” 


Schlittenhardt Elected 
Ted Schlittenhardt, automobile 
dealer in St. Francis, Kans., has 
been elected president of the St. 


| Francis Chamber of Commerce, 





New Tread Design— 


This tubeless tire made by Firestone 
Tire & Rubber Co. is said to feature a 
“revolutionary” tread design. According 
to the firm, the tire will not squeal on 
sharp curves and provides increased 
| safety and comfort in cars with power 
| brakes and power steering. Raymond C. 
Firestone executive president points out 
how the segmented, flexible tread helps 
provide greater traction and quieter ride. 
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PACKARD PROGRAM KEEPS MOVING AHEAD 


Model Saves Man Hours! Advanced Planning Speeds Up 
| Gigantic Facility Move At Packard 


ACKARD continues to make news with its great 

program—and it should! The company’s new manu- 
facturing facilities, advanced engineering and aggres- 
sive merchandising are the direct result of careful— 
and effective—planning. 


Shown at the left is a prime example of this kind of 
Packard planning: Ray P. Powers, vice president of 
operations and Neill Brown, manufacturing man- 
ager—car division, are studying a plexiglass model 
of Packard’s newly acquired facility for body pro- 
duction and final car assembly. It is a replica of the 
new plant and contains scale models of each machine. 
Countless hours of hit-and-miss moving will be 
saved, enabling production to start much sooner. 


“2 


Tht NEW PACKARD DEALERSHIP in San Gabriel, California is Century Motor Sales, PACKARD LINEN was enthusiastically received by fashion experts and corisumers in Denver, 
headed by James C. Koch (seated, left). Beside him is George A. Wagner of Earle Cc. Colorado, when it was displayed recently by Matt Skorey—Denver Packard Co. This 


Anthony, Inc. Standing, left, is A. William Oster, Los Angeles zone manager and Leon nationwide merchandising promotion has been successful in introducing this imaginative 
D. Peskin, partner in the new firm. upholstery as another “Packard First” in automotive style and design. 


A Good Franchise 
for Today... 
and Tomorrow 


Packard Sets The Pace! 


PACKARD TAKES THE LEAD in local affairs, too— the race started is Roger E. Bremer, who heads 
this time at the 250-mile Detroit Open. A beautiful Packard’s forward planning division. On the right, 
ackard Caribbean was pace car for the event, and Bremer presents the champion’s trophy to Herschel 
*ackard executives were active in the presentation White, winning driver. At left is James Hare, general 
ceremonies. At the wheel of the Caribbean just before manager of the Michigan State Fair. 
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ad in-a 
1000 places 


BRAKE LINING 
| America’s Finest! 


Made by an ORGANIZATION OF ENGINEERS, with laboratory 
testing equipment second to none, and the World's Largest and Tough- 
est Proving Grounds—the Western Mountain Ranges. From Holly- 
wood to Manhattan — Demanded by Fine Car, Bus and Heavy Trans- 
portation Owners. Get the BEST for a Few Cents More. Cut Costs — 
Prevent Accidents — Save Lives! Dealer inquiries invited.Write or wire. 


A LAHER INDUSTRIES PRODUCT 


LASCO BRAKE PRODUCTS CORP. *evruis>; TEN 


¢ OAKLAND 7, CALIF 





MONTREAL. — A _ railroad-truck 
rate war provoked by the railroads’ 
sharp freight reductions between 
Toronto and Montreal will be an- 
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High way Carriers Retaliate to Deep Slash ... 
Rail-Truck Rate War in Canada 


Meanwhile, Quebec truckers were 
planning to enter the rate war, 
according to Camille Archambault, 
publicity director of the Quebec 


swered by the trucking industry | Automotive Transport Assn. 


with a similar cut in rates. 

The rail freight reductions av- 
erage 35 percent, according to 
G. M. Parke, president of the 
Canadian Trucking Assns. 

Parke predicted that continuance 


of the rate war would lead to an! 


“economic debacle.” Other truck- 
ing sources said that highway op- 
erators wouldn’t be able to match 
the rail freight cuts without invit- 
ing bankruptcy but that they 
would try to reduce rates on a 
restricted .scale. 

One estimate was that truckers 
would slash their rates on the 
Toronto-Montreal run by 25 per- 
cent. 

The railways asserted they had 
been getting only a small per- 

centage of the business, com- 
pared with the truckers, and that 
they hoped to increase their ton- 
nage through the lower tolls. 
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AT LAST . . . a safety belt that offers 
MAXIMUM Safety . . . and comfortable fit!! 


For the first time—utilizing aircraft-proven 

ign principles, you can offer an automotive 
safety belt that’s truly comfortable to wear. 
On or off in just seconds. Simple, fast in- 
stallation. Attaches to floor—anot to seat 


for maximum safety. Really safe . 
' comfortable ! ! 


. . and really 


@ Advocated by leading safety author- 
ities and mandatory by many state 
highway patrols. 

@ identical to our safety belts used by 
worldwide major airlines. 


@ The only automotive safety belt with 
a patented quick release mechanism 
as used by airlines. 


Manufactured and fully certified un- 
der strict Civil Aeronautics Admin- 
— Technical Standard Order 


—_ guaranteed against defective 
mship and/or materials for 


one year. 
Available in seven colors: Black, Red, 
Green, Tan, Maroon, Blue, and Gray. 


LIST PRICES: 
Single Passenger $11.95 
Two Passenger $13.95 


Attractively packaged in easy-to-stock cartons 


ATTENTION JOBBERS: 


Some key areas still open for attractive 
jobber arrangement . . . Please write or wire 


ASSOCIATED SUPPLIERS CO. 


A DIVISION OF THE B-N CORPORATION 
2736 CLEARWATER ST., LOS ANGELES 39, CALIF. 
Manufacturers and Distributors of Aviation and 
’ Electronic Materials and Equipment 


... a good safety belt 
isn't comfortable ? ? 


The 
Aristocret 
of 


Automotive 


Safety 
Belts 


AUTO-CRAT JOBBERS 


Phoenix 
Blakley Oil Co. 


CALIFORNIA 
Los Angeles 
Schultz and Co. 
British Auto Parts 


Oakland 
C. P. Hunt 


San Francisco 
Orr Motor Imports 


GEORGIA 
Atlanta 
Piston Ring and Parts Co. 


INDIANA 
Indianapolis 
C. H. Wallerich 


MASSACHUSETTS 
Boston 
New England Speed Equipment 


MISSOURI 
Kansas City 
Millard Auto Supply 


St. Louis 
Herb's Automotive 


NEBRASKA 
Lincoln 
Lincoln Oil Company 


NEW JERSEY 
New Brunswick 
California Speed and Sport Shop 


NEW YORK 
New York 
Forshay Bros. 


Buffalo 
Kar Motor Rebuilders 


MICHIGAN 
Detroit 
Gratiot Auto Supply 


OHIO 
Cleveland 
Best Auto Accessories 


OKLAHOMA 
Oklahoma City 
Randel Accessory Supply 


TEXAS 
El Paso 
El Paso Hot Rod Shop 


Calling the new rates “suicidal, y 
Archambault said that before ac- 
tion could be taken, permission for 
lower rates would have to be ob- 
tained from the Quebec Transport 
Board. Ontario truckers set their 
own rates. 

Archambault said it was unfair 


In the Letterbox 





(Continued from Page 4) 


worked, to give the dealer the sale 
of his full quota of cars. 

However, there are a few too 
many dealers who want to burn up 
the world; be a big wheel in the 
business, a volume operator cut- 
ting his prices to the bone, trying 
to hog all the business, making it 
hard on his fellow dealer who 
would like to sell the product on a 
merit basis of his ability to render 
service, as well as being so con- 
venient to the purchaser for his 
service; also to make a fair profit 
on each deal. 

The above is more important in 
large cities than in smaller places, 
where there is only one dealer of 
each make of automobile. 

It is hard for me to believe 
any new-car dealer, whether 
large or small, has made any 
real money this year. 

It has been like a dogfight 
among the dealers handling the 
three top sellers in the Detroit 
area, each cutting and slashing 
Prices, with the manufacturer 
standing by as a spectator to see 
if all would survive. 

What can we look forward to in 
1955? With the regrouping of the 
independents sharpening their 
claws preparing for a fight to the 
finish and with Chrysler Corp. 
coming out with a complete line 
of new cars, you can be sure they 
are not going to roll over and 
play dead. They still have a large 
dealer body of good automobile 
merchandisers, if they have the 
style and quality to sell, and I 
believe they will have it for ’55. 

Pontiac and Chevrolet are to 
have new engines and bodies. Gen- 
eral Motors would like to stay on 
top with the Chevrolet and push 
Pontiac back to the position held 
in 1953. Buick will have a real fight 
to retain its position, which would 
be a miracle if it should happen. 


Ford Motor Co. has again had . 


a taste of that Victory cake and 
they like it. Those Ford boys are 
good businessmen, looking in to 
the motor car future with a 
long-range program in force. You 


GM Bearing Unit 
Uses Teamwork 


Approach to Sales 


NEW YORK.—The New Depart- 
ure division of General Motors has 
launched a new approach in the 
sale of its ball bearings, wherein 
sales, quality, application and pro- 
duction engineers work directly 
with a customer team of similar 
makeup, plus a purchasing agent. 

New Departure’s teamwork ap- 
proach to selling problems, calling 
for integrated selling effort, was 
described last week by Robert H. 
Wilkie,. the division’s eastern re- 
gional sales manager, at the an- 
nual marketing conference here, 
sponsored by the National Indus- 
trial Conference Board. 

In line with the plan of integrat- 
ing the diverse resources of New 
Departure with the varying inter- 
ests of its customers, the firm has 
introduced a ball-bearing sympo- 
sium. In this function, Wilkie ex- 
plained, sales, manufacturing and 
engineering officials conduct dis- 
cussions with customer representa- 
tives at the latter’s place of tpera- 
tion. 

Through this technique New De- 
parture is better able to serve 
both established and potential cus- 
tomers, the speaker said. 





of the railroads to reduce rates 
before proving that they could do 
so and still operate at a profit. 

He charged that truckers were 
not given an opportunity to appear 
before the Federal Transport 
Board to present their side. 

“If we had been allowed to pro- 
test this rate reduction,” he added, 
“it might not have been allowed 
and this ruinous rate war would 
never have occurred.” 





































can be sure they won’t let any 
grass grow under their produc- 
tive feet. 

Competition will be keener in 
1955 than it has ever been in the 
history of the automotive industry. 
The dealer is going to have to be 
a real automobile merchandiser, 
know his operation, be able to 
trim his sails, stay on his toes if 
he expects to survive, especially if 
the manufacturer doesn’t get on 
the ball with plenty of assistance. 

I believe the time has arrived 
for the manufacturers to make a 
study of their dealers operations 
and problems to see if they are 
making money, direct and guide 
them in ways to increase their 
profits so as to keep their busi- 
nesses in a sound healthy financial 
condition. 

There have been numerous con- 
tests offered to the dealers by var- 
ious automobile manufacturers to 
stimulate sales. I know of one such 
contest now in effect. I refer to it 
as a disgrace to the factory to 
offer such a contest to their dealers 
and salesmen. 

How gullible do they think the 
dealers are? They are not chil- 
dren. The fact is they have been 
giving away every cent of profit 
they can possibly stand and stay 
in business without having to 
pay another $8 or $10 per unit 
sold toward the purchase of a 
prize. The factory is supposed to 
pay 40 percent, the dealer 60 per- 
cent. However, the dealer knows 
when he pays the 60 percent he 
is paying the total cost of the 
prize. The manufacturers’ 40 per- 
cent is like water in a car sale 
just for looks it is, but it isn’t. 

All dealers will go along on any 
sales contest sponsored and finan- 
ced by the manufacturer 100 per- 
cent, but if it takes more of his 
new-car profit, that is a different 
story. 

After being associated with the | 
sale of new and used cars for 35 
years, it would be wonderful to see 
the business put on a more sub- 
stantial fair trade basis with a fair 
profit on your investment, time and 
effort. 

Let’s see what the manufacturers — 
will do in 1955 and how you will — 
fare as their outlet—Raymonp R. ~ 
RocHE.ug, 15803 Saratoga, Detroit. 


Harvey Adds Deal— 


The Oakland (Calif.) franchise is signed 
by Jack Harvey (left), who has taken over 
the former Cooper Nash dealership under 
name of Harvey Nash. With him is Pav! | 
W. Pursley, zone manager. Harvey has 
been operating another Nash dealership 
in Hayward, Calif., since 1949. 








Do you use 
PRECISION 
GEARS 


? 
CLARK 
produces them 
-«- MOST TYPES, 
MOST SIZES 







TI ae Lal) 
ingenuity and ability 
of Clark engineering is this 
one-piece heat-treated forging— 
an axle housing that because of its design adds to the 
} long life, dependability and owner satisfaction of 
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From Atlanta to New York, Mason and Dixon Lines, Inc. 


has standardized on Clark! 
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Commercial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


POT OOS 


Sob 


By Jack Weed 
Truck Editor 

VUFFALO. A breakdown in 

basic profit structure is threat- 
ening the entire truck-equipment 
business— from body and equip- 
ment builder, through distributor 
to the truck dealer. 

This danger dominated off-fioor 
discussion at the seventh annual 
convention of the Truck Body & 
“quipment Assn., which drew a 
,egistration of 650, up 100 from 
last year, and 52 exhibitors, up 
from 34. 

The profit breakdown, some 
equipment men said, may lead to 
a complete realignment of the 
distribution system, with the pos- 
sibility of new channels of distri- 
bution. 

Some truck dealers, it was 
charged, completely ignore the 
profit possibilities available in 
equipping the trucks they sell with 
bodies and other devices the buyer 
wants. 

In addition to giving the profit 
~away, some dealers tell the retail 
buyer what the truck dealer’s dis- 
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forts of those dealers who are try- 


profit. 


* * * 


OR 
limited to dealers. One distrib- 
_ utor attending the convention said 
that the price situation was so bad 
in his territory that he did not 
even quote a price on three and 
four-yard dump bodies. 

Instead, to maintain his rela- 
tions with the truck dealer, he 
simply tells him to go to a com- 
peting distributor and not pay 


Only 14 States 
Send Contestants 
To 54 Roadeo 


HICAGO.—Only 14 states were 

represented by the 38 drivers 
contesting in the 1954 finals of the 
National Truck Roadeo, sponsored 
by the American Trucking Assns., 
compared with 37 states three years 
ago. 

It is not known whether the 
decline in states holding local 
contests was affected by the sep- 
aration of the national contest 
from the annual convention of 
the associations. 

However, the drop in the num- 
ber of states represented has coin- 
cided with the attempt of the ATA 
to separate the Roadeo from the 
convention and to hold it in a dif- 
ferent city earlier in the year. 


count is, thus complicating the ef- | 


ing to do business at a reasonable 


Buses, Commercial Vehicles and Equipment 


| more than so much for each size 
| —as the competitor will sell at 
ridiculously low prices. 
| As a result of such practices, 
much attention in the corridor dis- 
cussions was focused on how to 
maintain good relations between 
| body and equipment distributors 
| and franchised truck dealers under 
today’s highly competitive—if not 
| cutthroat—conditions. 
| Another high point in informal 
talks dealt with power-source prob- 
lems encountered on trucks 
equipped with automatic transmis- 
sions. 
* * 

HE formal program included 

two outstanding speakers—Dr. 
Alfred P. Haake, General Motors 
consultant, and J. Lance Rumble, 
general manager of GMC Truck & 
Coach, GM of Canada—as well as 
two sound panel discussions. One 
was on merchandising and the 
other on accounting. 

Paul Hafer, president of Boy- 
ertown Body Works, Boyertown, 
Pa., was elected president of the 
association for the coming year, 
and William F. Lacey jr., of W. 
F. Lacey & Sons, Medford, Mass., 
was elected vice-president. D. V. 
Walker, of Eberhard Mfg. Co., 
Cleveland, and Fearson S. Meeks, 


a 


were retained as second vice- 


driving trucks. 





* * + 


HEN the Roadeo received the 
greatest “play,” it was a fea-| 
ture of the national convention, | 
and, as such, drew heavily in at-| 
tendance from the delegates at the| 
convention. 
Two of last year’s champions 
in the straight truck and single 
axle classes — Reid and Strick- | 
land—finished second this year. 
Both of these drivers had been 
champions in their respective 
classes for two straight years. 
The title in the tandem axle class 
was open due to the fact that 
Alex Adamski, driver for George | 
F. Alger Co., had held the title 
for three consecutive years and | 
was therefor retired from com- | 
petition as required by the Road- | 
eo rules. 
The winners in each division, to- | 
gether with the vehicles they drove 
(See ROADEO, Page 24, Col. 5) 
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By Sam Sampson 
Staff Writer 

yr most trucking companies 

operating on smaller profit 
margins now than in the last few 
years, both company-owned fleets 
and truck broker firms have accel- 
erated experimental work to cut 
down costs of operation, a check 
of Detroit trucking firms indicates. 


Experimental work seems to be 
stretched over four main areas— 
to cut down costs of service oper- 
tions within the shop, extend the 
life of units on the road, provide 
and maintain the highest per- 
‘formance standards for each 
truck, and trim down the cost of 
replacement parts. 

The results of the work being 
carried on by the fleets may prove 





is the discount madness| of S. J. Meeks Son, Washington, | 


Dwindling Profits Peril Distribution Setup .. . 


Body Industry Crisis 











president and secretary-treasurer, 
respectively. 

New directors elected were F. B. 
Platt, Platt, Inec., Chicago; C. T. 
Falk, Hesse Carriage Co., Kansas 
City; C. J. Stall, Stall Metal Prod- 
ucts, Inc., Cleveland; J. W. Hanlon, 
Morrison Steel Products Co., Buf- 
falo; and J. W. Speaker, J. W. 
Speaker Co., Milwaukee. 

Continuing directors are E. S. 
Grumbache, Mid West Body & Mfg., 
Paris, Ill.; Henry S. Mayday, May- 
day Body & Equip. Corp., Buffalo; 
E. H. Koenig, Koenig Iron Works, 
Houston; R. L. Shoecraft, Moline 
Body Co., Moline, Ill.; B. M. (Cap) 
Smith, Leland Equip. Co., Tulsa, 
Okla.; F. Vernon H. Smith, Twin- 
States Equipment Co., Charlotte, 
N. C., and D. V. Walker, Eberhard 
Mfg. Co., Cleveland. 

* + 

y* IS pointed out that the same 

thing is happening to the truck 
equipment industry that has al- 
ready made itself felt in the pas- 
senger-car end of the business. Un- 
der the stress of maintaining sales 
under present economic conditions, 
many old-line distributors who 
have rigidly held to the line of 
selling only through truck dealers 
are faced with these problems. 

1. Price competition brought 
on by a desire among many mak- 

(Continued on Page 24, Col. 3) 
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Tenn. Driver Wins Truck Championship— 


Aubrey L. Harper, shown with his family, won first place in the straight truck event | 
in the 1954 National Truck Roadeo sponsored by the American Trucking Assns. in 
Chicago last week. He drove a Dodge V-8 H8-171 two-ton truck with van body over 
the difficult course, scoring 365 points. Harper is employed by Super Service Motor 
Freight, Inc., Nashville, and has never had an accident in the 17 years he has been | 
| Not that they are alone in that! 


| 
| 
| 
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Truekin’ 


-.. by Jack 


WHEN only 14 state trucking as- 
sociations have enough interest 
in the ATA Roadeo (to hold state 
contests), if begins to look as if the 


annual expert driver event is dying 


on the vine. It was only three years 
ago that 37 states sent contestants 
to the national meet. 

No one seems to know just what 
is the answer. 

Some hazard a guess that it may 
be because the ATA has weaned 











the Roadeo away from the annual 
convention and is trying to make 
it stand on its own feet, without 


the aid of too much promotion or| 


promotional support. 


One of the boys in the associa- 
tion seems to think that much of 
the lack of support this year 
stems from the financial condi- 
tion of many of the truckers and 
because of the amount of time 
and effort it takes to put on the 
state run-offs. 

This column conductor has al- 
ways been sold on the event as a 
promoter of better driving, teach- 


ing of courtesy on the road, safety | 


of truck operation and to sell 


“over-road” trucking to the general | 


public. And when the big “over- 
road” jobs are sold to the public 
as being driven courteously and 
safely, the sell includes practically 
all trucks except those driven by 
the farmer boy “hot rodders” and 


irresponsible local drivers, who in- | 


variably do as much to break down 
any friendly feeling the common 


motorist may have for the “knights | 


of the highway.” 
* * 


Who’s at Fault? 


ELIEVING in the effectiveness 

of the Roadeo as a goodwill 
tool of the entire trucking indus- 
try and never failing to go to bat 
for it whenever I felt it would be 
of any aid, I also have been quite 
critical of the manner in which the 
Roadeo was run in many cases. I 
am particularly critical of the at- 
titude shown by many state associ- 
ations in the past, which I think 
still exists but have no first-hand 
knowledge for the past two or 
three years. 

These state associations, in- 
stead of looking upon the Roadeo 
as a Vital and essential goodwill 
promotional tool have, in my 
estimation, looked upon it as 2 
convenient club to use as a force 
to drive truckers into becoming 
members of the local truck as- 
sociations. 


* 


Truckers Blazing New Trails in Service 


valuable to the truck dealer. Many | local standing as a truck merchan- 


of the methods and materials can | diser. 


be profitably transferred to dealer 
shops as well. 

New products found satisfactory 
in fleet operations may become new 
sales items for dealers. Time-sav- 


ing methods of engine diagnosis | 


and maintenance may be carried 


over into the dealer shops. New} 


ideas for shop management and 
handling the flow of traffic can be 
used. In addition, with a thorough 
knowledge of truck products on the 
market, and fast, modern service 
methods, a dealer may enhance his 


NEW PRODUCTS 


Page 32 





|formation with truck dealers, and | 


* * * 


(y= fleet service manager point- 
ed out that several dealers in 
his area were keeping track of the 
tests now running, and intended to 
use the findings in their own mer- 
chandising efforts. 

The trucking firm was delight- 
ed, he said, that dealers were in- 
terested, because it would con- 
tribute to better grade service 
operations in all truck dealer- 
ships. 

“Many of our units have to be 
serviced on the road, too,” he said, 
“and high-level service at the deal- 
erships is always welcome. We're 
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attitude. One of the biggest show 
in the automotive industry also ca 
be accused of being the tool 
ambitious association managers 
a “force membership” deal. Thi 
show, however, has been a vita 
trade factor in the past, is a habi 
| show for hundreds today and sti 
must have considerable comme 
cial value, or it, too, would hav 
wasted away. 

I have always thought, and ex 
pressed myself freely on the sub 
ject, that the Roadeo should b 
open to all truck drivers who 
meet the basic qualifying condi 
tions, that of being a professions 
truck driver and having a year’ 
no-accident record. 

* 7 a 
|Here’s One Answer 


YD prepernes the type of managemen 
it would have gotten from th 
vehicle makers, for instance, I an 
sure the contest would have bee 
run for its basic worth of sellin, 
not only the public but the truc 
owners and drivers on the fac 
that trucks are essential to ou 
economy, are driven more safel| 
than the average passenger ca 
that most truck drivers are ii 
truth “gentlemen of the road,” an 
that it pays any driver to be cou 
teous as well as skillful in th 
operation of a cargo carrier. 

Rumors have come to me, 
that one of the reasons for th 
decline of interest in the Roade 
by many truck dealers and som 
factories is that there has crep 


into the contest a demand upo 
(Continued on Page 25, Col. 1) 
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Top Trucks 


New truck registration for 
seven months, plus 31 states for 































August: 

1954 Pos. Make 1953 Po 
1—186,369 Chev. 212,695— 1 
2—173,558 Ford 146,546— 2) 
38— 51,935 THC 64,170— 3 
4— 43,389 GMC 55,346— 5 
5— 37,796 Dodge 55,822— 4 
6—- 9,072 Willys 11,714— 7 
i— 6,939 Stude. 16,202— 6 
8— 6,683 White 8,038— 8 
9— 3,834 Mack 4,332— 9 

10— 1,724 Dia. T 2,170—11 

ll— 1,456 Reo 2,335—10) 

12— 741 Autocar 1,078—13 

3,946 Misc. 5,086 } 
Total All Makes 
527,442 585,534 | 


For further details, see Page} 
42, today’s issue. i 





i 

I feel that other fleet operators ar« 
| too.” I 
* q 


* * 


© CUT down on service cost:} 
many of the fleet shops hav} 
| installed new diagnosing machine 
and other equipment to shorten th 
| time off the road. The Clayton dy/ 
namometer and specially traine}} 
| operators are widely used. In othe} 
| cases, shop personnel and equip 
ment has been rearranged to spee| 
|the flow of service operations. 

Although many of the experi-) 
ments have not yet been com- 
pleted, fleet service managers) 
say that many helpful things) 
have been discovered in the work’ 
so far. i 













more than willing to share our in- 


Better performance is possible b 


(Continued on Page 22, Col. 1) i 
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Ideas a Lesson to Dealers... 
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Truckers Point Way for Shops 


(Continued from Page 21) 
tuning engines on an _ individual 
basis rather than by strict factory 
specifications. Without taking any 
issue with factory recommenda- 
tions, fleet service managers say 
‘that two identical engines—same 
make, size and year—will vary 
widely in the adjustments neces- 
sary for peak performance. 

(Fleet owners said that factory 
recommendations represent the best 
possible “average” for the make of 
truck, and that only the most care- 
ful tuning and testing will discover 
the “peak” in performance.) 

+ * * 


oo spark setting on an engine, 
for instance, may be either re- 
tarded or advanced from factory 
recommendations to get top per- 
formance. Individual engines may 
vary as much as 4 percent either 
way from the timing mark. 

The same is true with carbure- 
tor adjustments, it was pointed 
out. One engine may perform 
better with a lean mixture (as 


compared to specification) while 
others require a richer mixture 
to get the best operation. 

These finer adjustments are 
found principally through dyna- 
mometer runs, it is reported, where 
the operator can simulate road 








Truck Sales Spurred 
By Canadian Bakeries 


are spending considerable amounts 
, to improve deliveries through pur- 
chases of new trucks, and this 
| trend is expected to be accentuated 
this year. 

In the past fiscal year, Inter- 
City Baking Co., Ltd., reports its 
net capital expenditures totaled 
$336,672, and approximately half of 
this amount was for the purchase 
of trucks. Another large bakery, 
General Bakeries, Ltd., said capital 
expenditures in past fiscal year 
totaled $239,671, of which at least 
$90,000 was for improvement of the 





truck fleet. 





OTTAWA. — Canadian bakeries | 


conditions and engine temperatures 
right in the service shops. With 
proper instruments and a trained 
operator, engine troubles can be 
traced down to the exact locations, 
dynamometer men say. 

However, it is possible to make 
exacting adjustments by “ear” if a 
dealer has a mechanic capable of 
the job and enough time is devoted 
to the project. 
must be made on the road with 
| portable tools for the job. 

* * + 

OME of the major oil companies 

are testing new lubricants and 
additive combinations on _ truck 
fleets. One company has several 
units in one fleet under the “ex- 
perimental” tab, and are compar- 
ing operational costs and perfor- 
mance against other trucks in the 
fleet. 

Cop-Sil-Loy, a company manu- 
facturing an auto brake prepara- 
tion, has recently released re- 


sults of a test on trailers—41,000 





miles on a trailer belonging to 


The adjustments | j 











Eisenhower Bandwagon on Tour— 


This red, white and blue truck-trailer, the Eisenhower Bandwagon, has left Wash- 
ington for a 55,000-mile tour of the nation. The sides of the 32-foot trailer portray 
the accomplishment of the Administration. ‘Citizens for Eisenhower" officials said 
the trailer will appear in every locality where the President delivers a major campaign 
speech. 





Kramer Bros. Freight Lines, Inc., 
Detroit. 

When the wheels were pulled 
and the brakes checked at the end 
of the run, less-than-normal wear 
was reported. Drums were in excel- 


Now—More Than Ever—This Sign Means Business! 






Here’s the Remarkable 


New Motor Oil 


that 


ADDS 
OCTANES | 


in Effect 








GASOLINE 


Boosts Gas Mileage Up to 23%" 


Never before has a motor oil demonstrated so many 


The Best Lubricant for 
Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 


Years to 


*in identical road tests, using 


Engine Life! 


fleets of vehicles— New Mobiloil Special 


reduced gasoline consumption — increased miles per gallon up to 23% 
—over results obtained with conventional high-quality SAE 20 motor oil. 


SOCONY-VACUUM 






a 
ee 


protective properties. New Mobiloil Special cleaned up 
engines of all ages—kept them clean as no other oil 
ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 
right now —in national magazines — Life and Saturday 


Evening Post — coast-to-coast! 


For more satisfied owners...more service department 
gross profit— make it New Mobiloil Special! 


Mobiloil Special — Under AP! Classification, recommended ‘For Services ML, MM, MS, DG.” 


Best For Every Car You Sell—Every Car You Service! 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





lent condition without scoring, and 
|maximum wear was reported on 
the right front lining, eleven 64ths 
of an inch. Lining on the other 
three wheels was reported at five 
32nds of an inch. Wheels were re- 
placed without repair cost and re- 
turned to the fleet. 
a * * 

eae coils and Mallory 

distributors, both manufac- 
tured by Mallory Electric Corp., 


| Detroit, are under tests with sev- 





eral firms in the state. One com- 
pany, it is reported, has installed 
Mallory equipment throughout its 
fleet, and others report satisfactory 
results so far. Chief advantage, ac- 
cording to the service managers, is 
| longer spark plug life. 

Competitive carburetors are be- 
ing run against each other for 
best performance on different 
make trucks, and one company 
is testing a supercharger on a 
large, V-8 engine. 

Many of the fleet shops have set 
aside a corner of the premises 
where parts are rebuilt. Experi- 
enced men are provided with tools 
to rebuild carburetors, generators, 
heater motors, water pumps and 
distributors. Many fleets point out 
that this is one of the largest sav- 
ings they have been able to make 
so far. 


* * * 


ae: operators are particularly 

hopeful of extending the life of 
all units. Any period that a truck 
can be operated after its amortiza- 
tion period is a bonus service to 
| the firm. Extensive replacement of 
parts and equipment is often more 
costly than putting the truck out 
of operation, but thorough experi- 
mentation with lubricants, improv- 
ed service operations and im- 
proved truck equipment is hoped to 
keep units on the road for longer 
periods. 


Tests to obtain better gasoline 
|mileage, as well as other perfor- 
mance studies, are under way. Op- 
erational costs of the experimental 
units are compared directly with 
other trucks in operation. Since the 
i tests are often carried on for con- 
siderable periods of time, repair 
data and parts and accessory fail- 
ures are also recorded. . 


IN. Y. to lateaduce 
Truck Tax Plates 


| ALBANY.— Operators of heavy 
trucks will be required to buy new 
State mileage tax plates and per- 
mits at $2 a set next January. 

Allen J. Goodrich, president of 
|the State Tax Commission, said 
the current plates and permits 
have been in use since the weight- 
distance tax law went into effect 
in 1951. 


Truckers will be given until Feb. 
1 to purchase the new plates, 
showing black numerals and the 
letters “TMT” for truck-mileage 
tax, on an orange background. The 
present plates bear orange numer- 
als and the letters “STC,” for State 
Tax Commission, on a black back- 
ground. 


The plates will be required on 
all vehicles of more than 18,000 
pounds operating on New York 
State highways. The plates are 
used to identify vehicles on month- 
ly mileage tax returns and to aid 
police in enforcement. 
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Championship Performance by Aubrey 
Harper of Chattanooga, Tenn. . .. a driver for 
Super Service Motor Freight Co. Inc., of Nashville 
. »- won top honors in the straight truck class, 1954 
National Truck Roadeo. He drove a Dodge H8-model 
(2-ton) truck with 150-hp. Power-Dome V-8 engine. 


National 
roadeo 





champion 
wine with & 


DODGE TRUCK 






DODGE TRUCKS OFFER 
THESE ADVANTAGES 







e the shortest turning of any conventional 
trucks 






e greatest visibility of any trucks 





e@ roomiest cabs on the road 






e only conventional V-8 tractors measuring 
102” from bumper to back of cab 


e most power in 26,000- to 48,000-Ib. 
G.C.W. standard tractors 










world’s most powerful low-tonnage trucks 
with 145-hp. Power-Dome V-8’s 















Wheeling a Dodge 2-ton truck with the sensational Power-Dome V-8 
engine over the difficult course in record time, Aubrey Harper of 
Chattanooga took first place in the straight truck event of the 1954 
National Truck Roadeo. Mr. Harper was free to choose any make of 
truck that he wished. “I selected Dodge,” Harper said, “because no 
other truck can match it for maneuverability, handling ease, and 
smooth V-8 power.” 


Sell the World’s Best Trucks! 


Year after year, in National Roadeos and in everyday use, Dodge 
“‘Job-Rated’’ trucks prove that they are the world’s best trucks, in both 
performance and economy. Now, with the Dodge Truck sales agree- 
ment available, why don’t YOU investigate this outstanding line? Write 
Dodge Trucks, 21500 Mound Road, Detroit 31, Michigan, or phone 
JEfferson 6-6200, Detroit. Find out more about this unique new oppor- 
tunity. Contact Dodge Truck today. 


THERE’S A BETTER DEAL FOR THE MAN AT THE WHEEL WITH... 
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this simple 


inexpensive way! 






TESTED-APPROVED 
VENTILATION SYSTEMS 
OVERHEAD-UNDERFLOOR 
Complete Systems Priced from $206.25 INSTALL IT YOURSELF 
Write for FREE literature « No Obligation 


The National System of Garage Ventilation, Inc. 


147 West William St. Decatur, Illinois 






DRIQUICK Infra-Red 
Baking Ovens Cot Only 


TOP 


THE PROFIT 
FROM. A SINGLE EXTRA JOB 
A MONTH MORE THAN PAYS FOR IT 


Now lack of cash can’t stand in your way! Now 
you don’t have to invest a cent in order to enjoy 
the use of driQuick infra-red baking ovens that 
double and triple any shop’s volume and profits. 


Now you can meet tougher competition by cap- 
turing more dent, panel and all-over paint jobs 
at prices that will attract more customers .. . 


and you will turn out “factory-finish” quality. 


DriQuick ovens of:2n eliminate the need for 
building costly new paint shops, because they 
enable you to do double the amount of work 
with the same space 


and overhead. 


DRY CLIME 
LAMP CORP. 


Greensburg, Indiana 


On West Coast: Dry Quick Sales Co., 
4710 Crenshaw Bivd., Los Angeles 


————=— Mail This Coupon Today ——--—--—--—— 


| CERAMIC SENERATC 


/MFIRA-REO BAKING EQUIPMENT 





Dry Clime Lamp Corp., Greensburg, Ind. 


a. send me more information on the driQuick leasing plan. 


a 
! | 
1 | 
1 | 
1 | 
! Tith ! 
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Y | 


eee eee eee eee ee cee ce ee ee eee ee cee ce ee ee ee ee ee ee ee ee ee ee ee ed 


AUTOMOTIVE NEWS, OCTOBER 4, 1954 — 








Distribution Setup Periled .. . 





Truck-Body Industry 
Faces Profit Crisis 


(Continued from Page 21) 


ers to fill manufacturing space— 
in many cases made available by 
the dropoff in Government or- 
ders—with civilian business. 

2. A very real competition among 
some makers for representation by 
the all-too-few so-called “top” dis- 
tributors in each area. 

3. An inclination on the part of 
far too many truck dealers to shun 
the sale of bodies or equipment 
with their truck chassis sales, to 
give away the entire profit to the 
truck buyer, and to complicate the 
issue by telling the retail buyer 
what the truck dealer’s net price 
or discount is. 

* * * 

§ ene are serious problems in 

the truck-body and equipment 
field. They tend toward an elimina- 
tion of rightful profits by all con- 
cerned, and breed practices that 
can lead only to greater confusion 
and serious consequences in the 
industry within the foreseeable fu- 
ture. 

At the moment, no maker or dis- 
tributor who attended this conven- 
tion seems to have found a solu- 
tion to the problem. Some feel that 
it eventually may mean a complete 
revamping of distribution methods. 

All thinking industry men re- | 
alize that a profit structure must 
be maintained if the distributor 

| is to be able to carry the stocks 

| and maintain the service that 
most of them now render to the 
truck dealer and owner alike. 

The situation in the field is re- 
| ported as being so chaotic in spots 
| that many makers and distributors 
{who have not been members of 
| TBEA are now joining the associa- 
tion to see if they can’t be of some 
|aid in straightening things out. 

John H. Shields, president of Su- 

| perior Coach Corp., Lima, O., and 

| keynote speaker of the clinic on 
merchandising, declared that if the 

tapering off of Government con- 
tracts was considered, the improve- 
ment in consumer consumption for 
1954 would be almost as good as 
that in 1953. The only difference 
was that now the industry was 
down to practicing competition. 

* oe * 





oo lush days when the buyer 
almost knocked us down to 
take our products away from us 
are over,” Shields said. “The rule 
books are back in action, and we 
have returned to a free competi- 
tive economy. 

“Competition is here to stay. If | 

you don’t abide by the rules of | 
competition, the rules of fair play, | 
and the rules of giving good service | | 
and good value for products you | 
manufacture and sell, you are g0- | 
ing to be in trouble. 

“The sooner we realize this fact 
and guide the destinies accord- 
ingly, the more healthy our indi- | 
vidual companies will become. | 
Those who do not recognize this 

| condition will fall by the way- 
side.” | 

The panel dealt mostly with’ 

questions of how to find good 
equipment salesmen and how to 
pay them. 

Colin Park, acting chairman of 








the department of accounting at 
the University of Buffalo, keynoted 





the clinic on accounting and cost 
controls by commenting that in- 
dustry statistics were essential for 
the successful planning of indi- 
vidual firms. He felt that the as- 
sociation was progressive in taking 
steps toward setting up a means 
of getting these facts after only 
seven years of existence as an as- 
sociation. 

It was mentioned in discussion 
that equipment distributors should 
set up a bogey that would be simi- 
lar to the | franchised vehicle deal- 





er’s percentage of absorption in 
that he should operate his shop 
and parts department as a profit- 
able department of his business 
and that these departments should 


| pay all or most of his fixed ex- 


penses. oe 
+ 

AY CHAMBERLAIN, NADA 

convention manager, told the 
assembled makers and distributors 
about plans for the coming truck- 
equipment exposition that will be 
held in the display floor of Chica- 
go’s Conrad Hilton Hotel in con- 
junction with the NADA conven- 
tion Jan. 29-Feb. 2. 

The next convention and exposi- 
tion of the body and equipment 
group will be held Oct. 10-12, 1955, 
in the Morrison Hotel, Chicago. It 
is expected that the number of ex- 
hibits in the show will be mate- 
rially increased over this year, and 
that plans now being considered 
will materially increase the “play” 
that exhibitors will get from indus- 
try men in the n the Chicago area. area. 


Revised Cylinder Assembly 


Announced by GM Diesel 


DETROIT.—Improvements made increase in the air-intake area is 


in the cylinder assembly of Gen-| 


eral Motors Series “71” diesel en- 


gines provide better fuel economy, | 


increased horsepower in some sizes 
and longer life for these power 
plants in all types of industrial, 
construction and earthmoving 
equipment, according to the maker. 

A bulletin just issued by the 
Detroit diesel engine division 


states that these improvements 





Redesigned Cylinder— 


Better fuel economy, increased horse- 
power and longer life are claimed for the 
improved cylinder assembly of General 
Motors Series “71" diesel engines, ac- 
cording to the Detroit diesel engine divi- 
sion. This picture points to the main 
changes announced over a period of time. 

* * * 

complete a new cylinder assem- 
bly for the series. 

The improvements are listed as a 
new cylinder liner which provides 
a freer flow of air into the cylin- 
|der, a new piston which increases 
the compression ratio and longer- 
life compression rings. 

The new liners and pistons are 
interchangeable with those former- 
jly used and may be installed on 
/engines now in service. 

The new cylinder liner is char- 
acterized by air-intake ports which 
are “Figure-8” in shape. The open- 
ings are larger than those used in 
previous liners and their number 
has been increased. A 32 percent 


San Francisco Firm Buys 15 IH Diesels— 


Merchants ?? Express Corp., San Francisco—iong known for its use of two question 
marks in its corporate title—has bought 15 diesel-powered RDC-405 Roadliner tractors 
from International Harvester Co. The specialized 200-horsepower units have a gross 
combination weight rating of 70,000 pounds. Used in combination with double 24-foot 
semi-trailer vans, with converter dolly providing the additional axle, they pull a 


greater load capacity with better weight 
60-foot length limits. 


distribution, yet remain within the state's 








provided for better cylinder scav- 
enging and more complete com- 
bustion. 

The improved piston with a new 
combustion chamber is tailored to 
take full advantage of the better 
combustion liner. 

Increased horsepower is now 
available at higher engine speeds 
now because of freer engine 
breathing. 

The compression rings are of 
hard chrome plated steel. They are 
tougher and more flexible than the 
rings formerly used and capable of 
delivering many more hours of 
service. Longer life was also as- 
sured for new GM unit injectors 
earlier this year with the “high- 
valve” injector which affords great- 


|er protection to vital parts from 


high cylinder temperatures. 
Another development previously 
announced was the use of individ- 
ual terne plate compressible rings 
for long-life, trouble-free sealing 
between the block and head at the 
cylinder. These rings, positioned on 
top of the cylinder liners, are com- 
pressed when the head is pulled 
down on the block and provide 
positive, leak-proof, metal-to-metal 


| sealing. 


An illustrated booklet, 
side Story,” which describes the 
Series “71” cylinder, is available 
from Detroit Diesel Engine Divi- 
sion, 13400 W. Outer Drive, Detroit 
28, Mich. 


‘Roadeo 


(Continued from Page 21) 


and employers in each of the divi- 
sions, were: 


“The In- 


* * + 


TRAIGHT truck class: Aubrey 

L. Harper, 32, Super Service 
Motor Freight Co., Chattanooga, 
Tenn. (Dodge), first. Second went 
to Perry Reid, 33, of Winston-Sa- 
lem, N. C. (Ford). Reid drivers for 
Pilot Freight Carriers, Inc. Third 
class went to Robert B. Gallant, 31, 
of Wilton, New Hampshire (IHC). 
Gallant drives for the Southwestern 
New Hampshire Transportation Co. 

Single axle, semi-trailer class: 
Lloyd David Powell, 28, of Bir- 
mingham, Ala. (IHC-Fruehauf), 
who drives for Harvey Ragland 
Co., of Birmingham, first. Morgan 
Strickland, 27, of Forest Park, 
Ga. (Ford-Fruehauf), who drives 
for Great Southern Trucking Co. 
of Jacksonville, Fla., second. Wil- 
liam J. Metsch, 37, of Chicago 
(Ford - Trailmobile), who drives 
for George F. Alger Co., Detroit, 
was third. 

Tandem axle, semi-trailer class: 
Russell Sheldon, 28, of Milwaukee 
(White-Fruehauf), of Motor Cargo, 


_ | Inc. of Akron, O., was first. William 
_| J. Klein, 34, of Philadelphia (White- 


Trailmobile), who drives for Mason 
and Dixon Lines, Inc., of Kingsport, 
Tennessee, was second, and Sam- 
uel Jackson (Ford-Trailmobile), of 
Pilot Freight Carriers, Inc., of 
Winston-Salem, N. C., was third. 
Walter Voigt, 52, of St. Cloud, 
Minnesota, won the Charles Mor- 
gan award at the climax of the 
Roadeo. Voigt has driven 26 years, 
and covered an estimated one and 
one-half million miles without a 


| Single chargeable accident. 
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the part of some expert drivers for 


his cohorts had been able to do 


financial consideration, if he would| for the distributors, who made 
drive some particular make of| up the Truckstell organization. 


truck or trailer. 


If this is true, it only is a 
further evidence of lack of prop- 
er management by those who 
have had the job of running the 
state and national contests. That 
sort of thing, while being ex- 
pected because drivers are hu- 
man and not saints, could easily 
and quickly be scotched, I would 
think. 

All that the men who make the 
rules would have to do would be 
to put in just one more qualifica- 
tion—that the driver must drive 
the same make of truck or truck 
trailer combination he normally 
drives in his everyday work. This 
rule would take the heat off from 
everyone and might give some of 
the smaller makes a better chance 

of having their equipment appear 
in the Roadeo finals. 

Nor would that rule prevent the 
maker of the vehicle from art 
the driver show off new models in 
the finals of either state or na- 
tional. Every driver good enough to 
reach the finals would have suffi- 
cient pride in himself and his | 
equipment to want to drive the) 
best looking ad he = 


+ 


Steady, Solid Growth | 


A WEEK ago I attended the| 
seventh annual convention of | 
the Truck Body and Equipment) 
Assn. in Buffalo, and I am still | 
marvelling at the progress this as- | 
sociation has made in the few! 
short years it has been in exist- | 
ence. Every officer and Art Nuesse. | 
the executive manager, has Gone | 
an outstanding job of molding and 
building what now can be called a| 
strong association out of a group | 
of mostly small (in terms of the) 
automobile business) manufactur- | 
ers and distributors without any | 
apparent common interest except | 
that they do sell and service nee 
bodies and equipment. 

I think that most of my public, | 
if any, will pardon my enthusiasm | 
over the steady and solid growth | 
of this association when they know 
that I feel quite certain that I} 
was the first newsman to give voice | 
to the need of such an association | 
and as much encouragement as| 
possible to those who formed the} 
nucleus around which the present | 
association has grown. 

It was about eight years ago 
I believe when “Red” Evans, who 
then was with Platt, Inc., in | 
Chicago, and Art Hoffman of | 
Columbus both wrote me at dif- | 
ferent times mentioning that | 
they thought they saw the need 
for such an association. As I re- | 
member it now, both were think- 
ing mostly in terms of a truck 
equipment distributor association, 
in the belief that such an associ- 
ation might be able to do for 
independent distributors some of | 
the things that Don Meyers and 


Two Publications 
Offered Hoist, 
Dump-Body Users | 


WASHINGTON.—A hoist classi- | 
fication chart and a glossary of | 
terms for dump-body and hydrau- | 
lic-hoist users has been published 
by the Hydraulic Hoist and Steel 
Dump Body Manufacturers Assn. | 

The hydraulic-hoist chart places 
all hoists in classes depending on | 
the torque rating developed by the | 
hoist around its hinge shaft. Also 
included is a table for determining 
the size or rating of hoist needed | 
for any anticipated use. 

The _ association's enginectiog | 
committee has defined a list of | 
more than 175 terms commonly | 
used in the industry. In describing | 
hoists, the glossary covers cable- | 
lift, cam-and-roller, car-icer, direct- | 
lift, double - acting, high - dumper, | 
high- lift and other types. 

Copies of the two publications 
are available from J. R. Pat Gor- 
man, Executive Secretary, Hydrau- 
lic Hoist and Steel Dump Body 
Manufacturers Assn., 1740 K St. 
N. W., Washington 6, D. C. ‘| 








| 


I felt the same way and not only 
encouraged them to get busy on 
the formation of such an associa- 
tion, but promised to give them 
any aid I could. I also came out 
in print in this column, giving my 
reasons for thinking that such an 
association would be not only good 


for the industry but of real value | 


to distributors and makers alike. 

Both went to work on his idea 
of what such an association should 
be and both got a nucleus of 
brother industry men together to 
initiate the formation of an associ- 
ation. Fortunately before either 
could get too far, they and others 
got together and today’s TBEA is 


the result. 
* * * 


As Large as ATA? 





‘it be maker or distributor, 
dodge the things that are the prob- 





good in the industry, I believe, and 
is rapidly bringing into its mem- 
bership elements of the industry 
that have had their own little 
close-knit associations formed on 
a vertical basis. They all recognize 
the need for one common melting 
pot for the problems of the entire 
industry for no one group, whether 
can 


lems of all. 


I can visualize what this associa- 
tion may become in another five 
to seven years. I wouldn’t be sur- 
prised at all if it became as large 
as ATA. Already it is beginning to 
have to face some of the things 
that ATA has had to face, and 
lick, due to the varied basic inter- 
ests of its membership. I can see 
that even this coming year Paul 
Hafer, the new president, may 
have to set up two basic groups 
within the association—one to deal 
with the problems that are peculiar 
to the distributors who are mem- 
bers, and the other to deal with 
those of the body and equipment 
manufacturers. As time goes on, 
even these may need to subdivide 


| like the various conference groups 
LREADY the association has | 
been able to work — a lot of | incident to their particular branch | 


of ATA to work out the problems 





the basic program and thinking of 
the entire association membership. 
I also think the time has come 
when the members of this associ- 
ation, the members of the trans- 
portation maintenance section of 
SAE and the sales and engineer- 
ing department of the vehicle 
factories can sit down together 
for the ultimate benefit of the 
common customer, the user of 
the products. 


the mounting needs of the body 
and equipment people better or 
more direct than by sitting down 
around a common board with those 


Brown Trailer Closes 


Factory in Toledo 
SPOKANE, Wash.—Brown Trail- | 
ers, Inc., 


transferred to its plants in Spokane 
and Reading, Pa. 

Main offices of the company will 
remain at Toledo. Brown Trailers 
leased the plant in 1949 and pur- 
chased it this year for $500,000. 
The building will be sold. Uneco- 





as the reason for the closure. 


of the industry, while holding to 


Where else can the designers get | 





has closed its Toledo 
plant and its equipment is being 





nomical production costs were cited | 
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who make, mount, sell and service 
the bodies and equipment that go 
on the chassis they produce? 
Where better can the sales and 
special equipment men of the vehi- 
cle makers get a better foundation 
of mutual thinking toward pro- 
tecting the profits of both the 
truck dealer and the distributor 
than by meeting with the same 
men whose basic reason for be- 


| longing to TBEA is for the same 


basic purpose? 


If any one can answer those two 
questions, without admitting the 
soundness of including the men 
who are now and will be TBEA, Ill 
get off the rostrum and let a pro- 
fessional do the preaching from 


| now on. 


Now with your kind permission, 
let me get away out on that well 
known limb. 

I can even visualize that the 
little exposition, currently held in 
connection with each TBEA meet- 
ing, may well become the national 
truck show of the entire industry 
within not too many years, if the 
boys in TBEA handle themselves 
right and with the same degree of 
soundness and unselfishness that 
has been apparent in the growth 


lof this association to date. 





*® chrome plated 


...one of the 34 engine manufacturers using 
PERFECT CIRCLE chrome rings for both 


original equipment and service requirements 


a 
Perfect Circle piston rings 


THE STANDARD OF COMPARISON 
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By Leo T. Parker 
Attorney at Law 
L. McFall, of McFall Chevro- 

* let Co. Pocahontas, Ark., 
writes: “We have recently been 
sued for negligence under very un- 
usual circumstances and we would 
like your comments and advice. 

“We sold a used 1950 Stude- 
baker on Apr. 25, 1953. About 
three months later this customer 
complained about oil consump- 

tion. We gave the customer a 20 
percent reduction in overall bill 
and thoroughly reconditioned the 
motor. 

“After completion the motor ran 
good and our customer did 
not complain until seven months 
and about -1,500 miles later when 
he started on a trip and an insert 
burned out. 

“He took the car to the local 
. garage whose owner maintained 
the motor needed new rings, in- 
serts, one journal ground and one 
new piston. He contended the bolts 
that lock the pins in rods were 
incorrectly installed, causing the 
insert failure. These bolts should 
alternate, half installed from right 
and half from left side. 


Liability Doubted 
‘Tt VIEW of the time elapsed 
since our repair work was 
done, failure to return the unit to 
us and the motor being disassem- 
bled, we were reluctant to assume | 
any responsibility. We would like | 
to know if you have any informa- 
tion on similar experiences from 
legal and mechanical standpoints.” | 
After reviewing the law on this | 
sub‘ect my opinion is, as follows: | 
You cannot be held liable unless 
the testimony shows that your 
negligence resulted in defective 
repairs. 

In a case like this a jury will de- 
cide the issue, and who is liable, 
after listening to all testimony. The | 
outcome cannot be anticipated, but | 
depends upon the testimony given 
and what the jury will believe to 
be true. Of course, the fact the | 
buyer used the car 1,500 miles with- | 
out complaint is somewhat in your 
favor. 

On-the other, hard, if the testi- | 
mony shows that the defect was | 
caused by your negligence and 
would not show up ordinarily in 
fewer than 1,500 miles, you may! 
be liable. 





* * 


* 
Who Is to Blame? 
C. SCHALLOCK, president of | 
® Al Schallock, Inc., Milwaukee, | 
asked this question: “Under what | 
circumstances can an automobile | 
dealer he held liable for injuries 
to the purchaser of an automobile 
wrecked because of defects? Please 
cite late cases.” 
I have written up many such 
cases and generally the courts 
hold that the seller of a used 
automobile is not liable, partic- 


Trucking Growth 
Needed by U.S.. 
Owners Told 


SAN ANTONIO.— Every effort | 
to throttle the development of | 
highway transportation must be| 
| stopped if the United States is to| 

continue to grow, according to} 
James D. Mann, managing director 
of the Private Truck Council of 
America, Inc. 

Mann spoke before the confer- 
ence of the Private Truck Owners 
Assn. of Texas here. 

Mann said there is a conspiracy 
afoot against truck operations 
which is well-organized, well-fi- 
nanced and skilfully plotted. In the 
final analysis, he said, the solution 

is in the hands of private truck 
~ owners. 

Lack of public understanding of | 
truck operations, he said, has re- | 
sulted in repressive taxation and | 
impractical weight restrictions. 

He urged the Texas group to do) 
more educational advertising, step | 
public relations activities, keep | 
reast of legislative matters af-| 
g trucks and discuss prob-| 
s with local, state and Federal | 
'_ officials. 














Lawsuits Affecting Dealers... 


the driver of a new car was in- 
jured in a wreck which he testi- 
fied was caused by a defect in the 


automobile. 
* * . 


Court Decisions 





ularly if the sale contract con- 
tains an “as is” clause. 
Otherwise, the seller is not liable 
unless the testimony shows that his 
negligence caused the accident. 
See these late higher court deci- 


In Ford Motor Co. v. Milby, 210 


Fed. (2d) 137, decided only a few/be held solely liable if the testi- 
weeks ago, the testimony showed | mony shows that the defect in the 

= = | new automobile was undiscoverable 
| by exercise of reasonable care on 
the part of the retail dealer. 





Fruehauf Honors Plants 


In Safety Competition 
DETROIT. — Fruehauf Trailer 
Co. has announced the winners in 
its 1953 divisional safety competi- 
tions. 
Winners were Fruehauf’s branch 


plants in Cleveland, Sioux Falls,| purchased a used automobile only 
Birmingham, New Orleans, Savan-| the retail dealer is subject to lia- 
nah, East Peoria, Evansville, Scran- | bility and a majority of higher 
ton, Dallas and Albuquerque, said | courts hold that an “as is” clause 
Fred Carr, the firm’s safety direc-|in the sale contract relieves the 





Driver Can Sue 
1. higher court held that the 


suit sue the retail dealer and also 
the manufacturer. This court held 
that if the testimony showed that 
the dealer was negligent in failing 
sions: 210 Fed. Rep. (2d) 137; 63/to discover and repair the defect 
N. W. (2d) 720; and 252 Pac. (2d) /in the automobile, he is liable in 
24. |damages to the injured driver. 


injured driver could in the same 


Of course, the manufacturer can 


In other words, with respect to 
a new automobile either a negli- 





gent manufacturer or negligent | Idaho Chief Accepts Safety Tag Frame— 


retail dealer is liable for injuries 
caused a purchaser. 


A license frame with the motto, “Drive Safely,’ engraved on it, is accepted by 
Gov. Len Jordan (seated) of Idaho, from Fisher Ellsworth (left), Idaho Falls Dodge- 


On the other hand, if the buyer! pjymouth dealer and chairman of the highway and safety committee of the Idaho 


tor. retailer from liability. of 


the commission. 





..-and only 


We torture truck axles to 


in the new Timken-Detroit indoor proving ground 


Timken has it! 


We shock-load, abuse, and torture them. Match every conceivable 
hauling condition. Then add a few brutal tricks of our own! 


Why? So you'll know in advance, and 
for sure, that a Timken-Detroit axle 
can take the punishment it was de- 
signed for. More rugged, grueling pun- 
ishment than any other axle made! 

To prove it, we capsuled a multi- 
thousand-acre proving ground into 
one room. Here our engineers can put 
50 years of experience in building 
axles for trucks, buses and trailers to 





















work —subjecting axles and gearing 
indoors, to any outdoor operating con- 
dition. 

Such exacting research pays off for 
you in: longer axle life; less mainte- 
nance, repairs and downtime; reduced 
operating expenses. This is why 
Timken-Detroit axles are preferred by 
manufacturers and operators every- 
where. 






How TDAproves axle quality 
in this “Torture Chamber” 


We pick one of our axles at 
random . . . then duplicate a 
hauling condition, hour after 
hour, day after day . . . simu- 
lating half a million miles of 
the toughest driving situations 
in just a few days. Or “invent” 
a test like going uphill with a 
full load from California to 
New York nonstop. There is 
no other axle testing like it in 
the world! 






Automobile Dealers Assn. Others are (from left), Lawrence Heagle, association presi- 
dent; Wayne Summers, commissioner of the law enforcement; Charles C. Haight, 
NADA Idaho director; D. P. Jones, Malad, member of the Idaho highway commis- 
sion; Roscoe Rich, Burley, chairman of the commission, and Leonard Floan, member 


Seer vie eS teed 


This is our ‘truck driver.’ He works 
in our “Torture Chamber.” Above 
him are graphs showing speed and 
torque performance under any oper- 
ating condition he chooses . . . soft 
ground at full load ... mountains... 
express highways or side roads. With 
special dials, recorders and elec- 
tronic devices, he actually drives the 
axle with scientific accuracy from 
his chair! 


? 










| 


| 





|) poy is a friendly personal let- 
ter just received from C. B. 
Larrabee, chairman of the board ha 
of Printers’ Ink Publishing Co. You | revival of the “Somewhere West 


perhaps already know that Print- 
ers’ Ink is the publication, known 
as “the Bible” by all experienced 
advertising men and_ salesmen, 
young and old, for a long genera- 
tion. 

Every young man who wants 
to become a good salesman could 
well memorize certain parts of 
his letter. 
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Tribune, I am also a regular reader " 


of your column, but I am particu- 
larly moved by that of Sept. 6, 
where you quote from what you 
think is the best ad you ever wrote. 

You say you are puzzled as to 
why “Somewhere West of Lara- 
mie” is so well remembered, while 
your own favorite is, “Coming... . 
A Wonderful Companion.” The first 


| has the swing of a line in an old | 
ballad while the other is just a 


good headline. 


* * * 


Revival Needed 
UT that isn’t what I started to 
write you about. The thing that 
interests me is that I think the 
whole automobile industry, as well 
as a lot of other industries, needs 


of Laramie” spirit. I also read the 
editorial in the same issue of AUTO- 
motive News which touched on this 
point in another way. 

The other day I went to a 
used-car lot, looking for some- 
thing that isn’t too junky under 
the hood, not caring how it looks 
on the outside or what shape the 
upholstery is in. I wanted a sta- 
tion wagon in which I could 
drive to the station and leave the 





are 


Bobb Chevrolet Sponsors Driver Training— 

For five years, Bobb Chevrolet Co., Columbus, O., has furnished a driver training 
car to the Bexley public schools. The success of the course led the Hamilton Township 
Schools to add a similar course to their curriculum. This year, the firm provides both 
school systems with cars. Shown (from left) are D. L. Strausbaugh, Hamilton school 
superintendent George C. Bobb, president of the dealership, and Robert Ringer, Bex- 
ley instructor. 


car all day rain or shine, with- | give you an idea. I wish you could 
out having to be met. have heard him. Although he knew 

The salesman was an “old|what I wanted and why, his old 
timer,” a silver-haired and silver-| ability to sell just wouldn’t stop 
tongued Irishman, who used to sell} there. He showed me a car which 
cars on Broadway ... which will|I didn’t buy, because the price was 






| | Likes to Sell 


? Dear Mr. Jordan: 







Like Wally Bates, of the Chicago | 





How Timken-Detroit 2-speed axles with 
man-size gears, operate in any gear ratio 
... indefinitely, without overheating ! 


The secret? A husky hypoid ring 
gear and bigger, stronger pinion 
set (No. 1 in illustration) provides 
the first step of the total gear re- 
duction for both fast and slow ra- 
tios. Two large, heavy-duty heli- 
cal gear sets provide the second 
step. Both sets are of equal size 
and capacity — but one set (No. 2) 
is for fast speed—the other (No. 
3) is for slow speed. The clutch 
collar (No. 4) moves to left or 
right to engage one helical pinion 
or the other. 


The result: Complete elimination 
of small, complicated parts and 
midget-size gears! Larger hy- 
poid-helical design gives more 


ayaa. 
AXLES 





“‘TORTURE-TESTED” 
to Save Money on the Job 


WORLD'S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


Plants at: 
Detroit, Michigan 
Cshkosh, Wisconsin + Utica, New York 
Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 


teeth in contact — reducing load 
per unit of contact area—for more 
positive, quiet operation. Bear- 
ings are larger. There’s longer 
motor and truck life because wear 
on driving parts is less. When you 
divide the total gear reduction, 
you double its life expectancy. 
And the set of helical gears not 
in use, always idles at greatly re- 
duced speed. Special gear lubri- 
cant is not required. Heavier oil 
can be used —for a better oil film 
between gear teeth. 


Greater “spread”! Exclusive 
TDA double-reduction design not 
only increases engine and gear 


Hypoid pinion 
and ring gear 


7 basic axle capacities! Only 
TDA, world’s largest manufac- 
turers of truck, bus and trailer 
axles offers a family of 7 basic 
axle capacities, each with inter- 
changeable final drives: single- 
speed, single-reduction, single- 
speed double-reduction, and two- 
speed double-reduction, using the 
same axle shafts and housing. No- 
where is there such a selection to 
fit all special needs. 

Exclusive ’’Torsion-Flow” shafts! 
Forged so that grain structure of 
steel conforms to shaft profile, 
thus assuring uniform distribu- 
tion of stresses. Exclusive heat- 
treating formula provides a resil- 
ient axle shaft core graduated to 
a tough, hard outer surface — the 
ideal combination for axle shaft 
life. TDA “Torsion-Flow” shafts 
are guaranteed for 100,000 miles 
or 3 years—whichever occurs first. 


Clutch collar 


life, cuts repairs and mainte- 
nance, but gives a vastly greater 
gear ratio “spread” for all jobs re- 
quiring any range of speed or 
power. A fast gear ratio for light 
loads everywhere —full loads on 
the level. Slow speed ratio for full 
loads on hills—for better pulling 
in “soft going.” 












Fast speed 
helical 
*“BULL gear’’ 
Slow speed 
helical 
**BULL gear’’ 


Hot-forged steel housings! 
Pound for pound the strongest, 
most rigid ever built! Rectangu- 
lar TDA housing shape gives 
maximum strength, uniform 
stress distribution, minimum 
weight. Ask about the TDA “Life 
of Vehicle” guarantee. 
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a bit more than I wanted to pay. | 
Then he not only painted the 
beauties of driving to the station} 
in another car but also pointed out 
what a fine car it would be on Sat- 


urdays and Sundays to rest my 


other car. 
+ + 


. first thing you know he had} 
me bowling along Merritt 
Parkway, passing the Fords and| 
Chevrolets, while I was enjoying 
the fresh Connecticut ‘ozone and 
freeing myself from the worries of |] 
a business day. 


In other words, the guy was a 
salesman who likes to sell. May- 
be that also is a secret of the 
automobile business. Maybe there 
are too many so-called salesmen 
who don’t like to sell and there- 
fore never learned how. They like 
commissions but don’t like the 
method of earning them. 


I didn’t intend to write you this} 
long letter, but you always were aj 
provocative sort of guy and you 
stimulated me into this one. I hope 
I haven’t taken too much of your 
time. 

Here is my reply. 

Dear Mr. Larrabee: 

When I receive a letter from the 
chairman of the board of Printers’ 
Ink, I am not only flattered and } 
pleased, but convinced that my life | 
has not been entirely wasted. Since 
the picture of the Playboy and the 
| advertisement “Somewhere West of 
| Laramie” is now given top position 
jin the display of stamp albums in 
| every Woolworth store in America, 
,I am naturally feeling very impor- 
tant and quite democratic. So why 
should I question your judgment of 
the headline. Now, I’m in the same 
class with the guy who wrote 
Mother Goose, or The Night Before 


Christmas. 
* * 


*x 
‘Heyday’ Waning 
UH can’t tell me much about 
that ‘old timer’ with ‘silver 
hair’ and ‘silver tongue’ who sold 
you a car which made you forget 
|your worries. In the exact words 
of the oft-quoted Queen who was 
|fed up on ‘baloney,’ “you said a 
'mouthful.” You must know that 
every big business is passing 
{through or approaching the same 
situation as the automobile busi- 
/ness and your hunch on the reason 
,is absolutely right in many in- 
| stances). : 
The “heyday” of easy money 
with little effort seems to be 
| waning. Brains and actual per- 
formance on the part of sales- 
men (and, might I add, advertis- . 
ing men) will replace their wor- 
ries about who they are goin’ to 
meet at the Stork Club, El Mor- 
| roco or Twenty One. But, re- 
| member, the “bloom will never 
| be off the rose” for the guy who 
really loves to sell, calls on the 
right people at the right time 
and doesn’t MUMBLE his words. 
P.S. Of course, I wouldn’t expect 
|a young fellow like you (you must 
|be at least sneakin’ up on 50) to | 
remember when I started readin’ | 
the “Bible,” (Printers’ Ink) in that | 
country newspaper office, where, at | 
|the age of 16, I was learning how | 
|to set type and ‘kick an old Gor- 
don Press.’ Once I was heralded as 
a “fire-ball” salesman. Now, I have | 
only two assets to fall back upon. | 
One, what you young guys call ex- © 
perience, the other, my treasured | 
|reputation in Woolworth’s base- | 
|ment as the modest author of | 
|“Somewhere West of Laramie.” { 


‘Dealer Candidacy 


‘Urged in Conn. 


| HARTFORD, Conn.—The Con- 
| necticut Automotive Trades Assn. 
|is urging its members to run for 
election to the 1955 General As- 
sembly because “it is being public- | 
spirited to do so,” according to a 
CATA spokesman. } 

The spokesman added: 

“It is evident from the large — 
number of insurance agents who © 
have been State representatives in 
the past years that the Insurance 
Agents Assn. has been active in 
getting its business well represented | 
in the Legislature. 

“For the protection of the motor- 
ing public, as well as the interest of © 
our trade, we should have many of | 
our members in the General As- © 
sembly. The threat of one-sided | 
legislation in favor of the insurance © 

men is growing.” 
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MODERN STYLING loosens 


purse strings as nothing else can—so 
why should automotive seating be 
’way behind the times? 


It doesn’t have to be, you know. 
Today’s most sales-minded designers 
have found something better than 
19th Century cushioning. 


It’s AIRFOAM—not just a better cush- 
ioning —but a brand-new KIND of 
cushioning that takes a brand-new 
KIND of seating out of the dream- 
world and into your sales-world! 


Want roomier interiors? Want 
richer, smarter appointments? Want 
modern custom appearance at mass- 
production prices? Want to make 
competitors’ seating look like horse- 
hair sofas by comparison? 


You can have ’em all—when your 
manufacturer takes full advantage 
of all the unique possibilities of 







AIRFOAM. 
And maybe he’s working on it right AIRFOAM makes interiors roomier, Exciting new seating ideas 
now. more luxurious. become practical with AIRFOAM ! 


Goodyear, Automotive Products 
Department, Akron 16, Ohio. 


THE WORLDS 


-DAVENPORTS-ON-WHEELS! 














Airfoam—T. M; The Goodyear Tire & Rubber Company; Akron, Ohio 





Premolded AIRFOAM replaces expensive AIRFOAM gives custom looks AIRFOAM can be your 
handwork— looks even richer! at competitive prices! greatest sales-aid in years! 
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Auto Personnel 


Kari Pearson, formerly Autocar 
district manager of Michigan, has 
been named regional sales manager 
for the Autocar 
division of White 
Motor Co. in 
Pennsylvania, 


Jersey, Delaware, 
Maryland and 
Virginia. 

Pearson, who 
has been in the 
transportation 
field for 28 years 
and associated 

Kari Pearson with Autocar 
since 1945, wil have his headquar- 
ters in Philadelphia. 


* * * 


American Brakeblok Names 


Pogue Equipment Sales Aide 


Appointment of Robert B. Pogue 
ir. as assistant manager of equip- 
ment sales for American Brakeblok 


division of American Brake Shoe 





Co., Detroit, has been announced by 
M. B. Terry, president of the divi- 
sion. 

Pogue will work out of American 
Brakeblok’s Detroit office. 


* * * 


Southern New| Stradella Elected Member 


of GM Board of Directors 

The board of directors of Gen- 
eral Motors has elected Charles 
G. Stradella a member of the 
board. 


Stradella became president of 
General Motors: Acceptance Corp. 
on Aug. 1, succeeding John J. 
Schumann jr., who served on the 
board from 1934 until his retire- 


ment, 
* * * 


Sherwin-Williams Adds 


Two Automotive Zones 


Establishment of two new auto- 
motive zones for the sale of Sher- 
win-Williams’ Opex- Kem automo- 
tive finishes in the South has been 





announced by E. W. Windsor, man- 
ager of the automotive sales divi- 
sion. 

John Smith Comer, formerly 
manager of the southern zone, will 
be manager of the new Atlantic 
Coast zone. Rex C. Hall, who has 
been handling a four- state terri- 
tory, will be in charge of the new 
mid-south zone. 

* + * 


2 Regional Appointments 


Announced by MoPar 


Appointment of Melvin J. Teach- 
out as Charlotte (N. C.) regional 
manager of Chrysler Corp.’s MoPar 





M. J. Teachout John P. Smith 


division has been announced by s. | 
J. Wall, director of sales. 
Teachout, who had been a special 


sales representative since 1949, suc- | 


ceeds John P. Smith, who was 
named Chicago regional manager. 
| Smith succeeds Roy W. McAda, 
who was appointed sales supervi- 
sor of western regions. 
* 


|U. S. Rubber Names Manser 


|Commodity Sales Manager 
| George E. Manser jr. has been 





| appointed commodity sales manager | . 


| of automotive coated fabrics for 
U. S. Rubber Co., 
the company an- 
nounced. He will 
make his head- 
quarters in the 
New Center 
Building, Detroit. 
In his new posi- 
tion, Manser will 
be responsible for 
sales and new de- 
velopments in 
og plastics and fab- 

G. E. Manser Jr. rics designed for 
automotive applications. Manser 
started with U. S. Rubber in 1926, 
and since 1936 has been selling au- 
tomotive coated fabrics in Detroit. 


|L. A. Young Names Robins 
Director of Marketing 


Russell _B. Robins has been ap- 








The Double Lip means 
EXTRA STRENGTH 


Bower design means built-in ruggedness, 


with positive roll retention, reduced noise, 
less wear. Fine tolerances mean easy instal- 


lation and long, trouble-free service life. 


Bower manufacturing Quality is brought to 
you by dependable Federal-Mogul Service! 


Ath: Your Pedowal- Mogul Jobber 


gtARIng 


7, 


Sepy\c® 





FEDERAL-MOGUL 
SERVICE 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


keeps rollers 








The Bower double-lip design 


aligned and adds 


strength! Bower bearings ab- 





sorb the occasional thrust 
loads that cause failure of 


ordinary roller bearings. 


a 


Also: Famous Spher-O-Honed tapered roller bearings; journal roller assemblies. 


pointed director of marketing and 
merchandising of L. A. Young 
Spring & Wire 
Corp. according 
to N. D. Ely, pres- 
ident. 

Robins former- 
ly had been as- 
sociated with the 
tractor and im- 
plement division 
of Ford Motor 
Co. as assistant 
general sales 
manager. 

Prior to that he 





R. B. Robins 
was a vice-president of Jam Handy 
Organization and merchandising 
manager of Ralston Purina Co., St. 
Louis. 


H-P-M Appoints Powell 


To Head Divisional Sales 


Hydraulic Press Mfg. Co., Mount 
Gilead, O., has announced the ap- 
pointment of R. W. Powell as gen- 
eral sales man- 
ager of the ma- 
chinery division, 
which includes 
| the metal work- 
ing and process 
| Press division, the 
plastics machin- 
ery division and 
\the die casting 
machinery divi- 
sion. 

For 18 years, 
Powell has been 
associated with H-P-M in various 
executive capacities. Since 1949, he 
has been sales manager of the plas- 
tics machinery division. 

* - * 


McFaddin to ICT Discount 


Jerry A. McFaddin, vice-presi- 
dent and regional manager of Pa- 
cific Finance Corp., has been named 
president of ICT Discount Corp., 
Dallas, according to Ben Jack 
Cage, ICT board chairman. Mc- 
Faddin joined Pacific Finance in 
1947. 





R. W. Powell 


* * * 
United Motors Promotes 


Traviesas to Service Chief 


John J. Traviesas, assistant gen- 
eral service manager for the United 
‘Motors Service division of General 
Motors since 1951, 
has been ap- 
pointed general 
service manager, 
according to V. A. 
Dupy, general 
sales manager. 
Traviesas suc- 
ceeds C. E. Rein- 
hardt, who has 
retired after 22 
years with United 
F Motors, the past 
J. J. Traviesas 13 as general 
service manager. A. M. Krisker, 
former service manager in the 
Cleveland zone, has been promoted 
to assistant general service man- 
ager. 
Traviesas started with the com- 


pany in 1931 in the New York zone. 
* * * 


Wilkening Mfg. Names 


Four as Sales Aides 


Appointment of four assistant 
sales managers has been an- 
nounced by R. W. Doherty, sales 
manager of the replacement di- 

| vision of Wilkening Mfg. Co., 

| Philadelphia. They are: 

| William C. Demme, who had 

| been assistant to the sales man- 
ager since 1949; Frank S. Parker 
jr, former division manager; 
Irvin L. Buntin, former division 
manager in the Middlewest, and 
Leslie L. Bobo, former division 
manager. 





Fisk Joins Spencer Mfg. 


As Sales Manager 


Leon W. Fisk has been appointed 
sales manager of Spencer Mfg. Co. 
| of Ohio, accord- 
ing to H. A. War- 
| burton jr., execu- 
itive vice - presi- 
| dent. 
| With headquar- 
| ters in Cleveland, 
Fisk will direct 
the sale and dis- 
tribution of the 
company’s axles 
j}and drive shafts 
| for the automo- : 
| tive, trucking and L. W. Fisk 
earth-moving equipment industries. 

He formerly was sales manager 
of the replacement parts division 
|of Flexonic Corp., Chicago. 
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Country Gentleman 


THE MAGAZINE FOR BETTER FARMING 


OCTOBER 1954: 15¢ 


Important 
Message 
i to You 
| (Page 30) 
New! Special 


Washington 
Letter to 


Your Area 
(Page 24) 


What's 
Ahead for 
Corn Prices? 
(Page 62) 


Are You a 
Good Wife? 
Husband? 


(Page 92) 





WHY ARE WE CHANGING THIS MAGAZINE’S 
101-YEAR-OLD NAME? 


American farming is changing, and Country Gentleman is _farmers—to help more farm families translate the rewards 


i changing with it. of better farming into better farm living. 

| Today, top farmers are producing twice as much per So, beginning with the January issue, the name and 
man, twice as much per acre as average farmers. They aim of Country Gentleman become one— Better Farming. 
live twice as well, buy twice as much. Better farming on more farms—more sales to more 


Our editorial aim is to help more farmers become better prosperous farmers . . . that’s what Better Farming means! 


Starting in January-Country Gentleman is changing its name to 


ou. Detter Farming 











GRAIN TRAILER — The Champion is a 
light-weight trailer which in its tandem 
f form can carry more than 54,000 pounds 
} of net payload. Also available is a single- 
axle unit which can carry 36,000 pounds. 
Standard lengths for both are 26 to 36 
| feet. Dorsey Trailers, 401 Hickman, Elba, 
| Alc. 
| * * 
| Hoist for Fifth Wheel 


| Described in Folder 

A folder featuring the Big Ben 
} fifth-wheel carrier hoist has been 
! prepared by H. S. Watson Co., 1316 
| 
| 


* 


Sixty-seventh St., Emeryville, Calif. 

Illustrations show how this 15,000- 

} pound hydraulic lift is attached and 

operated for recovery of disabled 
trucks. 





TRUCK MUFFLERS—The TD (Tough Duty) 
line for heavy gasoline and diesel trucks 
consists of mufflers for more 
makes. The mufflers are said to give quiet 
performance through the use of tuning 
chambers which filter out high-frequency 
noises and modify low-frequency tones. 
The aluminized steel is said to withstand 
1,250 degrees of heat. Pratt Industries, 
Inc., 1600 S. Ashland Ave., Chicago 8, Wl. 

* 


Walker Adds Tripod 


To Line of Jacks 


Walker Mfg. Co. of Wisconsin, 
Racine, Wis., has added a ratchet- 





action tripod bumper jack to its 


line of car jacks. 


The Walker No. 600 has a uni- 


versal lifting hook and folds com- 


pactly for storage. 
+ + * 





than 25 
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NEW PRODUCTS 


cleaner, complete in one package, 
has been put on the market by 
Cristy Chemical Corp., 21 Putnam, 
Worcester, Mass. 

The 18-ounce cannister contains 
a cleaner and a neutralizer. Accord- 
ing to the firm, the cleaner dis- 
solves rust and grease and requires 
no reverse flushing, thus relieving 
overheating and lengthening radi- 
ator life. 





HEATER - DEFROSTER — The ED-90 fea- 
tures a built-in defroster blower; con- 
trolled summer .comfort; balanced heat 
distribution, and pressurized heating and 
ventilating when set for fresh air. Evans 
Products Co., 13101 Eckles Road, Plym- 
outh, Mich. es Se 


Welding Pliers for Use 


With Auto Battery Power 


Spot welding and soldering pliers 
which work off any auto storage 
battery are being offered by Tip 
Top Electric Products Co., 1440 
Broadway, New York 18, N. Y. 

Called Weldall, the tool is said 
to weld and hard or soft solder all 
kinds of metals. A temperature of 
2,000 degrees Fahrenheit is gener- 
ated in the carbon electrodes, and 
no welding glasses are required. 

° * * * 





SAFETY BELT—Auto-Crat belts are made 
of high-tensile, abrasion resistant yarns 
to give wearing comfort and long life. 
They are also available in nylon. They 


are provided with specially designed floor, 


fittings for easy installation. Associated 
Suppliers Co., 2736 Clearwater, Los 
Angeles 39, Calif. 

* * 
Floor-Maintenance Units 


Publication of a two-color stuffer 
has been announced by Premier 
Co., 755 Woodlawn Ave., St. Paul, 
Minn., manufacturer of industrial 
and commercial floor-maintenance 
equipment. Specifications are given 
for heavy-duty cleaners, floor ma- 
chines and portable floor units. 

* * * 





§ said to provide higher braking efficiency, 


lems and easy 


| Eaton Mfg. Co., 700 E. 140th St., Cleve- 
| land, O. 


| Cooling System Cleaner 



















AIR BRAKE—This self-contained unit is 


freedom from anchor pin lubrication prob- 
relining. The chamber 
bracket is mounted on the brake spider, 
which allows the use of a short rigid 
camshaft, thus providing a compact unit. 


TRUCK SIGNAL—Model 3800 is a turn 
signal with a socket-type flasher unit, de- 
scribed as easily accessible for quick re- 
placement. The built-in fuse also is located 
within easy reach, says Griffin Lamp Co., 
Third & Sycamore, Homilton, oO. 


* * * 


Put Up in One Package 


An automotive cooling system 
ian 





INTERCITY COACH—The Road-Runner features picture windows, reclining seats, 


large underfloor luggage compartments and air suspension springs. It seats 37 


and is available with either gasoline or diesel engine. Interior headroom 
| 75% inches. Fitzjohn Co., Muskegon, Mich. 





HYDRA-MATIC TOOLS—This tool kit is 
designed for use on all Hydra-Matic trans- 
missions and contains impact sledge tool, 
front-band holding tool and spacing 
sleeve. Purpose of the kit is to unlock and 
remove jammed or ripped front planetary 
gears. Mel's Automatic Transmission Co., 
8140 New Utrecht Ave., Brooklyn, N. Y. 

eae ae 


Brake Catalog 


| 

| 

American Brake Shoe Co., 230 
| Park Ave., New York 17, N. Y., has 
| published its first complete catalog 
of the industrial parts produced in 
|its 11 divisions. Included are sec- 


tions on ferrous and non-ferrous | 
castings, bearing materials, sintered | 


metals, steel forgings, 
products, 


welding 
air compressors, indus- 


trial pumps and railroad products. | 
+ * * 


CHARGER CLIP—The Hippo-Clipp fea- 
tures an easy-to-grip handle spread com- 
bined with wider jaw spread than other 
makes, it is claimed. Open wide, the 
jaws span even the protruding battery 
terminal bolts. Each clip is supplied with 
a detachable copper lug for cable re- 
placement. Mueller Electric Co., 1553 E. 
Thirty-first St., Cleveland 14, O. 

> + £ 








REPAIR KIT—A fiberglass repair kit for | 


permanent emergency patches uses a 
Catalyst “C"’ and resin mixture as bond- 
ing agent. It works on metal, wood, fiber- 
glass, ceramics, glass and plastics. Narmco 


Calif. 


0 


UNIVERSAL JOINT SEAL—This synthetic 
rubber lip-type seal is designed for Spicer 
universal joints. The device is said to 
maintain seal contact under all universal 
joint operating conditions. Dana Corp., 
4100 Bennett Road, Toledo, O. 

+ * 





Martin-Senour Adds 


Refinishing Product 


A lacquer product, which is said 
to cut labor and material costs, has 
been announced by Martin-Senour 
Co., 2530 S. Quarry St., Chicago, II. 
| Called Color-Solv, it was devel- 
joped for refinishing, panel or 

















fender spraying or spot repairing. 

William M. Stuart, Martin-Senour 
president, said an average-size car 
could get a factory finish with one 
gallon of lacquer color reduced | 
with only two to three quarts of 
Color Solv. This can be done in two 
coats, providing the same film 
thickness as the usual four or five- 


coat application, he said. 
s a C2 * 


TRUCK, BUS WASHER —The Blackhall 
Multi-Lane Washer operates by pushbut- 
ton selector switch which steers the self- 
contained unit to the desired lane. As a 


bus is driven through, an electric eye 
sets the washer in motion. The unit can 
| be used where maneuvering space does 
| not permit large-volume washing of trucks 
and buses. Gleason Reel Corp., 740 N. 
Plankinton Ave., Milwaukee 3, Wis. 

a 


Wiper Is Marketed 


| A light-weight, disposable non- 
woven fabric, stressing durability 
and economy as a replacement for 
more expensive cheesecloth, mill 
ends and lintless towels, has been 
| placed on the market by Leshner 
Corp., Hamilton, O. The new ma- 
terial is called Leshner Downy Soft 
Wipers. 


DOOR EDGE PROTECTOR—Applied to 
door edges, Snap-Trim seals the chips and 


| is said to adhere permanently as a pro- | * s « 


tection against future damage. It is fur- | 
nished in kit form containing two 32-inch | 
strips of Snap-Trim, cutting file and direc- 
tions. Snap-Trim Co., P. O. Drawer 1235, 
Jacksonville, Fla. 


Radiator F tow Chart 


A radiator water-flow chart is 
available free from Inland Mfg. 
Co., 1108 Jackson St.,. Omaha, 
Neb. The chart lists the gravity 
water flow in gallons per minute 
for 1941-54 models of all makes. 


* * * 








AND FRONT 


TRUCK GUIDE—This chart, which meas- 
ures three by 12 inches, is offered truck 
and fleet owners interested in decal signs 
for their vehicles. The checker guide is 
temporarily attached to the truck and 
each perspective is photographed. The 
prints are then sent to the manufacturer 
with a built-in guide that can be trans- 
lated into the dimensions of the sign 
required. Meyercord Co., 5323 W. Lake 
St., Chicago 44, Ill. 

7 a 





Heavy-Duty Flooring 
A new “packaged unit” heavy- 


CAR MIRROR—The Sabrejet No. 56 fits| duty flooring has been announced 





| on straight or curved surfaces and fea- 
j|tures a 44-inch offset round head, thus 
reflecting a wider area. The head can be 


by United Laboratories, Inc., 16801 
Euclid Ave., Cleveland 12, O. Called 
Steel-Rock, the new flooring com- 





Mfg. Co., 930 Grape St., San Diego, | is also available in gold polished plate 


| Canal Place, New York 51, N. Y. 


adjusted to any desired angle. The mirror bines a heavy steel mesh and 
special filler as a complete unit for 


surfacing floors subjected to extra- 
tough abuse. 


-~ + * . 


and nonglare glass. Supersite Corp., 384 








ALL-ALUMINUM CARPORT—The Kawport features a canopy composed of fixed 
W-shaped louvers giving a series of protected openings for ventilation. The louvers, 
which allow the passage of air and light, form a network of channels which handle 
rain as fast as 10 inches per hour and a snow load as heavy as two tons. The perm- 
alumitite finish of the aluminum eliminates painting and other maintenance re- 
quirements. Kawneer Co., 714 N. Front St., Niles, Mich. 
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Highways & Safety ope 


Driver Ability Placed 
A bove Speed Laws 


By Gerhardt Neumann 
Staff Writer 

= competence is more im- 
portant than speed limit regu- 
lations, according to Franklin M. 
Kreml, director 
of the North- 
western Uni- 
versity Traffic 

Institute. 
Addressing a} 
three-day safety 
clinic for news- 
papermen, Kreml 

declared: 


“After 20 years of favoring the 
reasonable-speed law theory, I now 
think we have got to come to a 
top speed limit. | 

“But driver competence,” he 
continued, “is much more im- 
portant than speed. The condi- 
tion and training of the man 
behind the wheel can be im- 
proved, and one way is through 





stricter licensing procedure.” i 





Kreml listed four reasons for'| 
doing a thorough safety job: 

1. Sheer economy to cut down on | 
the $7 billion the nation pays an- | 
nually for traffic accidents. He said | 
that loss can be cut down to $3.5) 
billion, “if public officials would get | 
to work.” 

2. Social reasons demand the} 
elimination of slum areas which, | 
according to Kreml, have been 
created by lack of Government 
planning. | 

3. Effect on strength and welfare | 
of the U. S. During World War II, 
Krem]! said, with a 35-mile speed | 
limit, enough men between 18 and | 
55 were killed or crippled in acci- | 
dents to form 12 infantry divisions. | 

4. Political reasons. Lack of traf- 


New Book Takes 
Optimistic View 
On Parking Tangle 


“The complex nature of the traf- | 
fic problem has too often discour- | 
aged city officials who should real- | 
ize that—given time and patience— | 
there is a solution to virtually ev- | 
ery situation affecting the move-| 
ment of people and goods.” 

This optimistic view is taken in| 
a new book, “The City Fights | 
Back,” written for the Urban Land | 
Institute by Hal Burton and pub-| 
lished by Citadel Press, New York. 


The study, which gives a synop- 
sis of the pressing problems beset- | 
ting every American city today, is | 
mainly concerned with the solu- | 
tions already adopted to eliminate | 
blight, traffic congestion and other | 
urban evils, without taking a stand | 
on the final solution. 

Expressways are analyzed in the 
light of the experience in a num- 
ber of cities, and the question 
whether they will fulfill their 
promise depends, according to the 
author, “on how they are designed, | 
where they are located, and what | 
provision is made for handling cars | 
once off the freeway and entangled | 
in the streets below.” 

The author seems to lean heavily 
toward public transportation as a 
means of disentangling the urban 
mess. 

“Public transportation,” he says, | 
“is more important than broad 
highways, expressways and off- 
street parking facilities. Both are | 
desirable to keep downtown 
healthy, but the rarest diamond of | 
them all is public transportation— | 
the rarest and most often ignored.” | 
—G. N. 


* * * 








Ky. Troopers, in First Half, 


Spend 181,022 Hrs. on Patrol | 


Kentucky state police reported 
they spend 181,022 hours on traffic 
patrol during the first half of the 
year. Officers spent 9,157 hours in- 
vestigating 4,845 accidents and 
made 1,439 arrests. Trooper miles 
for all types of patrol totaled 
2,736,442. 

There were 23,444 traffic arrests, 
61,647 warnings and 19,354 convic- 
tions. Fines amounted to $442,590. 





fic law enforcement fosters law- 
lessness in young people. 
+ * * 


Driver Training Results 
ANCtaEn speaker, Forest R. 
Noffsinger, educational consult- 
ant for the institute, analyzed the 
results of driver training 
schools. 
He cited two surveys which in- 
dicate that high-school trained 


drivers are more careful than un-| 


trained motorists. 


In Cleveland, comparisons 
showed that 1,880 trained stu- 
dents had less than half as many 
accidents as 1,372 untrained teen- 
agers, he said. 

A total of 1,093 drivers were 
studied in Delaware. Warnings 
were issued to 16 percent of the 
trained and 22 percent of the un- 
trained; there were accidents for 
16 and 23 percent, respectively; 


in | 
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| arrests for 20 and 25, and license; strated that the toll facility is 


suspensions for 0.5 and 1.6. 


| * * + 

AAA Plugs Freeways 
HE New York State Automobile 
Assn. has adopted a four-point 


| highway platform which embodies | 


‘Gen. Clay to Head 


the following planks: 

1. Approval of the bond issue 

recommended by the Temporary 

Highway Finance Commission to 
provide funds as part of a $2 bil- 
| lion, seven-year highway construc- 
tion program. 
| 2. Enactment of a two-cent in- 
| crease in the state gasoline tax and 
three cents on diesel oil to finance 
the bond issue. 

8. Enactment of an amend- 
ment providing that all funds 
collected from the increased fuel 
taxes be earmarked exclusively 
for highway construction. 

4. Reexamination of the state’s 
|highway policies to the end that 
| tolls be eliminated as a method of 
financing highway improvement 
and building and that highways be 
financed from revenue derived 
from taxation. 

The American Automobile Assn. 
has always been opposed to toll 
roads, but has relented in recent 
years. It now takes the position 
that “no toll project should be 
authorized unless it be demon- 








essential from the viewpoint of 
public convenience and necessity 
and that there is no possible way 
in which it may be constructed out 
of tax programs or by some 
method of borrowing.” 


Road Committee 


Gen. Lucius D. Clay has been 
appointed chairman of an advisory 
committee on state-Federal prob- 
lems connected with putting into 
effect President Eisenhower’s pro- 
posal calling for $50 billion for 
highway improvements over a 10- 
year period. 

A White House spokesman told 
the National Highway Users Con- 
ference that the committee would 
be composed of five or six mem- 
bers, drawn from such groups as 
“organized labor, banking and the 
construction fields.” It was not in- 
dicated when the full committee 
membership will be appointed. 

The resources of the Bureau of 
the Budget and the Bureau of Pub- 
ic Roads will be placed at the dis- 
posal of the committee, which will 
report back to the President before 
the next session of Congress. 


The committee members, includ- 
ing Gen. Clay, will serve without 
pay, the spokesman said. 

The committee will work closely 
with the Governors’ Conference 
committee, which also is making 
a survey in regard to the Presi- 
dent’s proposal. 

Gen. Clay, under whose orders 
the Berlin air lift was carried out, 
is now chairman of Continental 
Can Co. 


* * * 


Toll Roads Find 
No Favor in 


South Carolina 


South Carolina’s highway system 
will be greatly improved without 
resorting to the use of toll roads, 
according to Claude R. McMillan, 
chief highway commissioner. 

“We are glad,” McMillan said, 
“that we have no need for costly 
fenced-off turnpikes such as there 
are in Pennsylvania, New Jersey. 
and New York. 

McMillan termed the turnpikes 
“monopolistic” and asserted they 
cost the traveling public exorbitant 
amounts of money but serve only 
a limited number of people. 
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How E-Z-Eve helps protect you and your drivers 


Nagging glare of sky and sun can make your 
drivers eye-weary. And vulnerable to acci- 





SEE THIS TEST RIGHT AT YOUR DESK 


Prove to yourself the great difference in solar heat transmission between 
ordinary untinted windshields and windows and E-Z-Eye. Ask for a 
radiometer demonstration right at your desk. Write: Dept. 56104, 
Libbey-Owens-Ford Glass Company, 608 Madison Ave., Toledo 3, Ohio. 


E-Z-EYE SAFETY PLATE 


“Reduceo Glare, Eyestiain, Sun feat 


with the shaded windshield 


dents. 


Isn’t it good business sense to specify a 
windshield of glare-reducing E-Z-Eyve Safety 


Plate Glass in the next truck 


you buy? 


E-Z-Eye also helps keep solar radiation 
from pouring through the windows and heat- 
ing the cab like an oven. So it also makes 
sense to have E-Z-Eye in the side windows. 

The protection it gives you is worth far 
more than the slight additional cost. 


LIBBEY-OWENS-FORD GLASS CO. 
OHIO 


TOLEDO 3, 
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Dealer Doings 


The Dodge dealers’ advisory) of their rental and apartment prop- 
council for the Minneapolis region | erties. Virgil W. Spencer will con- 
has elected Robert Mulvaney, of | centrate on apartment manage- 
Billings, Mont., as chairman. | ment. 

The region includes Minnesota, | 
North Dakota, South Dakota and) 
parts of Wyoming, Montana, Iowa | 
and Wisconsin. 

+ 


* * * 


Hull, Spokane, Retires 
Hull-Rhodell Motors, Inc., Spo- 
kane, the second oldest DeSoto- 
“4 Plymouth dealership in the U.S., 
Indianapolis Dealers Name has undergone a partial change in 


Kuhn as New President ownership, due to the retirement of 


The Indianapolis Chevrolet | has been acquired by Herman Rho- 
Dealers Assn. has elected Paul A. deli and W. A. Brown, officers of 
Kuhn as its new president. the firm. 

Abe Wides was named vice- -_ * * 
president, and Robert D. John- Jones Names Stalsmith 


son, secretary-treasurer. | Newly appointed used-car man- 
oo od aes : |ager for George R. Jones Co. 
Spencer-Lee Dealership | (Chrysler - Plymouth), Spokane, is 


° |Ralph Stalsmith, former salesman 
R. A. Hutchinson (right), Studebaker vice-president, and C. R. Weaver, his assistant, Goes Out of Business : 


| for Harms-Rofinot Chevrolet. 
observe loading of a boxed shipment of sub-assemblies and major components for oy an yo gg nang so . i 
1,200 heavy-duty trucks destined for India. They will be assembled by Hindustan ymouth), For cott, Kans., has | 
Motors, Ltd., Calcutta, and comprise one of the largest single Studebaker export|closed its doors. The firm was) Beach Chevrolet Expands 
orders ever manufactured in South Bend. A train of 100 freight cars was required to, founded in 1946. | Leo Adeeb, head of Beach Chev- 
haul the shipment to dockside in New York. Hindustan Motors is the Indian-owned Mr. and Mrs. J. Harry Lee aonl rolet Corp., Miami Beach, has an- 
Studebaker manufacturing assembly plant and distributorship. | devote their time to management! nounced plans for a $125,000 addi- 







Studebaker Shipment to India— 


A NEW 
GALION ALLSTEEL 


BODY AND HOIST 


THAT CARRIES UP TO 1,000 LBS. 
MORE PAYLOAD! 


With weight laws being strictly enforced, you'll 
find your customers enthusiastic about modern 


Galion Allsteel bodies that always carry MORE 
PAYLOAD. 


For example, the new lightweight, heavy duty 
12N-5 body, when used with Galion’s 7-inch twin 
telescopic hoist (Model 77353), possesses extra 
strength and affords up to a 1,000 lb. weight 
saving. It substitutes PAYLOAD for waste load. 


Body, with full box type construction, is avail- 


able in lengths to 14 ft. and capacities to 12 yds. 
Hoist has maximum payload capacity of 23 tons. 


Phone your Galion Allsteel distributor today. 
Ask him to help you to sell more dump bodies 
to your good truck customers. 





7-inch Twin Telescopic Hoist 
capacity up to 23 tons 


A GALION ALLSTEEL BODY COMPANY - GALION, OHIO 





Paul H. Hull, president. Ownership | 


tion, which will provide more than 
7,500 square feet of floor space for 
the service department and also 
increase new-car display space. 
J = . 

Casey, Riordan Buy Out 
Quincy (Mass.) Deal 

Joseph Casey, who has been gen- 
eral manager of Balise Motor Sales 
|Co., Springfield, Mass, since 1935, 
has left that position to take over 
his own Chevrolet dealership at 
Quincy, Mass. He is a partner in 
the venture with C. J. Riordan of 
| that city. The pair bought out the 
| President Chevrolet, Inc., but will 
| retain the concern’s name. 
Casey is being replaced as gen- 
| eral manager at Balise by Charles 
| H. Macaulay, former assistant gen- 
eral manager, and James Balise, 
| owner’s son. Macaulay has been 
with the agency since 1932, the last 
| five as assistant manager. 
| * > +. 


| Whyte Chevrolet Sells 
| 





Fleet to Cleveland Firm 


Whyte Chevrolet, Euclid, O., has 
| sold a fleet of cars to Drenik Dis- 
tributing, Inc., Cleveland, according 
to Al Poklar, sales manager of 
— a 


‘Stahan Gives Up Deal 


| D. W. Stahan, president of 
| Champion Motors, Inc., 501 Jack- 

son Bivd., Elkhart, Ind., is giving 
| up his Studebaker franchise and 
is liquidating his stock. He will 
continue to service cars and 
supply parts until Studebaker 
| corporation officials establish an- 

other dealership here. He will 
| continue his used-car lot at 320 
| East Jackson Blvd. 


* * * 


| Tinney Buys Out Maxson 
In Buffalo Dealership 


Maxson Cadillac- Pontiac Corp., 
Buffalo, has sold its business to 
Gilbert M. Tinney, the firm’s gen- 
| eral manager for two years. It is 
| the only Cadillac outlet in Buffalo. 

The name has been changed to 
Tinney Cadillac- Pontiac Corp. 
Chester J. Maxson jr. was the 
former president. 

7 o * 


Ostendorf Re-Elected 


George C. Ostendorf, Ostendorf 
Motor Car Co., Buffalo, has been 
reelected to the board of directors 
of the Main Street Assn. of 
Buffalo. 

e * ” 


| Mid West Sells Plymouths 


| To Budweiser Brewery 


| Mid West Motors (Dodge-Plym- 
;outh), 601 Truman Rd., Kansas 
City, has sold five Plymouth station 
| wagons to Anheuser-Busch Co., 
| brewer of Budweiser beer. 

The dealership arranged special 
| paint jobs, featuring Budweiser red, 
| Which was traditional on the old 
| horse-drawn Budweiser beer wag- 
ons. 

® * 


Grand Rapids to Get 


|Second Buick Outlet 


The second Buick dealership in 
Grand Rapids, Mich., will be open- 
ed Aug. 1 by C. Evan Johnson, 
president, and Jack B. DeVlieger, 
secretary-treasurer. 

Johnson-DeVlieger Buick, Inc., 
| will be located at 1535 N.E. Plain- 
| (Continued on Page 35, Col. 1) 


EASIEST Heater of All 





Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. | 
jockford, Ill. i 








OETAILS ON REQUEST 


1281 $0. CHEROKEE 
DENVER, COLORADO 


STEMAC 
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Dealer Doings 





(Continued from Page 34) 


field Ave., the present site of Steg-| firm. Albert H. Wagner is sales | 
man-Olsee Co. (Oldsmobile), which | manager. Department heads are | 
is moving to 1100 N.E. Plainfield. | Barney Templeton, used cars; Jack | 

Johnson formerly was sales man- | Baskett, service, and Dave Amsel, | 
ager of Steve Hicks, Inc., (Lincoln- | Parts. 
Mercury). aaa 


Taylor Pontiac Moves 

Tom Taylor Pontiac, Inc., Buffalo, | 
has leased the facilities of the A. | 
W. Julius dealership at 285 South- | 
side Parkway, a Chrysler-Plymouth | 
firm which is going out of business 
elected president of the Massa- | with the retirement of its owner, | 
chusetts Dodge Dealers Assn, Albert W. Julius. 

Others elected were George * * «* 
Pemstein, Worcester, vice-pres- | ° 
ident; Kenneth Reed, Arlington, | ‘ Studebaker to Tilke 

Tilke Motor Co., Yankton, S. D., 


t , and Sydney D, Gold- 
reasurer, and Sydney + has been named a Studebaker 


berg, East Boston, secretary. | 
Elected to the board were Wal- a A, Tilke is owner | 


lace Fleming, Marblehead; Fred «= % 
K Nati d Francis Fre- 
am, Nese, om ss Stauffer Honored 


dette, Gardner. 
Roy Stauffer, president of Scran- 


+ 


Bay State Dodge Dealers 
Elect Smith as President 


Myron Smith of Knox-Smith, 
Inc., Norwood, Mass., has been 
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| ton-Wilkes-Barre Chapter, National 
| Office Management Assn., for his 
| personal contribution to the com- 
| munity and industrial life of North- 
| eastern Pennsylvania. 

* * * 


Hoppas Promoted 

Promotion of Francis A, Hop- 
pas from salesman to sales man- 
ager of Uptown Motors (Chrysler- 
Plymouth), Denver, has been an- 
nounced by Frank C. Gumaer jr., 
general manager. 

* « * 


Zullo, Burke Team Up 
Zullo-Burke Motor Corp. has been 
named a Studebaker dealership in 


Port Washington, N. Y. The cor- 
poration will be managed by George 





Delivery Body— 


The new Universal Duravan parcel de- 
livery body is of all-steel, double-shell 
construction. The cargo area floor is tongue 
and grooved, oil-treated and water- 
proofed. The body is mounted on a Dodge 
forward-control chassis. 


Zullo, president, and Howard 
Burke, secretary-treasurer. | 
* *« @ | Reid, vice-president, and John F. 
Ford Honors Miller | Stecker, secretary-treasurer. 
e 7 * 
Bud Miller, Ford dealer in Mon- ‘ 
rovia, Calif. has received the 1953;  Obee Back with Eddy 


Ford Four-Letter award. 
* oo * 
Studebaker for L & R 


L & R Motor Sales, Inc., in Mor- 
gantown, W. Va., has received the 


Harlan Obee has returned to the 


| Staff of Bob Eddy Buick Co., To- 
| ledo. 
' + x * 


|  Chambers-Lazenby Fire 
The paint shop of Chambers- 


Ala., was destroyed by fire Apr. 22. 
The shop and an auto that was 
being painted were destroyed. No 
estimate of damage was made. 

Bd + * 


Rotary Elects Langford 
Verne W. Langford, co-owner 
of Snavely - Langford (Nash), 
Compton, Calif., has been elected 
— of the Compton Rotary 
ub. 


* * * 


Parker Handling GMC 


Parker GMC Truck Sales, Inc., 
1520 N. West St., Indianapolis, has 








* - 2 
Doba Names Henderson ton Chevrolet Sales, Inc., Scranton, | Studebaker franchise. Donald G. | 
award D. Henderson has been Pa., has been honored by the Scran- | Lazzelle jr., is president; Robert S.| Lazenby Motor Co., Monroeville, 


named service manager of Ted 
Doba Motor Sales, South Bend. 
+ * - 


Karp Motors Opens 
Karp Motors, new Dodge-Plym- 
outh dealership at Savannah, Ga., 
has opened for business. 
« cd * 


Williams Buys Deal 

Robert E. Williams, of Greenville, 
O., has purchased Steiner Chevrolet 
Sales, Bluffton, O., from Adam 
Steiner. Williams formerly was 
sales manager of Warren Chevrolet 
Co., Inc., Greenville. 

* * * 


Barnard Opens Lot 
Barnard Motors, Inc. (Cadillac- 
Oldsmobile), Portland, Ore. has 
added an outdoor showroom for 
used cars. 








* * * 


Carlson L-M Dealership 


Acquired by Lundahl 

Lundahl Motors, Inc., Moline, IIL. | 
has bought the assets of Carlson 
Lincoln-Mercury Sales, Moline, and 
is now the only Lincoln dealership 
in Rock Island County. The firm 
will continue to handle Mercury 
also. 

President of the new firm is 
Arthur J. Hinckley, who also is 
president of Art Hinckley, Inc., 
Rock Island, Ill., supplier of Sin- 
clair oil products. Mrs. Hinckley is 
vice-president, and Donald J. Lun- 
dahl, secretary-treasurer and gen- 
eral manager. Glenn Grinnel is 
service manager. 

~ ~ * 


Legion Elects Barker 
A. Ray Barker, Kaiser-Willys 
distributor, Albuquerque, N. M., 
has been elected commander of 
the Albuquerque Hugh A. Carlisle 
Post, American Legion. 
* * * 


Crane-Wagner Named 


Crane-Wagner has been selected 
as a Dodge-Plymouth dealership in | 
Burlingame, Calif. Harvey Crane, 
who had been with Dodge for 25) 
years, is general manager of the 


Dealers like it... spray men like it! 


... because Lion Nokorode is sprayed on thinner (1/16”), dries 
faster, lasts longer, goes farther ... Makes the whole operation from 
application. of pressure to the clean-up job easier, more economical. 
Nokorode is a concentrated, Uniform Undercar Sealer and Silencer 
that assures you of customer satisfaction ...and at the same time 
gives you 50% more undercoating jobs from every drum! 


AUTO 
TURNTABLES 


oo 
Manufactured by 
* 


Macton Machinery Co. 


OYKE LANE 
Stamford 2, 


Conn. 
Lien Oi1 Company 
Dept. AN-J 


Made under the process of U. S. Patent No. 2393774 Bi Dorado, Arkansas 


by 


LION OIL COMPANY 


EL DORADO, ARKANSAS 


Name 





Street 


City. 


Please send me free complete informatien abeut 
Lion NOKORODE, the quieker, easier, more 
economical Undercar Sealer and Sileneer. 


been appointed a GMC truck dealer- 
ship. Ceburn Parker is head of the 
new concern. 

+ * * 


Studebaker Names Peak 
Frank J. Peak, veteran auto deal- 


| er, has been selected as Studebaker 
dealer for Harbor Beach, Mich. The 


dealership will operate as Peck’s 
Sales & Service. 


Rios Gets Studebaker 
Santo Rio and his three sons 
have been granted Studebaker 
franchises in New Britain, Conn. 
The business operates as Rio Auto 
Body Co., Inc. 



















Made from start to finish 
and guaranteed by Lion 
Oil Company. For com- 
plete details about 
Nokorode and how you 
can increase undercoating 
profits, clip this coupon 
NOW, and mail to Lion 
Oil Company, El Dorado, 


Arkansas. 
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GAW Called ‘Fantastic’ 


Manufacturers Told Guaranteed Annual Wage 
Would Affect Prices, Output 


DETROIT.—“The CIO Auto 
Workers’ guaranteed annual wage 
drive is fantastic, but serious,” 
John C. McCurry, general manager 
of the Michigan Manufacturers 
Assn., told 200 MMA members. 


Speaking during a panel dis- 
cussion at MMA’s annual meet- 
ing here, McCurry said: 

“No other union demand has had 
embodied within it such far-reach- 
ing implications for union co-deter- 
mination with management of the 
latter’s traditional, I might say es- 
sential, functions.” 


would affect production, volume 


scheduling, plant size, capital in-| not be patternized. It’s future ef- | 
vestment, plant design, the trans-/ fects on costs, sales and produc- | 


fer of employes, company integra- 
tion, dealer relationships, supplier 
contracts, pricing, pensions, prod- 
uct diversification, financing prob- 
lems and employe vacations. 

Labeling the UAW’s top officers 
—Walter Reuther, Emil Mazey, 
Richard Gosser and John Living- 
ston—the “Four Horsemen of the 
Apocalypse,” McCurry declared 
they “desire ta change our basic 
economic system.” 


failure of the steel and rubber un- 
ions to get the GAW this year. 

| “It could well happen that the 
| UAW will run into trouble with the 
| big companies, and decide to go 
after the medium and small com- 
panies. 

| “A basic trouble with the guar- 
anteed annual wage is that it can- 


| tion cannot be predicted.” 


| Corp. has estimated that if the 

| GAW were in effect in 1937—a 

| year of some unemployment— 

| the firm’s total assets would have 

| disappeared before the year was 

| out. 

| He declared that GAW costs 
would range from 100 to 200 per- 

| cent of payroll. 

| Speaking at the same session, 


McCurry said that U. S. Steel | 


New Orleans Illicit Sales: 
Chevrolet, 108; Ford, 4 


NEW ORLEANS. — Unauthor- 
ized dealers here sold 133 new 
cars in August, 6 percent of the 
total of 2,083. 

Unauthorized sales by make 
were: Chevrolet, 108; Pontiac,7; 
Oldsmobile, 5; Ford, 4; Plymouth, 
| 45 Buick, 4, and Cadillac, 1. 
| 
| nual wage would result in contracts 
| being rewritten so that employes 
| with the most seniority would be 
| laid off first, since these workers 

would get the same money for less 
work. 

| Cooper also claimed that most 
| state laws would also have to be 
| revised so that unemployment com- 


He continued, “I’m convinced | Frank E. Cooper, general counsel | pensation could be paid to laid-off 


PREG 


toh pe et 2 


od Ee ee 


THEVISELVES 


McCurry declared that the GAW|they’re going ahead despite the| for MMA, said the guaranteed an-| workers who were getting com- 


pensation from their companies. He 
said that this is ordinarily permis- 
sible, now. 

He declared that the UAW is 
now trying to win over the bar- 
gaining table what it unsuccesfully 
tried to win in the Michigan House 
of Representatives by introducing 
H. B. 300, which would have 
doubled present unemployment 
benefits. 

Declaring that the GAW was 
suitable only in fields that were 
extremely stable, Cooper com- 
mented, “It’s only worked where 
the guarantee wasn’t demanded.” 

T. C. Cobb, executive assistant to 
the MMA general manager, de- 
clared that the UAW was emotion- 
ally and financially, preparing its 
members for an allout fight for the 
GAW. 

He said that although there has 
been a GAW in about 500 U. S. es- 
tablishments, employing about 61,- 
000 workers, none of the current 
GAW plans are acceptable to the 
UAW. 

The UAW, Cobb continued, will 
not accept plans that permit the 
transfer of workers to other jobs, 
that balance short work - weeks 
against long work weeks, that 

provide coverage for a part of the 
work force or that limit employer 
liability. 

“The union is interested in no 
clauses,” he asserted. 

He said that the UAW’s drive for 
the guaranteed annual wage is 
based on either irresponsible think- 

a a philosophy foreign to the 


—Jor CALLAHAN 


Texas Dealer 


Has Cool Crew 
|Of Mechanics 


| TYLER, Tex:—Mechanics at Oli- 
| ver Motor Co. (Oldsmobile) here 
| work in air-conditioned shop which 
| Keeps temperatures at an even 70 
degrees. 
| The firm says that comfortable 
| temperatures have stepped up effi- 
| ciency to the point where a back- 
| log of service work has been wiped 
| out. But business has increased. 
Since jobs can be given immediate 
attention, more and more custom- 
|}ers are bringing their work to 
| Oliver. 

In addition, the firm says, skilled 
| mechanics throughout the _ city 
have applied for jobs in the air- 
conditioned shop. 

Showrooms and offices had pre- 
| viously been air-conditioned at 
Oliver. Now, the service extends to 
| all repair areas and the parts de- 
| partment. 


plan that has any employer escape 


There were 490,356 owners of 
General Motors common and pre- 
ferred shares in the third quarter 
of 1954, compared with 493,710 in 
the second quarter and 493,258 in 
the third quarter last year. 

The 1954 third-quarter total in- 
cluded 461,364 owners of common 
shares, compared with 464,495 in 
the second quarter and 463,697 in 
the third quarter of 1953. 

There were 19,727 owners of the 
$5 series preferred shares and 9,265 
owners of the $3.75 series prefer- 
red in the third quarter of this 
year for a total of 28,992. This 
compared with 29,215 in the sec- 
ond quarter and 29,561 a year ago. 

* ” * 


Maremont Reports Increase 


In Sales, Net Income 


Maremont Automobile Products, 
Inc., has reported sales for the first 
six months totaling $10,984,536, an 
increase of $308,286 over the same 
period of 1953. 

Consolidated net income after 
taxes increased from $421,771 for 
the first half of 1953 to $424,147 for 
the first half of this year. 

* of * 


Gould-National Batteries 


Reports Drop in Earnings 


Gould-National Batteries, Inc., 
had net earnings of $627,394 in the 
quarter ended July 31, compared 
with $684,700 in the corresponding 
period last year, according to 
Albert H. Daggett, president. Sales 
totaled $14,876,828, compared with 
$15,009,633 in the same period last 
year. 
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Various Areas... 





Auto Market Reports 


Miami 
After a generally satisfactory 
August business, dealers in both 
new cars and used cars were dealt 
a severe blow by the weather dur- 
ing the first half or September. 


Although the hurricanes re- 
mained off the Florida coast, 
heavy rains put a damper on cus- 
tomer interest. 

New-car dealers are trying to 
push sales in hopes of clearing in- 
ventories before 1955 models are 
introduced.—(George S. Connell.) 


s * * 


South Georgia 


Drouth conditions in a wide area 
of South Georgia have had an ad- 
verse effect on sales and service. 


A great portion of the 108 
Georgia counties declared emer- 
gency areas are in the southern 
part of the state. The emergency 
rating makes farmers there eligi- 
ble for loans through the Farm- 
ers Home Administration. 

Since the economy of the majori- 
ty of these counties is based on 
agriculture, it means that money 
will not be available for the pur- 
chase of new cars and trucks. 

In some places, sales are off as 
much as 60 percent from last year. 
Service departments also are slack. 
—(Pauline Stephens.) 

* * x 


Pittsburgh 


Business in general in the Pitts- 
burgh area rose to the highest 
level in nearly three months in the 
week ended Sept. 18, according to 
the Bureau of Business Research 
of the University of Pittsburgh. 

New-car registrations showed 
a decided increase from the pre- 
ceding week, and bank clearings 
reflected a pronounced counter- 
seasonal gain, the bureau said. 

The bureau’s index of general 
business activity advanced from 
139.8 percent of the 1935-39 aver- 
age in the week ended Sept. 11 to 
149.4 in-the week ended Sept. 18.— 
(Leon M. Leffingwell.) 

* * * 


Columbus, O. 


New-car registrations in Colum- 
bus in the first 15 days of Septem- 
ber totaled 815, a decline of 20 per- 
cent from the same period of Au- 
gust, when 1,013 cars were regis- 
tered. 

New-truck registrations, how- 


AP Parts Buys 
4 West Coast | 
Muffler Firms 


TOLEDO.—AP Parts Corp. last 
week announced the purchase of | 
Belond Mfg. Corp. and Southern 
California Muffler Corp., both of | 
Culver City, Calif. 

Effective immediately, these two 
organizations will operate as whol- 
ly-owned subsidiaries of AP Parts, 
according to R. G. Rule, president. 
J. S. Belond, president of the sub- 
sidiaries, will manage those firms. 

AP Parts also announced the ac- 
quisition of the assets of Asco 
Bending & Mfg., Inc., and Mello- 
Tone Mufflers, Inc., both of Los 
Angeles. The manufacturing opera- 
tions of these firms will be merged 
with those of Belond Mfg. Co., Rule 
said. 

Rule said the purchases were ef- 
fected due to the rapid growth of 
the automotive service industry on 
the west coast, and the desirability 
of establishing manufacturing fa- 
cilities for factory duplicate type 
exhaust system parts. 

In keeping with AP’s policy of 
including in its line only exhaust 
system parts which are approved 
by car makers as original or op- 
tional equipment, Belond’s dual and 
header line for motor sports en- 
thusiasts will not be sold through 
the regular AP sales staff, accord- 
ing to O. A. Roeger, AP sales man- 
ager. 

Southern California Muffler Corp. 
will continue to distribute Belond 
merchandise through its existing 
nationwide sales force under the 
direction of Floyd J. Wheeler, sales 
manager, he said. 











ever, increased 57 percent in the Some new-car dealers said they 


same period for a total of 96, | had been hard-hit by advance pub- 


compared with 61 in the August 
period. 

First - half new-car registrations 
in September were: Ford, 207; 
Chevrolet, 204; Buick, 85; Pontiac, 
68; Oldsmobile, 59; Plymouth, 55; 
Mercury, 24; Studebaker, 20; 
Dodge, 16; Cadillac, 15; Chrysler, 
14; DeSoto, 14; Nash, 12; Hudson, 
7; Lincoln, 7; Packard, 5; Kaiser, 
1; Volkswagen, 1, and Willys, 1. 

New -truck registrations were: 
Chevrolet, 30; Ford, 21; GMC, 18; 
International, 14; Dodge, 7; Mack, 


licity on drastic model changes and 
early introduction of the ’55s. 

Although customers are able 
to get substantial discounts on 
most cars, dealers on the whole 
are not resorting to a razzle-daz- 
zle selling approach. One excep- 
tion, however, was an ad promis- 
ing a $300 tradein on “any car, 
horse or cow that can be led or 
driven.” 

The general eagerness to sell 
cars is being aided by a companion 
urge among finance companies to 


3; White, 2, and Reo, 1.— (Bert| lend money. Lower downpayments 


Strang.) 


Binghampton, N.Y. 
Auto dealers in Binghamton, N. 
Y., are putting on the pressure to 
clean up their new-car stocks and 
reduce used-car inventories in prep- 


are being accepted, and longer 
terms are being offered by many 
lenders.—(George E. Toles.) 

+ * 


- 
Memphis 
Business has been on the up- 
grade in used cars in Memphis re- 


aration for the new-model season. | cently, in contrast to much of the 





Pontiac for Bernhardt— 


Signing his Pontiac franchise for San 
Francisco is C. John Bernhardt (seated). 
Taking part in the transaction are Charles 
L. Keyes (left), assistant zone manager, 
and George D. Dennis, zone manager. 
Bernhardt is the new owner of the Herzog 
Pontiac dealership. 


year, and many lots have been able 
to move their inventory nicely. 


On the other hand, new cars 


87 


have had their rough days. Just 
now a number of firms are striving 
mightily to sell their remaining 
1954 automobiles before new mod- 
els arrive. 

All kinds of offers have been 
made on tradeins, reduced prices 
and various incentives. The tele- 
phone has been used extensively 
by salesmen who call and say: 
“We'll give you the best tradein 
you’ve ever heard of. Our com- 
pany’s got to sell 50 automobiles 
today!” .. 

In general, the sales picture is 
rather good in Memphis, though 
still highly competitive. Fords and 
Chevrolets continue to dominate 
sales—(Emmett Maum.) 

* + * 


Cleveland 


Vehicle sales in the Cleveland 
area rebounded in the week ended 
Sept. 18, with registrations of 1,196 
new cars and 1,481 used cars. 

In the previous week, short- 
ened by Labor Day, 972 new cars 
and 1,171 used cars were regis- 

tered. New-truck sales doubled 
the holiday-week figure at 108. 
The Federal Reserve Bank of 
Cleveland said totals for the year 
to date are running about even 
with 1953.—(Al Rothenberg.) 





1. Even the glamour gal expects topnotch 
performance from her car .. . 





3. But if you want her to spread the good 
word about you and your organization... 


© 1954, Ethy! Corporation, New York 17, N. Y. 


2. And if she doesn’t get 
you feel very unhappy. 





4. Look her right in the eye and tell her 
“Ethyl” gasoline will give her car 
full power. (Of course, the timing 
should be set for “‘Ethyl’’ gasoline. ) 


it, she can make 





ae 














Trend 


Marhet 


The overall price of used cars sold at wholesale auction last week 


increased Sl, according to the Automotive News’ index. 


The big increase was in 
Other models fared as follows: 
"50s, even; ‘49s, up SI; '1&s, off 82, * 
and ‘tis, off SI 

The rate of activity was up to 
7 percent from 68 percent the 
week before. At nine representa =e eons 
tive auctions last week, 1,291 cars 
were offered and 965 were sold. 


(ADILEAC 
CHENROLET 


Price miarhed sith oan mad 
cate aunit equipped with ar aL 
fomiaty rans? on 
drive and pp madieat 


sheerma 


RICHMOND, VA. 
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(The market seemed vers steady and 
bidding was active on all units. A vers 
com percentane ve irs out of 7 of 
ferings, was sold 


KULICK 


1954 models, up S13 from S1,85% to SI,871. 
1953s, off SI; “52s, off S7; 
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hoses r $430.4 be a Special Deluxe 4-dr. $37 CADILLAC ~ § 62) coupe, $3,120° ‘ps 
e $36 ~ PONTIAC 2 Chieftain (8) 4-dr., $3 52 (62) coupe, $2,345° (pa). '51 (60 
c ; y 100°, $1.955* go75e 0 Silver Streak Special 4-dr.. $1.710° (ps 48 (62) 4-dr a 
Seren my value ipe. $395*. "49 Silver Streal $640°; (61) 2-dr. $5908 
FORD sh ca a i 1s 8) 2-dr. $375° 47 Torre #) 2-dr | CHEVROLET-—'54 Bel Air 2-dr.. $1,585* 
a t 1 $F $1 5° be r ipe, $1 450°: 2-dr 
re 3 < o_a4p. STUDEBAKER 1 hampton 4-dr,|— . . — 
$1,07 2 Ma By 2 $4] i, $410* °50 Cham; 2-dr., $28 i>} Average Used-Car Prices. 
¢ ‘ 61 oupe, $250 
$610 $500, $540, $52 MISCELLANEOUS on Page 40 
s ‘ € $2* “ 
tor 8) 2 t $265, $ : $1,310°, $1,27 $1,155° 21 pe 
MERCURY © $4 DYER, IND. $1,195*: 2-dr., $1 2 SL Deluxe Bel 
NASH state ‘ 64004 er t> Auction. Sale every Frida r $1.075*: 4-dr. §875*, §s05° 1 SI 
a OLDSMOBILE 6 ‘ r ¢ Price re for sale Sept € KE ‘ ~ $50F $5* i 
5ls, up $3; . $ r $i a40° Sold 156 cars out of 219 offerings pe $4 os Deluxe b coupe 
s BUICK $ Super f& era $2.470° Spe- | $ $505° r Ie Ke 4-dr $4 ° 4% 
§ § t il I $2,395 RM 4-dr., $1-] F erosedan, $245 $222, $2 
$19 e. $454 - § 2 i 2 Sur $i | CHRYSLER 2 Windsor 4-dr $1 . 
PACKARD 1 r e $k55° $1.1 RM Rivier $1,2 | 1 NY 4 sco" Windsor at 
S ye° PLYMOUTH re Suburt Super 4-dr $855° SxH0* Super 4 pe, St i s 4 
I s i s s ~ 2 <2 ( Pawe 


: A Hew novi 


FRESH AIR HEATER 


and Detroster 


ective temperature control 


$ 50 f.0.b. Novi 
plus Federal 


Excise Tox 


with s e | 


CEM 


© net price 
to dealer 





FULL VISIBILITY .. . 
in ALL DIRECTIONS .. . 
in ALL KINDS of WEATHER 


... with complete ventilation 


under all driving conditions 


Our policy, of manufacturer-direct-to-dealer, makes practical this improved NOVI Heater- 
Defroster at this exceptionally low price. You can see from the design that it includes all of the 
features of the highest priced equipment of this type. Installed on Ford or Mercury cars, it pro- 
vides you with substantial additional trading margin in a competitive market—available for 


immediate delivery. 


NOVI EQUIPMENT CO. 
NOVI, MICHIGAN 
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$765°. '50 SL Deluxe 4-dr., $465; SL 
Special 2-dr., $430. ‘49 SL Deluxe club 


coupe, $365. 
CuRYSLER— ’561 Windsor club coupe, 
FORD—’54 Crest (8) Skyliner coupe, $1,- 
995. °53 Main (8) Ranch Wagon, $1,330; 
Crest (8) 4-dr., $1,300; Main (6) 2-dr., 
$1,070. '52 Main (8) 2-dr., $815. ‘51 
Custom (8) 2-dr., $715, $645, $615; Cus- 
tom (6) 2-dr., $610, $590, $580, $525. '50 
Custom (8) 2-dr., $535, $465, $380. °49 
Custom (8) 2-dr., $305, $265, $215. 
MERCURY—’50 club coupe, $460*. 
NASH—’51 Statesman 4-dr., $400*. 
OLDSMOBILE—’53 (88) Super 4-dr., $1,- 
875* (ps), $1,790; club coupe, $1,840°; 
(98) 4-dr., $1,850°; (88) 4-dr., $1,415. 
"62 (98) 4-dr., $1,360°. ‘50 (88) club 
coupe, $450. 48 (78) 4-dr., $300°. 
PACKARD—’51 Mayfair club coupe, $855*. 
PLYMOUTH — '53 Cambridge Suburban, 
$1,265; Cranbrook Savoy, $865. '51 Cran- 
brook club coupe, $525; 4-dr., $455. 





$750*. ‘50 Super Riviera 4-dr., $585*; 
rs 1 4-dr., $535. 48 RM 4-dr., $195. 

CADILLAO—’49 (62) 4-dr., $770*. 

CHEVROLET—’53 Bel Air 2-dr., $1,275*, 
$1,275; (210) 2-dr., $1,040. '51 SL De- 
luxe 4-dr., $690*; 2-dr., $580; Bel Air, 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or over- 
drive, and (ps) indicates power 
steering. 


RICHMOND, VA. 


(Ryan Auto Auctions, Inc. Sale every 
Wednesday. Prices are for sale of Sept. 
22.) 
' (Prices were extremely high on clean 
units, with rough stuff off. Buyers an- 
a drop in wholesale pending 
19565 models, Sold 18 cars out of 35 of- 


ferings.) 
—'54 Bel Air 4-dr., $1,840; 

coupe, $1,760; %-ton pickup, $1,000. '53 
(150) 2-dr., $945. '52 SL Deluxe 4-dr., Be 
$640. °50 SL Deluxe 2-dr., . oe 

"51 Custom coupe, . sb 
FORD—’54 Custom (8) 4-dr., $1,775; 
ton pickup, $1,135. ’51 Custom (8) Vic- = “s 
toria, $900*; 2-dr., $730. '49 Custom (8) Loe eee 
4-dr., $380. ’46 Deluxe (8) 2-dr., $165. ciety tome 

—'54 Super Jet sedan 250° a 


» $1, . 
’53 Manhattan 4-dr., $1,100*. ’51 
4-dr., $380. 
N I—’51 Rambler conv., $525. 


PONTIAC—'50 Silver Streak (8) sedan, 
$570. °48 Torpedo (8) station wagon, 


90. 
EBAKER —'53 Commander coupe, ee 
$1,400". Pee a 
CHICAGO , a 
(Arena Auto Auction. Sale every Tues- 
day, Prices are for sale of Sept. 21.) 
(Sold 197 cars out of 337 offerings.) 

BUICK — ’'54 RM Piviera 2-dr., $2,875* 

(ps); Super Riviera 2-dr., $2,815* (ps), : 
$2,470* (ps); Ceniury 4-dr., $2,475* he 
(ps); Riviera 2-dr., $2,410*. °53 RM ws 

. Skylark Sports coupe, $2,325* (ps); Super 
Riviera 2-dr., $1,875* (ps), $1,730*. '52 
Super Riviera 2-dr., $1,295*%; 4-dr., 
$1,175*; conv., $1,115*. 

CADILLAC—’54 (62) coupe deVille, $4,575* 

(ps), $4,400* (ps); conv., $4,450* (ps); 

4-dr., $4,000* (ps). ’53 (62) coupe, $3,- 

200* (ps); 4-dr., $3,000* (ps), $2,785* 

(ps), $2,765* (ps). ’52 (62) 4-dr., $1,- . F 

935*, $1,900°. ee 4 

ILET—’54 (210) 2-dr., $1,455. '53 % 
Bel Air 2-dr., $1,235; conv., $1,200; ~ 
(210) 4-dr., $1,205*%, $1,150*; 2-dr., os ‘ 

$1,175, $1,155*; (150) 2-dr., $800, $795. ; : 
52 SL Deluxe 4-dr., $755*; SL Special a5 z 
2-dr., $770. '51 FL Deluxe 4-dr., $605; oy 
SL Special 4-dr., $395. "50 FL Deluxe 
2-dr., 505%. '47 FM 4-dr., $175. 

OCHRYSLER — '54 Windsor Newport, 
$1,955*; 4-dr., '$1,625*, $1,600*. °52 Im- 
perial 4-dr., $1,050* (ps). °51 Windsor 
Newport, $720*. '50 Windsor Newport, 
$585*; 4-dr., $550*; 4-dr., 
$515*; °49 NY 4-dr., 

DeSOTO—'50 Custom club coupe, $415*. 

DODGE—’53 Coronet Diplomat, $1,240*; 
2-dr., $1,110*; Meadowbrook 2-dr., 
$880*. °52 Wayfarer 2-dr., $490, $375. 
"51 Coronet 4-dr., $610*, $550*; club 

; coupe, $575*. 

FORD—’54 Crest (8) Victoria, $1,810*. 
"53 Custom (8) 2-dr., $1,450; conv., 
$1,350*; 4-dr., 2 at $1,180. , 
(8) Ranch Wagon, $1,290*, ; ae eee 
2-dr., $830; Crest (8) Victoria, $1,180*; meee? F 
Custom (8) 4-dr., $880*. '51 Custom (8) i 
2-dr., $590*, $530; 4-dr., $550, $495*. 
"50 Deluxe (8) 2-dr., $385. 

HUDSON — ‘53 Hornet 4-dr., $1,335*, 
$1,330*; Wasp 4-dr., $1,115. °51 Pace- 

maker 4-dr., $400, $340. '49 Pacemaker 

KAISER—’51 4-dr., $325, . 

LINCOLN—’53 Capri coupe, $2,280* (ps). 
"49 2-dr., : 

MERCURY—’54 Monterey coupe, $2,525* 
(ps). °53 Monterey coupe, $1,865*; 4-dr., 
$1,600*, $1,350. '52 Sport coupe, 2 at 
$1,195*, $1,005*. °51 2-dr., $735*, $600; 

; 4-dr., $730*. °50 2-dr., $530*, $500*. 

_ NASH — °53 Ambassador 4-dr., $1,295*, 
$1,190*; Rambler station wagon, $1,030*. 
‘52 Statesman 4-dr., $945; Rambler sta- 
tion wagon, $740. ‘51 Statesman 4-dr., 
$485*, $445. °49 (600) 2-dr., $110. 

OBILE—’54 (98) Holiday, $3,185* 
(ps), $2,950* (ps); (88) Holiday, $2,840* 
(ps), $2,545*, $2,500*; 4-dr., $2,200*; 
Super 4-dr., $2,440*. ‘53 (88) 4-dr., 
$1,890* (ps). '52 (88) Holiday, $1,430*; 
(98) 4-dr., $1,425* (ps), $1,400* (ps), 


if $1,250*. 
_ PACKARD—'53 (200) 2-dr., $1,450*; 4-dr., 
' $1,295°. 
|. PLYMOUTH—’54 Belvedere conv., $1,800*. 
"53 Cranbrook Belvedere, $1,180; Cam- 
bridge 4-dr., $610. °51 Concord Subur- 
ban, $710; Cranbrook 4-dr., $500, $395. 
© — '54 Chieftan (8) Catalina, 
$2,285*; conv., $2,015* (ps). °53 Chief- 
tain (8) Catalina, $1,845*, $1,805*; 4-dr., 
$1,395*; conv., $1,385*; Chieftain (6) 
2-dr., $1,105. °52 Chieftain (8) 


ER — ‘54 Commander club 
coupe, $1,525. "53 Champion 4-dr., $815, 
$790. '52 Commander club coupe, $700*. 
‘51 Commander club coupe, $500*; 4-dr., 


NEOUS — °52 Jaguar 
$1,500; Hillman Minx sedan, $260. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Pri for sale of Sept. 21.) 












oy 





4-dr., 


sedan, 


2-dr., $1,465*, $1,215°; 


Special 4-dr., $815°*, 


Special Deluxe 4-dr., $375. 


PONTIAC — '52 Chieftain (8) 4-dr., $1,- 
treak 


100*, $1,055°, $975*. ‘50 Silver 8 
(8) club coupe, $395*. '49 Silver Streak 
(8) 2-dr., $375*. °47 Torpedo (8) 2-dr., 


STUDEBAKER—’51 Champion 4-dr., 


$410*. °50 Champion 2-dr., $285; club 
coupe, $250. 
jUS—'52 Henry J (4) 2-dr., 


$285. 
DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 


Prices are for sale of Sept. 17.) 


(Sold 156 cars out of 219 offerings.) 


BUICK—’'54 Super Riviera, $2,470*; Spe- 


cial Riviera, $2,395*. ‘53 RM 4-dr., $1,- 
325* (ps). ‘52 Super. Riviera, $1,345*, 
$1,140; RM Riviera, $1,255* (ps). ‘51 
Super 4-dr., $865*, $860*. ‘50 Super 4- 
dr., $645*, $545*, *; Special 4-dr., 
$500*. '48 Super 2-dr., $200. 





CHRYSLER—’52 Windso 


CADILLAC—'53 (62) coupe, $3,120° (ps). 


"52 (62) coupe, $2,345* (ps). ’51 (60 
Special 4-dr., $1,710* (ps). '48 (62) sar. 
$640*; (61) 2-dr. °. 


Y —'54 ‘Bel Air 2-dr., $1,585°, 
$1,575*. °53 Bel Air coupe, $1,450*; 2-dr., 


Average Used-Car Prices, 
on Page 40 


$1,310*, $1,275, $1,155*; (210) coupe, 
$1,195*; 2-dr., $1,035. ’°52 SL Deluxe Bel 
Air, $1,075*; 4-dr., $875*, $805*. '51 SL 
Deluxe 2-dr., $615*, $595, $585; club 
coupe, $465. '50 SL Deluxe club coupe, 
, $505*; FL Deluxe 4-dr., $410°. '48 
FL Aerosedan, $245, $222, $215. 
4-dr., $1,005*. 
‘51 NY 4-dr., $890*. 
coupe, $605. 
Windsor 4-dr., $215. 
(Continued on Page 39, Col. 1) 










Sea 
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‘52 Statesman ¢-dr., $890*. ‘51 States-| 170°, $1,015*. 52 Champion 4-dr., $665*. $680*. '50 RM 4-dr., $520*; Special 
. j ., $375°. 51 Commander 2-dr., $480*; Champion] 2-dr., $460*, $440. 49 Super 2-dr., $240* 
OLDSMOBILE — '53 (98) 4-dr., $1,890°;| _ 4-4r., $425. '50 Champion 2-dr., $275*.| ‘47 Super conv., $150 ; 7 
se '- ar uc ion rices (88) 2-dr., $1,455*. '52 (98) 4-dr.. $1,.| WILLYS—'50 (4) station wagon, $460. '49| CADILLAG—'54 (62) cou 4,400* : 
445°; (88) 4-dr., $1,360*. '51 (98) 4-dr., (6) Jeepster, $205*. 4-dr., $4,250* (ps) el ved ’ 4-dr. i 
$875*. '50 (98) 4-dr., $700*; (88) 2-dr., | MISCELLANEOUS—'52 Hillman Minx se-| 720*; coupe, $1,700*. '50 (60) Special 4- 
$605*. '49 (88) 4-dr., $335°*. dan, $350. dr., $1,390*, $1,250*; (62) 4-dr., §1,- 
PACKARD—'52 2-dr., $915*. '51 coupe, 840°, $1,060"; 4-dr., $1,250*. °46 
(Continued from Page 38) $860*. '49 conv., $195 ALBANY ant al ‘ . 

j ae seaeeieniah stan. Guekieish . aime CHEVROLET (210) 4-dr., $1,700*; 
200°. "61 Custom ‘on om * S650 $1,- $425°. '50 Custom (8) 2-dr., $550, $510,| $840; 4-dr., $760*; club coupe, $740. "5i| (7m Anspach Auto Auction. Sale every] club coupe, $1,500; 2-dr., $1,410, | §$1,- 
PODGE—’53 Coronet 4-dr P51 155°. 152 $265" eees, $375*. °49 Custom (8) 2-dr., Cranbrook 4-dr., $625; club coupe, $5¢ Monday. Prices are for sale of Sept. 20.) $1 900. BS mee nce Se se, ee 

Coronet 4-dr., $625. '51 Coronet 4-dr HUDSON 5 ‘49 Deluxe 4-dr., $295. '48 Special De- (Hurricane flood cars dotted today’s a ar. 1,800, 419008 he eee 

ge I a a hae aot Pacemaker 4-dr., $405*. '50| luxe 2-dr., $240, $175. auction and helped to retard progress. (105) a-ar', aeue’ tan aE Dane 

Custom 4-dr., $145. Pn a KAISER 52 ee ae -_ | PONTIAC—’54 Star Chief (8) 4-dr., $2,-| They looked like bargains. All kinds of Sooo, gaTe?: “tae., 

FORD —'54 Grest (8) Victoria, $2,000*, | LINCOLN—'51 Cost $535". | 055°. '53 Chieftain (8) conv., $1,395*.| C@Fs moved lower in @ moderate manner pn tl gp “3 a ee 
$1,900°; Custom (8) 4-dr., §1,585, $1,.| 50 Cosmopolitan dome Cason ee 52 Chieftain (8) 4-dr., $840*; Chief-| 9nd small price losses ruled the sale. $008, 9018) 3-en eat "th ae ee 
565. '53 Crest (8) Victoria, $1,535*: Cus-| MERCURY_53 4. -dr., $630°. | tain (6) 4-dr., $715. '51 Chieftain (8) 4-| It 1s difficult to retail these salt water Saar Sat ine meer a ee 
tom (8) conv., $1,375*. ’52 Crest (8)| terey 4-dr., $1 4-dr., $1,370". '52_Mon- dr., $755*, $715*. '50 Silver Streak (8) | Soaked cars and keep a good reputation. aes, dele: Ree hee i 
Victoria, $1,160; Custom (8) 4-dr., $900 4-dr. be. tae 51 club coupe, $715*;| 4-dr., $590*. '49 Silver Streak (8) 2-dr.,| Sold 150 cars out of 199 offerings.) o, delen Geert a, ee 
51 Custom (8) 4-dr., $545: Deluxe (8) $340: club cx 5¢ eo $405*. 49 4-dr., $300*, $125*. BUJOK—’54 Super Riviera coupe, $2,600* oye “Eee, ee Ga, ee 
4-dr., $405; Deluxe (6) club coupe, |NASH’53 Rambi $320, $180. | STUDEBAKER—'54 Champion 2-dr., $1,-| '53 Super 4-dr., $1,530* (ps); conv., $1,-| Soso, See conv.” $330; SL Special 4-dr.., 
; » |NASH—'53 Rambler station wagon, $945.' 225. '53 Commander 4-dr., $1,205", §1-' 750%; Riviera coupe, $1,730°. °51 he i ae. ‘game eer Ga tn 

; ; a ex: ’ 790", “Ss e .) ; Aerosedan, $160; FM 2-dr., 


- Py $270; conv., $180. '47 FL Aerosedan, 
$250. '46 SM 4-dr., $170. 

CHRYSLER—’47 Town & Country conv., 
$100°. 

DeSOTO—'54 Powermaster 4-dr., $1,925*. 
"50 Custom 4-dr., $700*, §530*, $525*. 
’49 Custom 4-dr., $440*. 

DODGE—’51 Coronet club coupe, $675*. 
"50 Wayfarer 2-dr., $370. '46 Custom 4- 
dr., $120. 

FORD—’54 Crest (8) 4-dr., $1,910* (ps), 
$1,520; 2-dr., $1,560*. °53 Custom (8) 
2-dr., $1,215, $1,190*; Main (6) 2-dr., 
$910. '52 Custom (8) conv., $1,010. '51 
Custom (8) club coupe, $695; 4-dr., 
$535; Deluxe (6) 2-dr., $435. ’50 Custom 
(8) station wagon, $540; Custom (6) 2- 
dr., $420*; Deluxe (6) 4-dr., $430. ’49 
Custom (8) 2-dr., $320*, $310, $290, 
$240. 

HUDSON—’'49 Commodore 4-dr., $250. 

KAISER—’52 2-dr., $650. 

LINCOLN—’54 Capri 4-dr., $2,580* (ps). 


2 i 2 ae O | MERCURY. S53. é-ar., $1,300*. ’51 2-dr., 


$600. °49 club coupe, $370; 2-dr., $350, 
$290. 

NASH — '54 Rambler 4-dr., $1,450*. ‘51 
Super 4-dr., $530. '50 Ambassador 4-dr., 
$500*. 

OLDSMOBILE—’53 (88) 4-dr., $1,240. '51 
(98) conv., $640*. ’°50 (88) 2-dr., $600*; 
(76) 4-dr., $220. '49 (88) 2-dr., $460*, 
$365*, $300*, $230*; (98) 4-dr., $350*. 
"48 (76) 4-dr., $150*. °47 (76) 2-dr., 
$160*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,740*. 
52 Cranbrook Belvedere, $860; Cam- 
bridge club coupe, $700. '51 Concord sta- 
tion wagon, $810. '49 Special Deluxe sta- 
tion wagon, $410; 2-dr., $375. 

PONTIAC—’54 Chieftain (8) station wag- 
on, $2,350*; 2-dr., $1,960*; Star Chief 
(8) conv., $2,300*. ’53 Chieftain (8) Cat- 
alina, $1,600*; 4-dr., $1,390*. ’52 Chief- 
tain (8) 4-dr., $1,190*, $1,050; 2-dr., 
$920*. ’51 Silver Streak (8) 4-dr., $870*, 
$690*; 2-dr., $790, $680*. °50 Silver 
Streak (8) conv., $680*; 4-dr., $630*; 
Silver Streak (6) club coupe, $440*. °46 
Torpedo (6) 2-dr., $100. ‘39 Opera (6) 
coupe, $120. 

STUDEBAKER—’53 Champion coupe, §$1,- 
235. °51 Champion club coupe, $490*. °50 
Champion 4-dr., $240. '49 Champion 2- 
dr., $150. 

WILLYS—’51 Jeepster, $560*. 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Sept. 22.) 
(Our last two sales were the best of 
the year, so far, with lots of good, clean 
cars, good prices, a wonderful group of 
buyers and beautiful weather. Sold 70 
percent of offerings.) 

BUICK — '52 Special 4-dr., $1,205*. ’51 
Special 2-dr., $920. °50 Special 2-dr., 
$530, $490*. °49 Special 4-dr., $420*. 

CADILLAC—’54 (62) 4-dr., $4,200* (ps). 

CHEVROLET—’54 Bel Air station wagon, 
$2,095; 4-dr., $1,740. ’53 Bel Air 4-dr., 
$1,270, $1,205; conv., $1,340; club coupe, 
$1,290. ’°52 SL Deluxe 4-dr., $825*; % 
ton pickup, $610. ’51 SL Deluxe club 
coupe, $840*; 4-dr., $795. '50 % ton 
panel, $415;'1 ton panel, $400. ‘49 % 
ton pickup, $590, $380. ‘47 FL 4-dr., 
$270. °46 1% ton pickup, $175. 

CHRYSLER—’49. Windsor station wagon, 
$400* ; 4-dr., $570. 

DeSOTO—’52 Fire Dome (8) 4-dr., $1,155*. 
’50 Custom 4-dr., $795. 

DODGE—’53 Coronet 4-dr., $1,435*. "52 % 
ton pickup, $640. °48 % ton panel, $250. 
’47 % ton dump, $385. 

FORD—’54 Custom (8) 2-dr., $1,790*. 4- 
dr., $1,680, $1,560. ’53 Crest (8) Vic- 
toria, $1,700*; Custém (8) 4-dr., $1,- 
405; 2-dr., $1,250. '52 Crest (8) Country 
Squire, $1,350; Custom (8) 4-dr., $1,- 
090*: Main (8) 4-dr., $935. "51 Cus- 
tom (8) 2-dr., $870*; 4-dr., $825*; Cus- 
tom (6) 4-dr., $690; station wagon, 
$715*. ’50 Custom (8) club coupe, $700*; 
conv., $650*. "49 Custom (6) 2-dr., $490. 
’47 Custom (6) conv., $270; 2-dr., $220; 
%-ton panel, $270. °36 %-ton pickup, 
$175. 

HUDSON—’52 Hornet 4-dr., $990*. 

LINCOLN—’51 Cosmopolitan 4-dr., $875*. 

MERCURY—’54 Monterey Hard Top, §$2,- 
385* (ps); 4-dr., $1,915. ’51 4-dr., $950°. 
50 4-dr., $610. 

NASH—’51 Rambler 2-dr., $580. 

OLDSMOBILE—’50 (88) 4-dr., $770*. ‘49 
(88) conv., $535*. 

PLYMOUTH—’53 Cranbrook 4-dr., $990*. 
’52 Cranbrook club coupe, $865, $790, 
$710; 4-dr., $860, $785, 2 at $780, $765, 
$755. °50 Deluxe 2-dr., $530. '47 Deluxe 
4-dr., $130. 

PONTIAC—’52 Chieftan (8) 4-dr., $1,115*. 
'49 Torpedo (8) 2-dr., $500*, $460°. 

STUDEBAKER—’51 Champion conv., $540, 
$505* 

WIL S—'49 station wagon, $450°. ‘46 
(4) Jeepster, $375. 

MISCELLANEOUS—'52 Crosley (4) sta- 
tion wagon, $315; GMC % ton pickup, 
$750; Thames % ton panel, $225. ‘50 
Crosley (4) 2-dr., $170. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

Wednesday. Prices are for sale of Sept. 22.) 

(The slump finally hit up here as prices 
were down $125 per unit over the last 
two weeks, Sold 55 cars out of 114 of- 
ferings.) 

BUICK—’51 Super 4-dr., $765*, $740*. ‘50 
Super 4-dr., $690*. '49 Super 4-dr., $505*. 
$460*. °46 Super 4-dr., $110. 

CADILLAC — '52 (62) 4-dr., $2,245". ‘51 
(62) 4-dr., $1,705*, $1,590°. "50 (62) 4- 
dr., $1,500*. 

CHEVROLET — '53 (210) station wagon, 
$1,440*, $1,430; 4-dr., 2 at $1,075, $1,- 
070, $1,060. ‘52 SL Deluxe 4-dr., $840. 
‘51 SL Deluxe 4-dr., $735, $730, $725. ‘50 


(Continued on Page 40, Col. 1) 












Used-Car Auction Prices 


(Continued from Page 39) 


SL Deluxe 4-dr., $500, $470. '49 SL De-, with more units being offered. Sold 218 
luxe 2-dr., $360. '48 FM 2-dr., $200. '47/| cars out of 286 offerings.) 
SM 2-dr., $110. BUICK — ’54 RM Riviera, $2,785* (ps). 


CHRYSLER—'49 Deluxe 2-dr., $350°. yy (pe); Super ae $2,460° (pe). 
DODGE a . 47 ' juper Riviera, $1,580*°. ‘51 Super 2- 
{60 Meadowbrook 4-dr., $306 dr., $910*; 4-dr., $935*; Special 4-dr., 


Detaxe 4-dr., $200. $835, $760, $740. 50 Special 2-dr., $650. 


FORD—’54 %-t ickup, $1,110. ’53 Cus- » $760, é 
tom (6) ton ot 190°; — (6) 2-dr., $390. °49 Special 4-dr., $400, $370. °47 
$1,010. ‘52 Custom (8) 4-dr., $880*. 51| Super 4-dr., $250. 


Custom (8) 4-dr., $700*, $650*. '50 Cus- | CADILLAC—’53 (60) 4-dr., $2,730* (ps). 


tom (8) 2-dr., $545*. '49 Custom (8) 4- "61 (60) 4-dr.,. $1,860*; (62) conv., $1,- 
dr., 2 at $395°. 680°. '49 (61) 4-dr., $850*%. '48 (62) 
MERCURY—’54 Custom 4-dr., $1,960°. '53 conv., $830*. '47 (61) 4-dr., $330*. 
Custom 4-dr., $1,400°. veg | CHEVROLET—’54 Bel Air 2-dr., $1,510; 
OLDSMOBILE—’53 (88) 4-dr., $1,605°. "51/ (210) 4-dr., $1,430, $1,400, 2 at $1,395, 
(88) 4-dr., $850°. $1,390, $1,350, $1,360, $1,345, $1,340, $1,- 


PLYMOUTH — '53 Cranbrook Savoy, $1,- 330, $1,300; (150) 4-dr., $1,260. °53 Bel 
305. "51 Concord Suburban, $830; 2-dr., Air 2-dr., $1,360, $1,315, 2 at $1,270; 
—, py 4-dr., $495, $470. °49 (210) 4-dr., $1,270, $1,215, $1,120, $1,100, 

, $320. 2 at $1,090, 2 at $1,050; (150) 4-dr., 

PONTIAC — '53 Chieftain (8) 4-dr., $1,- $950, pg $890, A $860, 3 at $855, 
360°. '52 Chieftain (8) 2-dr., $860°. 51 $850, $800. '52 FL Deluxe 2-dr., $800; 
Silver Streak (8) 4-dr., $705*. '49 Silver Delivery sedan, $510, $490. ’51 SL De- 
Streak (8) 2-dr., $380°. luxe Bel Air, $850, $750; 2-dr., $720, 

STUDEBAKER—’51 Champion 2-dr., $650; FL Deluxe 2-dr., $590. 50 SL De- 
$535*, $510*. '50 Champion 4-dr., $285°.| juxe'2-dr., $670, $625, $585, $505, $480, 

MISCELLANEOUS—'52 GMC %-ton pick- ast 09. $425 


up, $520. OHRYSLER—’'53 NY 2-dr., $1,460* (ps), 
$1,240°; Saratoga sedan, $1,140*; Wind- 
PHILADELPHIA sor 2-dr., $1,000°. °50 NY Newport, $1,- 


og 

(H. B. Robinson Auto Sales & Auction. siebte Te tae Lee a 4-dr., $2,135*, 
Sale every Tuesday and Thursday. Prices $2,110*, $2,090*, 3 at $2,060°: Power- 
are for sales of Sept. 16-21.) master 4-dr., $,1340*. '52 Fire Dome (8) 
(Prices firm and bidding still brisk club coupe, $950* (ps). ’51 Custom Sports- 





The PROFIT MAKER is especially The PROFIT MAKER serves a variety of pur- 7 
designed for mounting on any %4-1 poses. It is ideal for emergency calls ranging +, 
Ton pick-up having 4-speed trans- from tire changes to tow jobs ... it does no “ 
mission and helper springs. lifting jobs about the yard or in the shop. 


Tows heaviest cars easily—safely. 
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man, $720°, $675°; 4-dr., $700*, $610°*. 


DODGE — '53 Coronet 4-dr., $1,120*°. '51 


Coronet 4-dr., $660, $600. ‘50 Coronet 
4-dr., $560. '49 Coronet station wagon, 
$325; Wayfarer 2-dr., $400; 1% ton 
stake, $515. 


FORD—’54 Crest (8) conv., $1,700; 4-dr., 


$1,625; Custom (8) 4-dr., $1,520, $1,515, 
$1,500, $1,475, $1,470, 2 at $1,465, 3 at 
$1,460, 3 at $1,450, 4 at $1,440, 2 at 
$1,435, $1,430, 4 at $1,425, $1,420, 3 at 
$1,415, 2 at $1,410, 4 at $1,405, $1,400, 
$1,390, $1,380, $1,320, $1,270, $1,150; 
Main (8) 4-dr., $1,330 $1,310, $1,305, 
$1,290, $1,250, $1,200, $1,170, $1,140. '53 
Crest (8) Victoria, $1,460*, $1,435*; 
conv., $1,415*; Custom (8) 4-dr., $1,125; 
Custom (6) 2-dr., $940; Main (8) 2-dr., 
$950, $875, $790. 


HUDSON—-'50 4-dr., $325. 49 4-dr., $310, 


$180. 


LINCOLN—’50 Cosmopolitan 4-dr., $325*. 


49 Cosmopolitan 4-dr., $325*, $310*, 
$285*, $230*; conv., $360°. 


MERCURY—'53 Monterey coupe, $1,770*; 


4-dr., $1,440°, $1,415*, $1,385*, $1,260*. 
"52 Custom Sport coupe, $1,090*; 4-dr., 
$1,000*. °50 2-dr., $460*, $450°. "49 sta- 
tion wagon, $100. ’48 club coupe, $290. 


NASH—’53 Ambassador 4-dr., $1,125*. ’51 


Statesman 4-dr., $500*, $440*, $390°. 


OLDSMOBILE—’54 (88) Holiday, $2,590* 


(ps); 4-dr., $2,140* (ps). "52 (98) 4-dr., 
$1,320*; (88) 2-dr., $1,325° (ps), $1,- 
190*. 51 (88) 4-dr., $830*, §$675°, $580°; 
(98) 4-dr., $690*. 50 (98) 4-dr., $540*; 
(88) conv., $360*. 


PLYMOUTH—’54 Belvedere conv., $1,760*; 


Sport coupe, $1,700*; 4-dr., $1,470; Sa- 
voy 4-dr., $1,400, $1,360, $1,350, 2 at 
$1,320, $1,290, $1,285, $1,280, 2 at $1,- 
270, $1,260; Plaza Suburban, $1,610; 
4-dr., $1,230, $1,210. '53 Cranbrook 4- 
dr., $940; Cambridge 4-dr., $960, $870, 
$850, $810, $785. 


PONTIAC—'S3 Chieftan (8) 4-dr., $1,410*. 


presents 


America’s 






Average Used-Car Prices 


(Compiled by Automotive News) 


Sept. 1954 Aug. July 
Model To Date 1954 1954 


1954 . $1,871 $1,949 $1,993 
1958... : 1,250 1,290 1,311 
1952 939 991 976 
1951 fice 693 696 696 
, — 514 521 520 
1949 362 380 367 
i 237 245 255 
181 191 181 

























$ 156 $ 7383 $ 787 
(The above figures are averages of used-car auction prices, all makes 


and models, carried regularly in Automotive News.) 









Average.... 





'49 Silver Streak (6) 4-dr., $410. °48 4-dr., $1,715* (ps). '52 Super 2-dr., $1,- 
Torpedo (8) 4-dr., $405. '47 Torpedo (8) 005*. °51 Super Riviera, $800*. 49 RM 
conv., $125. 4-dr., $365*. 

STUDEBAKER — °52 Commander Land | CADILLAC—’54 (62) conv., $4,650* (ps); 
Cruiser $740*; 4-dr., $680*. '51 Cham- 4-dr., $4,150° (ps). '51 (62) coupe, $1,- 


pion club coupe, $420*. 905*, $1,900°; 4-dr., $1,790*. °49 (62) 
Se en station wagon, $660. '51| 4-dr., $990*, $905*. 

eepster, . CHEVROLET—’54 Bel Air 2-dr., $1,615*, 

MASON CITY, IA. $1,575, $1,550; (210) 4-dr., $1,570*, $1,- 

505, $1,480. '53 (150) club coupe, $1,- 


(Lapiner Auction Co. Sale every Wed-/| 95: (210) 4-dr., $1 1 
nesday. Prices are for sale of Sept. 22.) I Dotens Sede peaner grho. bree. 


(54 models dropped off sharply. Buy- ’ a 
ers very cautious. Sold 71 percent of cars ane se aL Detem sare 7 geeoe , obese : 
consigned.) $540, $505; 4-dr., $590°, $550°. °48 FL 


BUICK—’54 Century 4-dr., $2,220*. '53 RM 4-dr., $300 

CHRYSLER — '53 NY 4- dr., $1,550°. °50 
pha 4-dr., $600°. '48 Windsor 4-dr., 

45°. 

DODGE—’53 Meadowbrook 2-dr., $910. ’51 
Meadowbrook 4-dr., $685*; Wayfarer 2- 
dr., $465*. 

FORD—’54 Crest (8) conv., $1,820*; Cus- 
tom (8) 4-dr., $1,775*, $1, 715°, $1, 610, 
$1,600. °53 Custom (6) 4-dr., $1,080; 
Main (6) 2-dr., $945, $895; %-ton panel, 
$850; %-ton pickup, $815. °52 Custom 
(8) 4-dr., $1,050*, $940*, $930*. '51 De- 
luxe (8) 2-dr., $685*, $525*. °50 %-ton 


Most Versatile 


Extension Boom Wrecker— panel, $200. 49 Custom (8) 2-dr., $265, 


$225*; %-ton panel, $395. 


The P R 0 3 | i i} A i 7 ei = 4-dr., $1,115*. °51 4-dr., 







Ashton builds 
power wreckers 
(7 models) on any 
chassis modeland 


capacity. 









Send for our complete catalog and prices. 


NASH—’49 4-dr., $255*. 
OLDSMOBILE—’54 (98) Holiday, $2,975*; 
(88) Super 2-dr., $2,205*. °53 (88) Super 
2-dr., $1,730* (ps), $1,635*. 52 (98) 4- 
dr., $1,325*, $1,315* (ps), $1,280*. ’51 
(98) Holiday, $905*. '50 (98) 2- 4dr., 
* 


$550*. . 

PACKARD — '53 (200) 4-dr., $1,275. ‘51 
(200) 4-dr., $800*. 

PLYMOUTH—’54 Savoy club coupe, $1,- 
350*. ’53 Cranbrook club coupe, $915; 4- 
dr., $910. ‘52 Cambridge 2-dr., $720, 
$705, $695; club coupe, $715. 

PONTIAC—’S4 Star Chief (8) 4-dr., $2,- 
200*. ’53 Chieftain (8) Catalina, $1,695*. 
"52 Chieftain & a 4-dr., 
$1,015°. °51 ver Stre (8) 4-4dr., 

Extended boom $665*. °50 Silver Streak (6) 2-dr., $525. 












” 


may be raised to ’49 Silver Streak (8) 4-dr., $315. 
any height. STUDEBAKER—’53 Commander c 0 u pe, 
$1,165*. °51 Commander conv., $535*. 


OMAHA 


(Soderberg-Kline Auto Auction. Sale ev- 
ery Thursday. Prices are for sale of Sept. 
23.) 

(Market firm on clean units, slightly 
off on average. Sold 78 percent of cars 
offered.) 

BUICK—’52 RM 4-dr., $1,200*; Super Riv- 
iera, $1,195*. °51 RM 4-dr., $775*; Spe- 
cial 2-dr., $710*. °50 Super 4-dr., $625*. 
°46 RM conv., $165. 

CADILLAC — ’'50 (60) Special 4-dr., $1,- 
700*. °49 (62) sedan, $925*; 4-dr., $935*. 

CHEVROLET— 54 (210) 4- dr., $1,470. °53 
(210) 4-dr., $1,170. 52 SL Deluxe Bel 
Air, $1, 095*; 4-dr., $940*, $885*. '51 SL 
Deluxe 2-ar., $670, $575. °50 SL Deluxe 
2-dr., $500, $485, $480. °49 SL Deluxe 
sedan, $300. °48 SM 2-dr., $275. 

CHRYSLER—’50 Windsor Newport, $580*; 
NY 4-dr., $480*. °48 Windsor 4 - dr., 


DeSOTO—’54 Fire Dome (8) 4-dr., §$2,- 
050* (ps). ’°52 Custom club coupe, $735. 
DODGE—’51 Coronet 4-dr., $595*; Mea- 
et a 4-dr., $515*. °49 Wayfarer 2- 
$350", $320°. "46 Deluxe 2-dr., $110*. 
vou. "54 Main (8) Ranch Wagon, $2.,- 
200; 4-dr., $1,600; Crest (8) 4-dr., $1,- 
905° ; Custom (8) 4-dr., $1,895; 2-dr., 
$1,845; Main (6) Ranch Wagon, $1,895; 
%-ton pickup, $1,200. 53 Main (8) Bus- 
iness coupe, $890. '52 Custom (8) 4-dr., 
> $810. '51 Custom (8) Victoria, $880; 4- 
dr., $660*; %-ton panel, $315, $220. ‘50 
Custom (6) 2-dr., $390. °49 Custom (8) 
4-dr., $370, $310, $280. 
HUDSON—’50 4-dr., $325. 
KAISER—’49 4-dr., $135. 
MEROURY—’53 Custom 2-dr., $1,410. '51 
Monterey club coupe, $900. ’50 Sport se- 
dan, $625. ‘48 4-dr., $235. °47 conv., 


$225. 
NASH — ’50 Statesman 4-dr., $375. °49 
Statesman 2-dr., $240. 
OLDSMOBILE—'54 (88) Holiday, $2,705* 
(ps). °53 (98) 4-dr., $1,900; (88) Holi- 
day, $1,865*. '52 (98) 4-dr., $1,370*, $1,- 
235°; (88) 4-dr., $1,205*. ’51 (98) 4-dr., 
$975*; (88) 4-dr., $785*. °50 (98) 4-dr., 
$655; (88) club coupe, $635. 
PLYMOUTH — ’52 Cambridge club coupe. 
$650. '51 Cranbrook Belvedere, $700; 4- 
dr., $485. "50 Special Deluxe 4-dr., $550. 
PONTIAC—’52 Chieftain (8) 2-dr., $975*; 
4-dr., $900*. ’49 Silver Streak (8) 4-dr., 


$4 

STUDEBAKER—’52 Champion 4-dr., $560. 
"51 Commander 4-dr., $525. ‘48 Com- 
mander 4-dr., $170. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale ever) 

Friday. Prices are for sale of Sept. 17.) 
(Sold 168 cars out of 205 offerings.) 

BUICK—’54 Century coupe, $2,560*. ’5: 
Super Riviera, $2,350; RM 4-dr., $2,000° 
(ps). '52 Super Riviera, $1,200*, $1,000* 
4-dr., $1,150*. °51 Super station wagon 

. . 

CADILLAC — ‘'54 (62) coupe de Ville 
$4,680* (ps); 4-dr., $4,380* (ps). °5 
(62) coupe, $2,950* (ps). '52 (62) 4-dr. 
$2,100* (ps), $2,000* (ps). °47 (62 


- —’54 Bel Air conv., $1,850 
4-dr., $1,835, $1,690, $1,670; 2-dr. 
$1,650; (210) 4-dr., $1,825°, $1,725*, $1, 


(Continued on Page 43, Col. 1) 
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TERRIFIC GOOD NEWS FOR STUDEBAKER DEALERS! 


Gigantic alliance of 
Studebaker and Packard creates the 


WORLDS 4TH LARGEST 


full-line producer of cars and trucks! 

















The tremendous Studebaker-Packard Corporation 
is now Officially in business—with assets of 


$251,000,000.00—net worth of *170,000,000.00! 


Studebaker dealers are sure to benefit right away 
from the huge new strength of Studebaker 


and Packard combined! 


Studebaker and Packard together will be making 


automotive history month after month! 


Studebaker... 


the franchise of big opportunity 
for foresighted dealers 
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Studebaker Plant 
In Canada May 
Make Packards 


MONTREAL. — There is a pos- 
sibility that Packard cars may be 
manufactured in Hamilton, 
by Studebaker Corp. of Canada 
after the merger of Studebaker 
and Packard takes effect in the 
United States. 

D. C. Gaskin, president of Stude- 
baker of Canada, confirmed last 
week that he had conferred in 
South Bend with James J. Nance, 
president of Packard, who will be 
president and chief executive offi- 
cer of the new studebaker-Packard 
Corp. 

Gaskin completed a survey of 
conditions in western Canada prior 
to attending the talks in South 
Bend. 

Packard has not manufactured 
cars in Canada since the war but 
has maintained an office, a ware- 
house, showrooms and a parts de- 
pot in Windsor, Ont. 


Chamber Elects Benson 


Larry Benson, general manager 
of Herb Mendelson Pontiac, Santa 
Monica, Calif., has been elected a 
director of the Santa Monica 
Chamber of Commerce. 
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Ont., | $76.50 


Prices on N 


(Powergiide standard on Ceeveine, optional 
at $178.35 on all other models.) 
SLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); el. cpe., $2,- 
540.50; oa $2,830.75; 
a, en stat. wag., $3,321. New Yorker— 
4-dr. $3,228.75 (8-pass., 
cpe., $3, $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial 
—4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Im mperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe. ). 
DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
— 4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. -cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 
DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet —4-dr. sed., $2,136; cl. 
epe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., §$2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; cpt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 


club coupes. PowerFlite optional at $189 
on all models.) 
FORD — Mainline Six — 4-dr. sed., $1,- 


2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029 ; Oustomline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six — 


4-dr. sed., $1,898; s 
liner, $2,164; $2,164; 4-dr. stat. 
wag., $2,338 (For V-8 models, add 

6.50. optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet — 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet category. Borg-Warner auto- 
matic optional at $178.03 on 
all other models.) 
sed. $2,389; 
$2, -dr. ‘sed., 
2-ar. sed. $2,617. Darrin 161 — 
conv.,' $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 

LINCOLN—Lincoln—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., ‘ 
(Hydra-Matic standard on all models.) 

MERCURY — Custom — 4-dr. sed. §$2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey —4-dr. sed., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Merec- 
O-Matic optional at $189.77 on all models.) 

NASH — Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 


ew Cars 


of entry). 


$1,550. Rambler a cee sed., $1,800: 
$1,805; Sub- 


2-dr. sed., $1,705; hardtop, 
ler 


85; 2-dr. stat. wag., 
wag., $2,055. 


$2,163; 2-dr. sed., $2,115. Statesman Cus- 
tom — 4-dr. sed., $2,337; hardtop, $2,428. 

$2,422; 2- 
Custom 
$2,740. Nash- 
$5,128.05 (at 
Hydra-Matic optional at 
Nash-Healey, 
which is equipped with overdrive, or Metro- 


Ambassador Super—4- dr. sed., 
dr. sed., $2,370. Ambassador 
4-dr. sed., $2,605; hardtop, 
Healey — LeMans hardtop, 
coastal ports). 
$178.85; not 


available on 


politans.) 


OLDSMOBILE — Series 
$2,337.09; 2-dr. sed., 
$2,449. Super 88—4- dr. 
dr. sed., $2,410.25; Holiday, 
conv., $2,867.59. 


83 — 4-dr. sed., 
$2,271.62; Holiday, 
sed., $2, ‘476. 71; o: 


$2,688. 


Series 98—4-dr. sed., 2. 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 


PACKARD—Ciipper Special—2-dr. 


sed., 


seat 
$2,494. Chieftain 8 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chiet 8 — Deluxe 4-dr. 


sed., Custom 4-dr. sed., $2,394; 


stat. 


$2,301; 


convertible and Caribbean; optional at $199 
on other models.) 


PLYMOUTH—Piaza—4-dr. sed., $1,765; 


$1,617.50; 


. .’ ged., $1,835; cl. epe., $1, 842.50; 
spt. cpe., $2, 064; conv., $2,220; stat. 
$2,207. 25. Belvedere—4- dr. sed., 
spt. cpe., $2,145; conv., $2,301; " stat. 
$2,288. 


— 4-ar. 


* 439; 3-seat stat. wag., 


Deluxe — 4-dr. 


wag., 

$1,953.25; 

wag., 

(Hy-Drive optional at $145.80 on 

all models. PowerFlite oa $189.) 
PONTIAO — Chieftain Special 

sed., $2,026.64; 2-dr. 7 ak’ wan 2-seat 


stat. wag., $2,364; 3-seat stat. $2,- 
Chieftain’ 6 Deluxe 


971.93; 


$2,167; 


cyl., 


$2,544. Clipper Deluxe—4-dr. sed., $2,695; ;conv., $2,630. 
2-dr. sed., $2,645; or cpe., $2,830. tome, ” $2, 316.30; 
Clipper Super — 4-dr. $2,815; 2-dr. | 382.4 

sed., $2,765; Panama Tocdle, ‘$3,125. 

Packard — Cavalier 4-dr. sed., 


stat. 


Deluxe hardtop, e 
hardtop, $2,411. Station Wagon—Deluxe 6- 
$1,973.09. 
$178.55 on all models except Larks.) 


Chieftain 6 Custom, 
3; Chieftain 8 Deluxe, $2,391.99; Chief- 
tain 8 Custom, $2,458; Star Chief 8 


tom, $2,557. 
$178.35 on all models. 
STUDEBAKER — 
'|4-dr. sed., $1,801.11; 2-dr. 
Deluxe 


Champion — 4-dr. 
2-dr. sed., “oe oa 
wag., 


— 4-dr. sed., 
wag., 


2,295.33. 


en Ceaee — 
» $1,758.07. 


-.,” $1,918.18; 


cpe., $1,- 
Champion 


Regal sucesso: 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. 
mander Deluxe 


Com- 


— 4-dr. sed., $2,179.13; 


2-dr. sed., $2,136.13; 
232.88 ; a 


419. — 4-dr. ‘tea, $2,- | Cruiser. ) 

130.53; 2-dr. sed., $2,072.28; 2-seat stat.| WILLYS—Lark—4-ar. 
wag., $2,504. Chieftain 8 S — 4-dr. 

sed., go 62; 2-dr. sed., $2,043.45; 2- 


023; 2-dr. sed., $1,947. 


5-pass. 


cpe., $2,- 
Commander 


at $216 on Cham.-, 
pion, $226.50 on Commander and Land 


sed., $1,823; 2-dr. 


sed., $1,737. Ace—4-dr. sed., $1,968; 2-ar. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
Eagle — 

$2,222 


Hardtop, 
Custom 


(Hydra-Matic optional at 


New Commercial Car Registrations, 
31 States for August, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
























































16 States Previously ‘54 9| 4891 48 wi 4 1150 1601 14 117 317 
Reported for August 3 8} 5200 62) 1417 1466] 1744 37 - 283 
Colorado 1} 258) 4) 67 a 64 l s 1 3 77] 
53) | 259} 1] 73 245 8! 76| 4) 2/ 15} 54 

Connecticut "54 4; 207] 5 46; «(132 44 90) 14) 2| + 12) 26] 
53 1 208} 13 61] —*175) 51 71} 26| 5| 20! 33) 13 

Georgia 54] | 731] I 125; 675, +175| ~—~—«213| 14 22| 16 5| 
53 2} (927) 16} 200) 749) 238} = 178) 9| 6} 59 17| 10) 

Maine 54 1 70| l 17 74) 17| 17) ry 2| 3| 22| 
5) | 96) 3} 32) 33 30 6| 11 3} 15 

Maryland "54 3) 24!) 7| 61) 224 42) 98 9] 6| 4 6 6) 
53 1] . 240] i 90' 251 57| 82 7| 2| 18 10 7 

Massachusetts "54 8| 266) 2 71; 3 67 65) 17 6 20) 28) 21 
53 4} 300) 16} * 106) 318 75 93] 23 22 29) 23] 17 

Michigan 54 l l 6| 167; +1044 186 141 4 2 15) 7 27 
'53 1} 1177) iD 347} 1403) 246 163 9 25 55 25} 59 

Minnesota ‘54 | 508 | 12) 93) 586 125 211i}. 6 9 25) 38) 9) 
'53 | 736} 20 83} 603 146| 206! 9| 5 39) 24| 4B 

New Jersey "54 3) 423) 9 129; 508 150} —‘*140) 27) ry 18| 20 13) 
53 10; 610} i} s141] ss 687]—s«78 181 | 41 | 4| 4l 39 20 

Rhode Island ‘54 2 52) 9) 8) 60) 8 21 8) | 2 I 2 
'53 3 68 2| 14 78| il 16 5 2| i 3 5| 

Vermont *54) 66 1 10 60 17 22 | 5) | 34) 
"53 76) 2| 38 77| 40 36) 2| 2| 6 1| 37| 

Virginia " | 538 1} 95 | 442 86 159) 7| 6| 26) 14) 21 
53) | 467 2| 116] 496} 88 % 20! 4| 39 19| 25| 

West Virginia " I 180} | 61) 140; 460 él | 12 4) 25) 
53] i} 219] | 981- 272] . 7] #878 12| i} 10) 5} 43 | 

Wisconsin 54 | wi 2) +133) +~=«560)~=—«'125)+~S—«277) 9 7] 30) 23] 24) 
: "53 2} a7il 5} 157; 507; 167; ~— 242! 12| 8| 30/ 14| 21 | 

New Hampshire “54 | 56| 2) 16) 51| 18) 23) 2) 4) 3} 1} i} 
53] ! 67} 18 72| 22| 25| 5 10) 2| 8] 

31 States Reported "54 32| 10007 109; 1949, 9360) 2320) 3216; 219) 65; 400) ~=«294| 440) 
To Date for August ‘53 33} 11321 166} 2611| 10924) 2973) 3317) 270) ~—=«125|_—«s73|~—«387| 660 
Year "54, —«-741| -186369| 1724) 37796| 173558| 43389) 51935) 3834, 1456) 6939)  6683|  9072| 
To Date '53| 1078] 212695] 2170) 55822) 146546| 55346] 64170] 4332] 2335 16202} 8038] 11714] 









































































































































13557 
15514 
2 840 
6 816 
3 604 
5 692 
! 1978 
2| 2413 
2 233 
2 322 
3 
9 
9 
7 
8 
3 


710 
785 
| 89! 
| 1043 
2420 
3544 
1628 
1928 
1470 
2003 
| 173 
3) 221 

215 

318 

1402 

1380 
| 535 
| 822 
1920 
1857 
| 188 

| 231 
153| 28764 
248| 33889 
3946| 527442 
5086| 585534 





26| 
42) 





8 
° 
22 
32 
< 
Eight States Previously 54) 608) 854 yan) 820} 595) 1307) 3451| 6173| 12670) 306| 2384) 15360) 5841; 1253] 13443| 4717| 3065] 28319 HW 7I| 201 283) 367| 864] ~—-281| 53109 
Reported for August 53) 893, «1341 ral 1500! = 2654| 6039] 11422; 12394) 521] 3112) 16027| 5293) __:1106| 14218) 3488) _—-4102| 28207 71} 129) ~=—«-334] = 534) = ON], 1682) ~=Ss:121; «60828 
Arizona os a oe 45| 06) 201) 464) ~~—*‘I12| 103 579) 227, +43| +«478|,~=«#49)~=S*«S|~SC«* 1 = 27 18; ~«3! 4) 1892 
‘53; 2t} S20] at 58; 202} 334; 434) 10} 93, 537) ‘153 36} 431; —:104)—Ss«122| S846 1| 5 21 27 19} 68 6| 1878 
Colorado 4, 37). ~~ %| + 86 39,131) 170; 426) 1020 36, 207) 1263; 345, 100). +‘11l4) 371) 287) -22I7| l 7; a at a6 13) 4144 
‘531 3I| 4 | 65 50] _'113| _—-267;_—«495| «599 33; 163} 795} ~—s2 18 75| 701} 170) ~—_—‘I7i| 1335 3} Is 23} 4! 16} bl 5} 2843 
Connecticut 54, 57| (147) ~—«-204)~=SC«WSSS 92| 275 404, 986, 1603, 50, 314) 1967) 636, 180) 1390) 591) 437) 3234) 1 = 26) 50, +81; +143; 102) 6767 
53} 122| 230 ~—=—«352| 265] ~—stSt | ~—44|~—727|_—«1584) 152i 67; 441| 2029, ~— 494) 148] 1547) 468) 518) 3175 14} 2% 75| 1S} NT 239] «1234 = 
Delaware 54, -2| ~~«10 an CU 8}. 20| m7) a7) 502) 22). +59) ~«S83)~—~=«A37y 36) 353 a9) Gty 676) 5) 2| 7" el 23| 7 
a) @§- 2 Bt 2 16; 79; +127) += 248} 367] 15; 60] __—«442;—«109 29| 459 68} 103] 768 | 1| 7| 2 ae alt 1563 
Florida "54, 58; 132) (190/131) 122) 181; 660) 1094) 2789 70; 501, 3360, 998, 261) 3168, 634) 606, 5867] 15) 16 “| 79, ~~) ~SC«* 10903 
53| 93| 134 -227}_~—«183}~=—«162|~— 355] 885} ~—«1585| 1790} ~=Ss«104|«S 494} = 2388) = 700) += 222} «= 2124) += 548) += 586] +4180 43) «2B 87} 153} = 94)—S 254) 5a 8959 
Georgia 4, -20|.~=«70 90 71 58| 168, 433|_+-730|~+«2317 44, 338-2699 -~« 711, ~«<I31) +2700; +~+~«+523)~«S21) 4586) 8] 7 19, +34) ~+«39)~SC*SS 15) 8349 
53} 41 7) 118} —S st 92| 314] 858} «41385; ~—«1918) ~~ 4|__—«457|_— 2416) At 84} 2507} 437; 669} +4338 is} 2 28} 67 60| 219 11] 8614 
Idaho ‘o4| O07 4 58 31 19 42; 103) +195, ~~«273 8) 103 304) 166) 41) +292) +136) +69) +724 l 3 32|. 35) 7 53 5) 1461 
153 26 32 58 36 30 63} 142] ~—«271| 359 16] 118} = 493), —=—s135} = 45] 353] = s132}S 90] 755 1 6 28} 35) 7} 47 3 1678 
Maryland 54, 49). ~+105) ~=«S4) ~—~=«*d 98; 201) +729) +1136, +1827 31) 316) 2174) 692) 133) 1755) 509, 479) ~«3568 6) 13) 43) ay 53, +147 22| 7316 
53} 85] —«126]~—2 169] 118} —-297|_~— 722) —«*1306| ~—*1433 50} 343] 1826, 572 72| 1684! —-338|_—«531| 3197 a 2 Rm Ss 64} 189} ~=—-26| ~—«6902 
Minnesota "54, 87| 168| +255) ~~«203|'~=C*«AB| ~—~=C«S| ~~«B70| ~*'1731| ~-2988 86/880, «3954, «1753; —=—«78| «2785 1159) 583) 5958 i 32 38). 71) +122) 246 10| 12347 
53| 113] _-(197|_—310|_—«296|_~— 202} 309) —«1097|_—«1904|~—-2762 75| __599| 3436, —«901/_—=—=«*129|—«-2890| 624] ~—946| «5490 10} 3} S778 93| 349 3| 11705 
Montana 4, -2i|-23)—~=Ct«éiYSC(Ct‘éS 16 55) 131) +227, ~«449 17; 63) +529) —«+188| 40; 392). +1165). ~«<79)~~SC*« | i _— ae a 5) 1755 
53} «37; ~Ss3l| si 42} 47 84) 165) 338) 418 22} 110} ~=—-550} ~—s*39) 48; 536} 138) 83, 944 2| 8 19} 29 2] 71 3] 2027 
Nebraska "54 8| 37| 4%5| +74 7 | 242). ~+442|.~«41209 16 201| 1426) 413) 66) 997) +342) +230) 2048) i 8h ni 23; +16) 7 4) 4082 
'53| 28} 94) +119 64; 160) = 448} = 791| «1270 38} 281; 1589, 451 80} 1400] 284) 393] +2608) 17} 16) ~—20)_~—S—si53|_ S29] ae 5| 5297 
New Hampshire 54) 20) “a 62 30 12; 45' 105) +192). ~«297 10, 60| 347) 122) 20) +336) +101) 142) 722 i 4) "I 16| 12) 30) 8) 1389 
53) 47} | S42 22 68} 131| ~=—-263| = 279 Tr 66} 356} ~—*105/ 14) 348 7. ia os 8| é 26} 40 10 54 13] 1489 
New Jersey "54, 118) 226| +344) +~+«<355| +284) ~+~«459|~+~«4'ISS| +2253) +3773) +120) 1211) 5104) 1640, 503| 3980) 1423) 1220) 6766 4) 43). 61| 128). 171) 298 84) 17148 
= = 410} 638} 770) ~= 482; += 751|_~—«*1739|~=«3742| += 3808} ~—s159|~—st72|~=«5139} «1290; += «380) += 4102) += 984} 1513] 8269 41} 55} 145] 24] 293] += 653] | (19086 
Oklahoma 3) 57 90 55 72| 113) 325)  565| 1636. 36) 269 +1941, 604) 107) 1639) 609 343) 3302 i 7 7 15 16| _120| 7) 6056 
3 7%| 110; ttt] 104) ~—«*178} = s«558) «= 951} 1624 53} 397) 2074) 532} +104) ~=«41695) S437) «= 459] 3227 1] 7 (a; i)... a taal 6| 6568 
Pennsylvania "5A a 476; 715) 480) 431; 962) 2260) 4133) 5779) 196) 1280) 7255) 3327) 680| 7223) 2514)  1686| 15630 18 104) 175) 297) 321) 467) 100) 26918 
53} 489| —-897| «11386 —:1253| 1060] _—-2093/ —-4799|~—«9205||—-7709/ ~—=«279| +—*1833| —«9B2I| ~—-3143; ~—«623|~—«8766| —2369| + 2740| 1764! 120} 197) ~—-272|~= 589} 633} —«1053| «=s«96] 40424 
hode Island 54 9 81) 100 2) 32). +6l| +155) 277| ~«374 14) 129) 5I7| 200 58) 487) 161) 125) 1030) 2| 7 4 1B 12 46) 2016 
‘53 71 2 74, SI 177} 201} += 503} 409 17} 106 ~—-532}~—s«*160 42} 428; 141] ~—148} 919) 12| 8| 16 36 33/107 40| 2247 
Utah 7 54] 7 s | 26) 14 3 %|  167| 352 14) 110) 476) 225) +49) +268) ~+(167| ~+‘124) ~~653 l 5) 19| 24 5| 19 
2 27| % 57; 40; st 118} 326] 430 24} 141} 595} (138 38} 356) 128] + ~=—«125)—S 785) 4 a. et ae ee 48 9| 
Vermont ; He 32 19) ‘12 33 80; 144) 227) 4 32) 263) 103) 13) 263 83 75) 517 l 2) 10) 12 7 3 9) 1017 
si 12 44 4% il 77} 109} = 243] = (224) 5} 47] ~—«276| =~ s«94 14) 273 58} 66} 505 2| a og 31| T 28| | 1144 
Virginia 7 i 216] 031) 118) 224) 744) t2t7) 2562 43) 39% 844,171) 2371|  647| 624| 4657 ez he = = oe 37, 9411 
53 112} 127) ~—«-239| ~=—«-250} += 57| 322] += 960} =: 1489] 2156 70} 477 3703| 597, 126} 2236) += 436} ~=—«596| 3991 20} 20} 35 75 75| 245 44} 906! 
Wisconsin 54) 119} 450) 569) 173) 160) 357) @32) 1542) 3449) 76) 520) 4045) 1715) 273) 3234) 1441) 772| 7435 2 9 80; ‘121 74) 238 50| 14074 
= 108 se 655} 276} 214| + 475/~=—«1071|—«2036| +2207 77|  468| 2752) ~=«t17|_—=Ss«2221~=«-2794) += 809}. -~S«978| +5820 17 45 45| 107} 104) 365 18} 11857 
26 States Reported 1626 4835| 3032) 2493 5225| 13218) 23968) 46540|1211| 9476| 57227| 20387) 4337) 48688| 16711| 11820) 101943 73; 416, 902) 1391 1495) 3492) 637) 195168 
To Date for August 3 2563 i590 7153 A 4329| 9179} 21365| 40621] 44111| 1687] 10978] 56776] 16882| 3637} 49848] 12238} 15072| 97677| 427] 659; _+—«1363| +«2449|~«2358} +6053] +~=«713|: 213800 
Year ra] | ran ae oe peared 96052| 267437| 478841| 863010) 24047 Tasbaa|Tarsa¥9 327027| 68297| 866084) 252262| 220429|1734099| 665 5969) 12281| 19115] 26863) 59923)  16026| 3486304 
To Date 53 47355| 103308] 150663 1124 78109} 196418] 378598] 754749| 618789) 27685) 152716] 799190] 296820] 69850| 847970| 213492| 257805|1685937|  8669| 18164| 31858} 58691| 53367| 103554| 21457|3627608 





























ener Nema aes 


Used-Car Auction Prices 


AUTOMOTIVE NEWS, OCTOBER 4, 1954 } 43 





(Continued from Page 40) 


475, $1,380; Sport coupe, $1,675*; 2-dr., 
$1,560, $1,545, 2 at $1,450; (150) 2-dr., 
$1,275; % ton pickup, $1,300. '53 (210) 
4-dr., $1,220, $1,185*, $1,150; 2-dr., 
$1,145, $1,060,$970. °52 SL Deluxe Bel 
Air, $910; 2-dr., $850, $805. '51 SL De- 
luxe 2-dr., $625. '50 SL Deluxe 2-dr., 
$600, $560, $450. °48 FM 4-dr., $375. 
'47 FL 2-dr., $350. 
HeSOTO—’'51 Deluxe 4-dr., $4 
DODGE — ’53 Coronet 4-dr., 
Meadowbrook 2-dr., $700. 
FORD—’54 Crest (8) Victoria, 
4-dr., $2,125*; Custom (8) 4- dr., $1,970*, 
$1,730, $1, 645, $1,600; 2-dr., $1,740, 
$1,690, $1,600; Main (8) 2-dr., $1,705; 
station wagon, $1,685; Main (6) 2-dr., 
$1,275. '53 Crest (8) conv., $1,365*; Vic- 


25. 
$1,170. °52 
$2,145*; 


toria, $1,250*; Country sedan, $1,060; 
Custom (8) 4-dr., $1,130; 2-dr., $1,120, 
$1,100; Custom (6) coupe, $900. ‘52 
Crest (8) Victoria, $1,200*, $1,165*; 


Custom (8) 4-dr., $1,010; Custom (6) 
2-dr., $850*, $805. '51 Custom (8) 2-dr., 
$720*; 4-dr., $720. '50 Deluxe (6) 2-dr., 
$480. '49 Custom (8) 4-dr., $465; 2-dr., 
$450, $445, $425. '47 Custom (8) 4-dr., 
$260. '46 Custom (8) 4-dr., $280. 

HUDSON —’'52 Commodore 4-dr., $620*. 
’51 Commodore 4-dr., $310*, $300. ’50 
Pacemaker 4-dr., $175. 

LINCOLN—’51 Cosmopolitan 4-dr., $500. 

MERCURY — ’54 Custom 4-dr., $2,000*°; 
2-dr., $1,800*, $1,800, $1,725. °53 Mon- 
terey coupe, $1,750*%; Custom Sport 
coupe, $1,450. ’51 4-dr., $800. 

NASH—’54 Statesman Hard Top, $1,675. 
’52 Rambler Hard Top, $825; station 
wagon, $700. 

OLDSMOBILE—’54 (88) Holiday, $2,950* 
(ps); conv., $2,675* (ps); Super 4-dr., 
$2,550*. °53 (88) Super 4-dr., $1,705°. 
’52 (98) 4-dr., $1,250*, $1,210*; (88) 
2-dr., $1,150*. ’51 (98) 2-dr., $900*. °50 
(88) 2-dr., $700*; (98) 4-dr., $650*, 

. 


$535°. 
PACKARD—’52 4-dr., $1,000. °49 4-dr., 
250 


$250. 

PLYMOUTH—’53 Cambridge 4-dr., $800. 
'52 Cranbrook 2-dr., $575. ’51 Concord 
Suburban, $600. ‘50 Deluxe Suburban, 
$390. 

PONTIAC — ’'54 Chieftain (8) Catalina, 
$2,300*; 4-dr., $1,725*. °53 Chieftain 
(6) 2-dr., $1,180. ’52 Chieftain (8) 4-dr., 
$930*. '51 Silver Streak (8) 4-dr., $785. 
’50 Silver Streak (8) Catalina, $750*. 

STUDEBAKER—'53 %-ton pickup, $300. 
’52 Champion Hard Top, $800. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of September 
22.) 

(Price picture spotty with individual 
sharp stuff drawing good prices. Average 
to poor merchandise off somewhat. Sold 
79 cars out of 108 offerings.) 

BUICK—’54 Super Riviera Hard Top, $2,- 
500*. °52 Super Riviera, $1,250*%; RM 
sedan, $925*, $790*. °51 Super sedan, 
$875*. '47 Super sedan, $200. 

CADILLAC—’54 (62 sedan, $4,200* (ps). 
'47 (60) Special sedan, $500*. 

CHEVROLET—’ 54 Corvette conv., $2,220*; 
Bel Air Sport coupe, $1,850. °53 (210) 
conv., $1,275; sedan, $1,040. ’52 SL De- 
luxe sedan, $930*, $910*, 2 at $890, $860; 
SL Special sedan, $740. ’51 SL Deluxe 
Bel Air, $800*; sedan, $735*. '50 SL De- 
luxe sedan, $580*%; SL Special sedan, 
$460, $450. "49 SL Deluxe sedan, $500, 
$390, $360, $345; SL Special sedan, $425. 
’48 SM sedan, $175. 

CHRYSLER—’53 Windsor sedan, $1,540*. 
’50 Windsor sedan, $760*. 

DESOTO—’52 Fire Dome (8) sedan, $950*. 

DODGE—’53 Coronet sedan, $1,025; Mead- 
owbrook Station Wagon, $1,250. ’52 
Meadowbrook sedan, $700. '50 Wayfarer 
sedan, $450. 

FORD—’54 Crest (8) Victoria, $1,580*; 
Main (8) sedan, $1,350; Custom (8) se- 
dan, $1,180. ’53 Main (8) Ranch Wagon, 
$1,600; sedan, $1,025; Crest (8) Victoria, 
$1,410*. °51 Custom (8) sedan, $740*; 
Deluxe (8) sedan, $530. ’°50 Custom (8) 
sedan, $590; Deluxe (6) sedan, $425, 
$420. 

HUDSON—’53 Hornet sedan, $1,340*. °49 
Super (6) sedan, $205. 

MERCURY—’50 sedan, $550, $510, $500. 
‘49 sedan, $355. 

NASH—’52 Statesman sedan, $780*, °49 
(600) sedan, $225. 

OLDSMOBILE — ’53 (98) sedan, $1,970* 
(ps). "51 (88) sedan, $950*, $915*. °50 
(98) conv. $425*. ’49 (98) sedan, $465*; 
conv., $325*. ’48 (98) sedan, $480*. 

PACKARD—’50 sedan, $460. 

PLYMOUTH—’53 Cambridge sedan, $910; 
Cranbrook sedan, $860. °52 Cranbrook 
sedan, $790, $730. '50 Special Deluxe se- 
dan, $500. '46 Deluxe sedan, $140. 

PONTIAC —’53 Chieftan (8) Catalina, 
$1,800*. ’52 Chieftain (8) sedan, $730; 
Chieftan (6) sedan, $1,025*. '51 Silver 





Calendar 


(Continued from Page 4) 


General 


Oct. 25-29— American Trucking Associa- 
tions, Inc., Waldorf-Astoria Hotel, New 
York City. 


Oct. 28-30— Western Parts and Service 
Managers Association Convention, New 
Washington Hotel, Seattle. 


Oct. 31-Nov. | — I0th Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 


Nov. 14-16 — National Used Car Dealers 
Association apaemien, Empress Hotel, 
Miami Beach, 


Nov. ites tales Finance Confer- 
ence, Commodore Hotel, New York City. 
Dec. 5-7—Metor and Equipment Whole- 
salers Association Convention, Conrad 
Hilton Hotel, Chicago. 
Dec. 6-7—National eederd Parts Associ- 
ation, Hotel Sherman, Chicago. 
Dec. 8-10 — Automotive Service Industries 


Show, Navy Pier, Chicago. 

Jan. 10-13—American Road Builders’ As- 
sociation, Annual Meeting, Roosevelt 
Hotel, New Orleans. 

Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 


Streak (6) sedan, $760*. '47 Torpedo (6) 
conv., $215; Torpedo (8) sedan, $200. 
STUDEBAKER —"51 Commander sedan, 
$565*. °50 Commander sedan, $410. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 21.) 

(Market steady as of last few weeks 
with newer cars a little stronger. Sold 
108 cars out of 142 offerings.) 


BUICK—’53 RM 4-dr., $1,700* (ps). ’52 


Super 4-dr., $1,150* (ps); 2-dr., $950*. 
‘51 RM 4-dr., $850*; Super 2-dr., $775*. 
"50 RM 4-dr., $510*, $505*; Special 
4-dr., $505, $450. °49 Super 4-dr., $350°*. 
’46 Super 4-dr., $150 

CADILLAC—’48 (62). 4- dr., $850*, $680°*, 
$200*. 

CHEVROLET—’54 Corvette conv., $1,980*; 
(210) 4-dr., $1,445; 2-dr., $1,435. °53 
Bel Air Sport coupe, $1,200*; (210) 
4-dr., 2 at $1,110*; 2-dr., $1,140* (ps), 
$1,065. '51 SL Deluxe Bel Air, $810*. 
50 SL Deluxe Bel Air, $665*; club 


coupe, $465; 2-dr., 
SM 2-dr., $175. 


CHRYSLER—’49 NY 4-dr., $420. 


$435, $425, $390. °47 


DeSOTO—’51 Deluxe 4-dr., $620. '49 Cus- 
tom 4-dr., $240. 
DODGE—’53 Coronet 4-dr., $1,125*. ‘51 


Wayfarer 2-dr., $585; Coronet 4-dr., 
$580. °47 Coronet club coupe, $235. 
FORD—’54 courier, $1,170. '53 Main (8) 
Ranch Wagon, $1,360; 2-dr., $900; Crest 
(8) Victoria, $1,350; Custom 4-dr., $995. 
’52 Crest (8) Victoria, $1060*; Main (6) 
club coupe, $605. ’51 Custom (6) 2-dr., 
$565. °50 Custom (8) Victoria, $650; 
Custom (6) 4-dr., $400; club coupe, 
$255; Deluxe (8) 4-dr., $400. ’49 Cus- 
tom (8) 2-dr., $385; 4-dr., $335, $305. 
HUDSON—’54 Super Jet 4-dr., $1,050*. 

"49 Super (8) 2-dr., $355. 

KAISER—’'52 Deluxe 4-dr., $650. '51 De- 
luxe 4-dr., $400. 

MERCURY — ’53 Monterey 4-dr., $1,570*. 
’52 Monterey 4-dr., $1,135; 2-dr., $1,050. 
’50 Custom 4-dr., $530. ’°49 Custom 4-dr., 
$400; 2-dr., $305. 

NASH—’51 Ambassador 4-dr., $590. 

OLDSMOBILE — ’'54 (88) Super Holiday, 
$2,650* (ps), $2,575* (ps). °52 (88) 
4-dr., $1,355* (ps). ’51 (88) Super Holi- 
day, $1070*; (98) 4-dr., $990. '50 (88) 
2-dr., $600. 

PACKARD—’51 4-dr., $675*, $615*. ’50 
4-dr., $355. °49 4-dr., $240. 

PLYMOUTH—’53 Cambridge 4-dr., $1,010, 
$1,000. °51 Concord Suburban, $655; 
Cranbrook Belvedere, $675; 2-dr., $590. 
*50 Deluxe 2-dr., $400. °49 Special De- 
luxe conv., $290. 

PONTIAC — '53 Chieftain (8) Catalina, 
$1,510*; 4-dr., $1,400*. ’52 Chieftain (6) 
2-dr., $800. ’50 Silver Streak (6) 2-dr., 
$375. °49 Silver Streak (8) club coupe, 
$390*. '48 Torpedo (8) 4-dr., $175. 

STUDEBAKER — ’51 Commander conv., 
$535*; Champion 2-dr., $350. ’50 Cham- 
pion 4-dr., $360. '49 Commander 4-dr., 
150 


WILLYS—’48 Jeepster, $150. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Tuesday. Prices are for sale of Sept. 21.) 
BUICK—’51 RM Riviera sedan, $890*. '50 

Super Riviera sedan, $620; Special sedan, 

$550*, $500. °49 Super sedan, $495*, 

$430. 

CADILLAC—’52 (62) sedan, $1,225*. ’41 
(61) sedan, $110. 

CHEVROLET—’'54 (210) sedan, $1,560. '53 
(150) sedan, $1,150, $1,050. °52 SL De- 
luxe sedan, $925, $875, $765, $725. °51 SL 
Deluxe sedan, $730*, $705, $700*; SL 
Special club coupe, $580, $570; Carry 
All, $560. ‘50 SL Deluxe sedan, $665*, 
$550, $525; SL Special sedan, $625, $565. 
49 SL Deluxe sedan, $445, $410; SL Spe- 
cial Business coupe, $250. '48 FM sedan, 
$250. °47 FM sedan, $215. '46 FM se- 
dan, $125. 

CHRYSLER—’51 Windsor club coupe, 
$820*. °49 NY sedan, $435. 

DeSOTO — '51 Custom conv., $705*. '50 
Custom club coupe, $510. '48 Deluxe se- 
dan, $265. 

DODGE—’53 Coronet (8) sedan, $1,205*; 


Montreal Honors 
Truck Drivers 


With Safety Week 


MON TREAL.—Proclaimed by 
Acting Mayor Arthur Tremblay, 
Safe Driving Week for truck driv- 
ers ushered in the annual truck 
driver tournament sponsored by the 
Trucking Assn. of Quebec. 


J. Guy Lefebvre, chairman of the 
tournament committee, said the 
contest was designed “to bring to 
the attention of the public the fact 
that truck driving is a job done by 
men whose knowledge and practice 
of safe driving is equaled by few 
on the road today.” 

Awards to winners were: made by 
the Quebec Safety League and by 
the Quebec Assn. for the Preven- 
tion of Accidents. The winners will 
compete Nov. 20-22 in the National 
Truck Drivers Tournament in To- 
ronto. 


Ohio Elects White 
As NADA Director 


AKRON.—A. E. White of Colum- 
bus has been elected Ohio’s NADA 
director. He will take office at the 
1955 convention. 





Coronet (6) sedan, $1,080. '51 Meadow- 
brook sedan, $680. °50 Coronet conv., 
$600; sedan, $510. °49 Coronet sedan, 
$500; 1 ton stake, $325. 


FORD — '54 Custom (8) sedan, $1,630, 
$1,620; Main (8) sedan, $1,430. '53 Cus- 
tom (8) sedan, $1,210; Custom (6) se- 
dan, $1,095. "52 Main (8) sedan, $795. 
’51 Custom (8) conv., $660; Deluxe (8) 
sedan, $535, $520. '50 Custom (8) club 
coupe, $465; Deluxe (8) sedan, $430. 
°49 Custom (8) sedan, $545*, $485; club 
coupe, $265; Deluxe (6) sedan, $325. 


HUDSON—'50 Pacemaker sedan, $110. ‘49 
Pacemaker sedan, $185. 


MERCURY—’ 54 Monterey sedan, $2,100*. 
'50 sedan, $525. °49 sedan, $465, $400. 


NASH—’51 Ambassador sedan, $585*; 
Statesman sedan, $480. '48 Ambassador 
club coupe, $215. 

OLDSMOBILE—’51 (8) sedan, $875*. 

PLYMOUTH—’54 Belvedere sedan, $1,150. 
‘53 Cambridge club coupe, $980; sedan, 
$990. °51 Cranbrook sedan, $700, $635. 
‘50 Special Deluxe Business coupe, $450. 
'49 Deluxe sedan, $475, $455, $335. 

PONTIAC—’52 Chieftain (8) sedan, $940*. 
’50 Silver Streak (8) sedan, $645*; Sil- 
ver Streak (6) sedan, $470. °49 Silver 
Streak (8) sedan, $450, $395. 

STUDEBAKER — '53 Champion sedan. 
$905*. °51 Champion sedan, $450. °48 
Champion sedan, $160. 

WILLYS—’50 (6) station wagon, 
"49 (4) station wagon, $285. 


* * * 


— Auctions in Brief — 


MANHEIM, PA. 

Manheim Auto Sales & Auction, Inc. Sale 
every Friday (Sept. 24). Market good. Sold 
160 cars out of 251 offerings. 

* + * 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday (Sept. 22). Sold 56 out of 96. 
‘ * * . 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 
Thursday (Sept. 23). Demand up and prices 
about the same, with the exception of big 
cars which seem to be falling steadily. 
Sold 106 out of 122. 
* 


$360*. 


* * 


FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day (Sept. 23). A generous consignment 
today with prices good on sharp cars. Bid- 
ding slow. Sold 43 out of 106. 

* * * 


NEW YORK CITY 
Skyline Auto Auction. Sale very Tuesday 
(Sept. 21). A larger consignment this week 
with good, clean units bringing firm prices 
and average autos down slightly. Bidding 
active. Sold 71 cars out of 126 offerings. 











YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers 
specific needs 
HERMAN REFRIGERATED 
MILK DELIVERY BODIES. 


COLDAIRE 


Drive-On-The-Road Refriger 
SELF REFRIGERATED 


RIGHTLOADER 


Plug-in Refrigeration for OVER 
NIGHT LOADING { 


WHO! DES A tf 


Refrigerated Le 
Store Delivery | 


stele ky F 


Se 


BODY COMPANY 


ST. LOUIS 10, MO 





WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
3. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 


SE cennconnienecll $14.75 Shipment Prepaid if 
Check Accompanies 
500 ... 5 Ga. 





250 .. 4.00 Otherwise C. O. D. 


GARD Printing Company... 


GRAND ISLAND, N. Y. 





Independent tire dealer adds 
*75,000 a year to sales with 


Howard Zink SER COVERS 








Charlie Case, a successful dealer who chose nationally 
advertised products to sell, then consistently backed 
them with good service plus every local advertising 
means available. 


THE HOWARD ZINK CORPORATION 


Fremont, Ohio 
Other Plants in Passaic, N. J., Long Beach, Calif., Charleston, Miss. 


HARLIE CASE TIRE COMPANY of Phoenix has 
made a booming success of the $500 a month 
service station taken over in 1945. Total sales last 
year hit $500,000 . . . 15% grossed from seat covers 
. and Charlie predicts seat cover sales will grow 
in coming years. For one thing he plans to put 
stronger selling effort behind the nationally 
advertised Howard Zink seat covers. 


If you are interested in adding sales and profit 
with a fast selling line of merchandise, Howard 
Zink offers you a real opportunity. 


Howard Zink is the only nationally advertised 
brand of seat covers. Consumers everywhere know 
and trust the name, as you know and trust the 
quality of nationally advertised products you buy 
for personal use. 


Write today for information on how you can 
get into the profitable 
seat cover business 
with the Howard Zink 
seat cover line. 
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Factories and Dealers... 





Auto Advertising 


By Marty Whitmyer 
Staff Writer 
Making its first use of television, 
the AC Spark Plug division of 
General Motors this fall is alter- 


' nately sponsoring, with Lever Bros., 


a newly revamped television series, 
“Big Town”, over the NBC-TV net- 
work. 

AC will make its first appear- 
ance as a sponsor on the Oct. 20 

Screen actor Mark 
will head the cast. 

The property of Lever Bros., 
“Big Town” has been a radio fea- 
ture since 1937. The television 
version appeared as a “live” offer- 
ing in October, 1950, but wag con- 
verted to film two years ago. 

* * * 


Color Telecasts for Olds 

Oldsmobile is presenting a 13- 
week series. of “Spectaculars” 
over NBC-TV. 


The show originating from 
New York, is seen each Satur- 


day from 9 to 10:30 p.m. (EST). 
It is presented both in RCA com- 
patible color and black and 
white. 


Metro Charts Coverage 

Metro Sunday Comics has issued 
a map showing the coverage pat- 
ern of 23 million color comics sec- 
tions distributed each Sunday by 77 
newspapers. 

The 77-paper combination pro- 
vides an average of 60 percent 
coverage of the families living in 
2,148 counties where nine out of 
every ten U. 8S. retail dollars are 
spent, Metro says. 

A circulation summary by levels 
of coverage and a list of the papers 
used is included. Intensity of cov- 
erage in each of the 3,073 U. S. 
counties is indicated by red shad- 
ing. 

The map, printed in two colors, 
may be obtained from Metro Sun- 


‘day Comics sales offices in New 





York, Chicago, Detroit, San Fran- 
cisco and Los Angeles. 
. * * 

Sports Illustrated Grows 

Less than two months in exist- 
ence, Sports Illustrated has exceed- 
ed: its initial circulation guarantee 
of 450,000, according to William W. 
Holman, advertising director. Ev- 
ery issue thus far has gone well 
over 500,000 net paid, he said. 

“Advertising on the books,” Hol- 
man said, “stood at $1,500,000 as of 


| Sept. 27—from 241 different cus- 


tomers.” 
* * 


* 

Argosy Surveys Readers 

The extent of reader duplica- 
tion among its leading competi- 
tors has been measured in a 
studdy by Argosy magazine. 

Entitled “Outdoor Magazine | 
Coverage,” the survey shows 
regular readership coverage, du- 
plicated and unduplicated read- 
ership, and cost per 1,000 for 
reaching unduplicated readers. 
Results are shown separately for 
each of five different types of 
sporting-goods customers. 

Copies of the report may be ob- 
tained by writing: Research Di- 
rector, Argosy Magazine, 205 E. 


From raw material to finished unit, the quality 


of Eaton 2-Speed Axles is maintained by the most 
advanced control procedures. Strict adherence to 
exacting quality standards, plus Eaton’s planetary 
gear design, exclusive forced-flow lubricating system, 
positive shift control, and extra rugged construction 
combine to keep Eaton 2-Speed Axles on the job, 
out of the repair shop. They mean extra thousands of 
trouble-free miles—greatest nem * vehicle utility at 
lowest possible cost. 


EATON 














More than Two Million 
Eaton Axles in Trucks Today! 


AXLE DIVISION 
MANUFACTURING 





Y, 


“We'll go to jany lengths to keep 
@ good man.” 





— 8t., New York 17, 


* * + 


Eberly Gets BAB Award 
Philip K. Eberly, account execu- 
tive for Radio Station WSBA, 
York, Pa., has won second prize in 
Broadcast Advertising Bureau’s 





COMPANY 


CLEVELAND, OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites «Spring Washers «Cold Drawn Steel *Stampings *Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 


| move 


“Best Radio Salesman of the 
Month” contest. 

Eberly won his prize for sell- 
ing a schedule of five weekly 
quarter-hours and five half-hours 
for 52 weeks to York Lincoln- 
Mercury Co. 

This marked the first concen- 
trated schedule the client has used, 
although radio had been an adver- 
tising mainstay of the firm for four 
years, Eberly said. 

* * s 


American Oil on Television 


American Oil Co. is sponsoring 
the television of 12 home and away 
games of the Washington Redskins 
this year over the ABC-TV South- 
east Region Network. 


* * * 


Farm Journal Names 2 


Dana Fernald, advertising man- 
ager of Farm Journal magazine, 
has been named to the new post of 
assistant to the president of Farm 
Journal, Inc. 

At the same time, Richard J. 
Babcock, president, announced that 
Wayne Hall, formerly ad manager 
of Town Journal, has been appoint- 
ed to the newly created post of ad- 
vertising manager of the Country- 
side Unit, comprised of Farm Jour- 
nal and Town Journal. 

* * * 
Steeves Joins GM in N. Y. 


Edmund Steeves has been put in 
charge of press relations in the 
New York office of General Motors, 
according to Paul Garrett, public 
relations vice-president. Steeves 
had been central division manager 
for United Press. 


* * * 


Look in Minneapolis 

Joseph Bayard, formmer member 
of the Chicago sales office, has 
been named manager of Look 
magazine’s new office in Minneap- 
olis. 

The office is in the Nerthwestern 
Bank Bldg., 620 Marquette, Minne- 


apolis. 
* * * 


|Grant Appoints Lenahan 


J. Raymond Lenahan, formerly 
president of the New Haven 
(Conn. Automotive Dealers 
Assn., has been appointed vice- 
president and general manager 
of the San Francisco office of 
Grant Advertising, Inc., it is an- 
nounced by Will C. Grant, presi- 
dent. 

Before joining Grant, Lenahan 
operated an auto dealership in 
New Haven. 

Lenahan’s previous advertising 
connections included a vice-pres- 
idency of Ruthrauff & Ryan, in 
New York. He served for 20 years 
as New England manager of 
Manhattan Shirt Co. 


* * * 


| Parade to Get New Home 


On Oct. 15, Parade will move 
from its New York offices in the 


| Chrysler Building to new quarters 
| at 285 Madison Ave., New York, ac- 
| cording to Arthur H. Motley, presi- 


dent and publisher. 

Also involved in the expansion 
is Parade’s Detroit office 
which moved to 28 West Adams, 
Detroit, on Sept. 13. 

” ao : 


Fram Hits the Highways 

Fram Corp., Providence, is cur- 
rently sponsoring its biggest out- 
door advertising campaign, with 
more than 3,000 24-sheet posters on 
main highways throughout the 
United States. , 

In addition to the 24-sheet out- 
door campaign, Fram is continuing 
to use the large painted bulletins 
on highways from coast to coast. 

* * * 


Chevrolet Series Ready 

Chevrolet’s new television pro- 
gram, “Treasury Men in Action,” 
begins Thursday (Oct. 7) over 
the ABC-TV network. 

The film series, starring Wal- 
ter Greaza, will be televised each 
Thursday thereafter from 8:30 to 
9 p.m. 

*” + + 

Names 

Charles Brandt, formerly of the 
Florida State News Bureau in New 
York, has joined the public rela- 
tions and publicity department of 
Young & Rubicam. He previously 
was with U. S. Rubber Co., in 
charge of publicity for the tire di- 
vision. 
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Upturn Is Due in °55, 
N. J. Dealers Hear 


(Continued from Page 3) 


cise taxes on motor vehicles even 
beyond the 7 percent to which the 
tax will drop automatically on 
April 1, 1955. At present the tax is 
10 percent. 

Freed urged dealers to order 
their new cars on the basis of eco- 
nomic factors in their areas, rather 
than on an “I hope” basis. Dealers 
get into difficulties through over- 
loading as well as through manu- 
facturers’ overproduction, he added. 

Walter B. Cooper, of Denver, 
chairman of the NADA Public 
{ Relations Committee, also ad- 
; dressed the convention. He de- 

. scribed current and proposed ac- 
> tivities of the Automobile Retail- 
; ing Institute, and warned that it 

was time to begin promoting 
services offered by the retail 
dealer instead of merely “selling 
the product.” 

Cooper reported that, as of Sept. 
23, there were 1,583 dealers enrolled 
in the institute program and that 
their contributions totaled $105,000, 
levied at the rate of 50 cents per 
car sold during 1953. 

The convention adopted a resolu- 
tion stating that the association, 
which represents 95 percent of the 
new-car dealers in New Jersey, 
“will strive to further raise the 


Indiana Dealers 


Hold 5 Parleys 


On Distribution 


HUNTINGTON, Ind.—Five dealer 
meetings were held last week by 
the Automobile Dealers Assn. of 
Indiana, designed to help new-car 
and truck retailers prepare for an 
orderly distribution of vehicles and 
their maintenance. 

The sessions were conducted by 
Elson G. Sims, president; Freder- 
ick M. Sutter (Dodge-Plymouth), 
of Columbus, chairman of NADA’s 
industry relations committee; Paul 
Abel (Buick), of Muncie, a director 
of the state association; and Her- 
man Schaefer, executive vice-presi- 

* dent. 

Meetings were held in Michigan 
City, Huntington, Indianapolis, New 
Albany and Princeton. 
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STATEMENT REQUIRED BY THE ACT 

OF AUGUST 24, 1912, AS AMENDED 

BY THE ACTS OF MARCH 3, 1933, 

AND JULY 2, 1946 (Title 39, United 

States Code, Section 233) SHOWING THE 

OWNERSHIP, MANAGEMENT, AND 

CIRCULATION OF 
Automotive News, published weekly at De- 
troit, Michigan, for October 1, 1954. 

1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness Managers are: 

Publisher: Slocum Publishing Company, 
2666 Penobscot Bldg., Detroit, Michigan. 

Editor: B. J. Wembhoff, 2666 Penobscot 
Bldg., Detroit, Michigan. 

Managing Editor: Robert M. Finlay, 2666 
Penobscot Bidg., Detroit, Michigan. 

Business manager: B. B. Crighton, 2666 
Penobscot Bldg., Detroit, Michigan. 

2. The owner is: (If owned by a corpo- 
ration, its name and address must be stated 
and also immediately thereunder the names 
and addresses of stockholders owning or 
holding 1 percent or more of total amount 
of stock. If not owned by a corporation. 
the names and addresses of the individual 
owners must be given. If owned by a part- 
nership or other unincorporated firm, its 
name and address, as well as that of each 
individual member, must be given.) 

; Slocum Publishing Company, 2666 Pen- 
j obscot Bidg., Detroit, Michigan. 

M. H. Slocum, 2666 Penobscot Bldg., De- 
‘ troit, Michigan. 
; 3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) 

None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security appears 
upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in 
the two paragraphs show the affiant’s full 
knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not ap- 
pear upon the books of the company as 
trustees, hold stock and securities in a 
eapacity other than that of a bona fide 
owner. 

5. The average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
seribers during the 12 months preceding the 
date shown above was: (This information 
is required from daily, weekiy, semiweekly, 
and triweekly newspapers only.) 41,365. 

B. B. CRIGHTON, 
Business Manager. 

Sworn to and subscribed before me this 
First day of October, 1954. 

ELEANORE L. WILLIAMS. 

(My commission expires June 5, 1956.) 
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standards of merchandising, to the 
end that, as in the past, the retail 
automobile industry will continue 
to furnish the public with satisfac- 
tory service and dependable and 
safe transportation.” 


Olds Region Head Resigns 
To Take California Deal 


PASADENA, Calif. — George H. 
Natzel, Pacific regional manager 
for Oldsmobile, last week gave up 
his position to become owner of 
Buchanan Oldsmobile, according to 
G. R. Jones, general sales manager 
of Oldsmobile. 

The new firm will be named 
Natzel Oldsmobile. Natzel joined 
Oldsmobile in 1931 and advanced to 
assistant regional manager on the 
Pacific Coast in 1948, becoming 
manager the following year. 





Central Region Ford Alumni in Reunion— 


Retiring and incoming officers of the central region of the Ford Merchandising 
School in Dearborn meet informally with John Heflin (left), dean of the school, at 
the closing session of their annual reunion in Kansas City. Also present is Ira B. 
Groves (fifth from right), Ford division regional sales manager. From left are Heflin; 
Tom Miller, Moberly, Mo.; Roscoe Klinger, Waterloo, la.; Wallace Williams, Kansas 
City, Kans.; Dick McFayden, Omaha; Phil Long, Colorado Springs, Colo., president; 
Groves; Paul Beauchamp, Topeka, Kans., vice-president; Kenneth Olive, Butler, Mo.; 
Bill Sample, Omaha, and Mark L. Atchison, Kearney, Neb., secretary-treasurer. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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GM Research 
To Use Isotopes 


DETROIT.—General Motors Re- 
search Laboratories announced 
plans last week to use radioactive 
isotopes in peacetime engineering 
and research studies. 

Charles L. McCuen, general man- 
ager of the research laboratories 
division, said the program would 
include construction of an isotope 
laboratory at the GM ‘Technical 
Center near Detroit. 

“We expect to use radioactive iso- 
topes in developing sensitive tech- 
niques for research in various 
fields of science,” he said. “We will 
use them not only on advanced 
projects, but will open this facility 
to all GM divisions.” 

In the chemical field, for in- 
stance, researchers may be able to 
learn more about engine combus- 
tion or durability of paints and fin- 
ishes. In industrial metal working, 
it may be possible to learn more 
about tool wear, design, materials 
and lubrication. 

In plating and metallurgy also, 
McCuen said, radioactive “tracers” 
will provide clues to improved tech- 
niques and materials. 
















Sicnat-stat salutes North American Van Lines 
for their excellent safety record and for the safety 
awards with which they have been honored. 

We appreciate the opportunity of quoting the 
statement of Milton B. Chase, General Traffic 
Manager, North American Van Lines: ‘‘Our use of 
Signal-Stat Directional Signals has contributed much 
to North American’s safety record.”’ 


Double Single | >. 
Face Face e SS 


Legal and approved in all 48 States and the District of Columbia 





No. F-700 
Burnout-proof Switch 


NORTH AMERICAN 
VAN LINES 





It is records like this that explain why more trucks 
use Signal-Stat Class A—Type 1 directional signals 
than all other makes combined! 

Signal-Stat Directional Signals are symbols of quality. 
They are visible proof that the vehicle manufacturer, 
the dealer and the operator are quality conscious and 
will not compromise for anything less than the best. 
They signify reliability and justify confidence. 








THE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL VEHICLES 






SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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Advantages of 

KIM operation: 

¢ Gives quick, easy starts 

d Reduces motor wear 

d Protongs life of batteries 

J Reduces fuel consumption 

¢ Saves warm-up time 

¢ Cuts cost of terminal 
heating 


d For stationary or mobile 
f engines — diesel or gas 
; d Four models — easily 
installed 


It’s this simple— equip your 
cars and trucks with KIM 
Hotstarts and you end ma- 
jor worries of winter opera- 
tion. Engines purr like kit- 
tens. Starting is fast and 
smooth. You don’t use as 
much fuel and you spend 
less on repair bills. 

See your dealer or write 
for literature. Many of the 











For Hard-Hitting, Fact-Filled Sales Aids—Write to 











PRODUCTION Models 
for EVERY Business 


Vv ENGINEERED for Efficiency 
v CUSTOMIZED for Versatility 
v MASS-PRODUCED for Economy 
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Time to Install 





Hotstart 


0 © 0 088 one 


electric 
pre-heater 


. . for Gas and Diesel 


Engines 


smartest fleet operators in 
the country know KIM, use 
KIM, like KIM. Why don’t 
you profit from their experi- 
ence? Sold and installed by 
leading automotive sup- 
pliers. 


KIM HOTSTART 


MFG. CO. 
West 917 Broadway 
Spokane 1, Washington 


the BENMATT pledge card 
program helps you sell 
e SERVICE © CARS 


When you display 
BENMATT pledge cards 
you create loyalty among 
your customers. These 
quality license frames are 
your most economical and 
productive form of advertis- 
ing. Find out more by 
writing today for FREE 
pledge cards. 


The BENMATT Organization 


Factory: 3447 E. 15th St., Los Angeles 23, Calif. 
Sales: 962 Milwaukee Ave., Chicago 22, itt. 
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Gets $70 Million Loan... 


S-P Rolls Up Sleeves 
For 1955 Slugfest 


(Continued from Page 2) 


present total of 2.4 percent of the 
auto market to “at least double.” 
* * » 
Yh goenv comments by S-P officials 
stirred up the Studebaker deal- 
ers. One said: 

“A few more speeches like those 
and we'd be ready to go out and 
kick in some windows. We're really 
going to roll now.” 

Dealers expressed their enthu- 
siasm over the price cuts of $37 
to $287, the new V-8 engine and 
higher horsepower on all models, 
the return of the President line, 
and the massive grilles and add- 
ed chrome on the 1955 models, 
which will be introduced this 
week. 

Another dealer said: “I held out 
for eight months and I’m now glad 
I didn’t fold up. This is what I’ve 
been waiting for. 

“There’s no reason why we can’t 
sell these cars, especially since the 
Commander V-8 will be only $60 
more than a Ford.” 

* 7 * 


Horraan told the dealers they 
must expand their sales staffs 
since the present setup is geared 
for only 10,000 to 12,000 sales a 
month. 

Hoffman said Studebaker is 
entitled to 25,000 to 30,000 sales a 
month, but added that “it’s up 
to the dealer organization. If we 
can get the dealers operating 
properly, in a year we'll be able 
to get that number.” 

S-P officials declined to predict 


New York 


(Continued from Page 6) 


cause of the comparative loss 
on his used car, his new-car pur- 
chase is more expensive. 

Speculation is rife on the new 
models. Rumors, counter-rumors 
and styling hints fly thick and fast. 
However, many dealers are holding 
the fort until announcement day 
before making any further deci- 
sions relative to retrenchment or 
liquidation. 

Dealer showings will be “D Day” 
in more ways than one. 





a 1 BOYERTOWN BUILDS 
I. the Most Complete Line of 


DELIVERY BODIES 
“Beller Built" Since 1872 


Models MG-8, 10, 12 Merchandiser 


7, 





Model SL-12 Panel 


total sales for either Studebaker or 
Packard in 1955. 

But Vance said Studebaker ex- 
pects to produce 15,000 vehicles in 
October, 15 percent of which will 
be trucks. 

* * = 
OFFMAN said: “We have 
enough orders to keep us going 

five days a week for the rest of the 
year. At that, I think we’ll be quite 
short of cars.” 

Nance said he would rather not 
tell about Packard’s output plans 
until the present model changeover 
is completed. 

In explaining Studebaker’s poor 
showing this year, Hoffman blamed: 

1. The newspapers for keeping 
the spotlight on General Motors 
and Ford Motor. The smaller 
firms got only sympathy, he said, 
“and GM and Ford found that 
was one of their greatest sales 
aids.” 

2. The public’s decision to stop 
paying “premium prices for 
quality.” 

Hoffman said 1954 was the most 
chaotic sales year in history, and 
added that he hopes it’s finished. 


N.Y. Life Offers 
New Employe Plan 


NEW YORK. — New York Life 
Insurance Co. last week announced 
a plan whereby auto dealers and 
other business with 10 to 24 em- 
ployes may obtain the same basic 
type of protection insurance made 
available to employes of larger 
corporations. 

Known as the Employe Protec- 
tion Plan, the new program offers 
low-cost life insurance and weekly 
income benefits to employes, the 
company said. 

In addition, liberal hospital, sur- 
gical and polio benefits can be 
added for employes and their de- 
pendents, it was said. 


Taxes 


(Continued from Page 2) 


penditures are only slightly above 
prewar levels. 

Total automotive employment for 
1953 was 920,000; average employ- 
ment of production workers, 759,- 
900. Production workers’ payrolls 
totaled $3,475,000,000 and average 
weekly earnings of production 
workers reached $87.95—up more 
than $5 from the previous year. 

New records in station wagon 
and “hard top” sales are report- 
ed. Nearly 300,000 station wagons 
were sold last year—about 120,- 
000 more than in the best previ- 
ous year. Station wagons ac- 
counted for about 5 percent of 
total factory sales—up from 4 
percent in 1952. 

“Hard tops” represented 14 per- 
cent of sales, as compared with 13 
percent the preceding year. Half of 
last year’s passenger cars sold were 
4-door models. 

Among other highlights found in 
the new AMA booklet: 

Automotive exports from the U. 
S. last year exceeded $1 billions. 

More than three-fourths of world 
passenger car production, and 
nearly half of world truck produc- 
tion, are in the United States. 

Credit extended for automobile 
purchases in the U. S. topped $13 
billions last year. 

Automotive retail sales during 
the year totaled nearly $44 bil- 
lions. 

California leads all states in mo- 
tor vehicle registrations with more 
than 5% millions. 

U. S. farmers own nearly seven 
million cars and trucks. 

Eighteen percent of all U. S. pat- 
ents issued in 1953 were automo- 
tive. 

Two-thirds of all U. S. males over 
13 years of age are drivers. 

Taxes take 28 cents out of ev- 
ery dollar spent to buy automo- 
biles. 

More than 9.7 million are em- 
ployed in highway transport in- 

| dustries of the U. S., or one out of 
| every seven workers. 





for reaching more car owners 
at lower cost. Advertise in 
CAR LIFE Magazine—where 
every reader counts. 100% 
coverage. No waste. Lowest 
cost per thousand car owners. 
Car Life readers spend an 
average of $360 yearly on 
gas and oil alone. Send for , 
the complete Car Life sur- : 
vey today! 
MOTOR PUBLICATIONS, 
270 Madison Ave., New York 
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Profit Makers 


SHORTSTOP =; 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


Al your bers or write 
ZACO LABS (Division of Zip Abrasiv: 
1360 West 9th $t 


* Cleveland 13, Ohio 


PORTABLE 


AUTO TURNTABLES 


Amazingly low in price and easily 
set up by you—ANYWHERE. 


As simple as that—AMER-STAGE portable 
turntables now bring top-flight showman- 
ship within the reach of every car deal- 
er's budget. Best of all, they can be 
quickly and easily moved to any spot you 
choose. 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. 
Write for illustrated folder 
AMERICAN STAGE 
EQUIPMENT, INC. 


805 East 134 St., Bronx 54, N. Y. 


No. 7 


WINTER or SUMMER 
America’s 
FINEST 
Heater 


For ‘53-’54 
Popular Make Cars 


Write for free illustrated folder 
HaBees Heater Div., Gabriel Co. 
Rockford, Ill. 





BRITISH FORD 


GERMAN FORD 


BRITISH NASH 


—PARTS IN STOCK— 
Write for Catalog 


Columbia Motor Co. 


245 W. 56th St., New York 19, N. Y. 
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in Spring... 





Ford Girds for UAW Pay Push 


(Continued from Page 1) 


some of the country’s brightest 
young men. 

From the beginning of the 
company’s reorganization, start- 
ing in 1946, the emphasis in in- 
dustrial relations—as in all major 
Ford activities—has been on man- 
agement decentralization. 


“We in the central office main- 
tain a very intimate functional or 
policy control, insisting that the 
decentralization divisions adhere to 
company policy in broad general 
procedures,” Bugas said. 

* * ° 


yd beyond that, he added, in- 
dustrial relations in the divi- 
sions is directed by such trained 
industrial relations managers as M. 
W. Welty, of the Ford division; 
W. W. Wotherspoon, of the steel 
division, and G. L. Walker, of Lin- 
coln-Mercury. 

Although labor relations is only 
one of the responsibilities of 
Ford’s industrial relations staff, 
it probably is the most important 
one, and is the direct responsi- 
bility primarily of Manton M. 
Cummins, assistant general in- 
dustrial relations manager. 
Under Cummins’ direction, mem- 
bers of the new union contract pro- 
cedures department, working with 
the industrial relations analysis de- 
partment, are preparing now for 
the 1955 negotiations, expected to 
begin in late March. 

“At Ford,” said Lindquist, “our 
preparation for collective bargain- 
ing begins at the end of one nego- 
tiating period and runs right up to 
the beginning of the next. 

+ * * 


nes, this activity be- 
comes more intensive during 
the months preceding the new con- 
tract negotiations, but much of the 
necessary material can and must 
be gathered and analyzed on a 


. 


steady, cumulative basis far in ad- 
vance of its use. 


“For example, it (the staff) col- 
lects data from within the com- 
pany on such things as wages, pay- 
rolls, turnover, absenteeism, griev- 
ances, work stoppages, employe age 
and seniority distribution. 

“Then, as bargaining time 
nears, it obtains up-to-date com- 
parative statistics for the auto- 
motive industry and for the na- 
tion as a whole. 


“At the same time, it maintains 
a running analysis of current bar- 
gaining trends throughout our own 
industry and in others. In this way, 
it is possible to obtain the ‘feel’ of 
the situation at any given time and 
perhaps to determine the union’s 
nationwide bargaining pattern. 

* * * 


a before negotiations 
are scheduled to begin, this 
department breaks down the prob- 
able demands of the union into 
specific proposals,” Lindquist said, 
“Then it prepares an estimate of 
the cost of these likely proposals 
and develops a detailed comparison 
with current costs. On the basis of 
this ‘educated guessing,’ it is possi- 
ble to prepare additional and more 
adequate data on each subject. 


Other departments under Cum- 
mins are the umpire and review 
board proceedings department, 
the hourly personnel department 
and the employe services depart- 
ment. 

While Cummins’ chief concern is 
the company’s relations with its 
129,000 hourly workers, his oppo- 
site number—Assistant General In- 
dustrial Relations Manager Robert 
S. Dunham—is in direct charge of 
relations with Ford Motor’s 46,000 
salaried employes. 

Dunham also directs the security 
department, the communications 
and transportation services depart- 


A FREIGHT ELEVATOR 
ON THE BACK OF 
® YOUR TRUCK... with 


only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads up to 4000 
Ibs.—at one time. Load or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 


semi-trailers. 


New Brochure shows HOW you can save up to 50% on your trucking 


costs. Send for your copy today. 


POWER 


OPENING 
CLOSING 
LIFTING 


LOWERING 


Patd. & Pats. Pend. 
U.S. and Foreign 


ANTHONY 


LIFT 2 GATES 


The Power to lower delivery costs 


ANTHONY COMPANY - 





STREATOR, ILLINOIS 
DEPT. 5404-D 


ment, the training department and 
the food services department. 


* + * 


UNHAM supervises the “job 

evaluation plan” and job appli- 
cant investigations—two operations 
designed to pay equitably and to 
locate the best salaried personnel 
in the U. S. 

Started in 1947, the “job evalu- 
tion plan” consists of a detailed 
study by experts of a specific po- 
sition and an appraisal of the 
job on the basis of 15 factors. 
Pay scales of all salaried person- 
nel earning $8,000 or under are 
determined in this manner. 
Ordinarily, Ford Motor investi- 
gates the background of any job 
applicant or any individual it con- 
siders hiring for more than $550 a 
month. 

The investigations have revealed 
that 25 to 30 percent of the appli- 
cants have falsified their back- 
grounds. 

* * . 

= is also responsibile for 

recommending and administer- 
ing Ford’s pay policies. For in- 
stance, it’s a general rule that no 
merit raise greater than 15 percent 
will be granted an employe in one 
year. However, an employe also 
may receive a promotional raise of 
15 percent in the same year. 

An important function of the 
Ford industrial relations analy- 
sis department, headed by Karl- 
ton W. Pierce, includes the con- 
ducting of surveys of labor prac- 
tices, employe attitudes, national 
trends and administrative pro- 
cedures. 

One survey revealed that one of 
the principal employe gripes was 
the numbered badge, which seemed 
to make a “number” of the worker, 
rather than a “person.” A short 
time later, badges with names were 
substituted at Lincoln-Mercury. 

Another survey, conducted by El- 
mo Roper, noted public opinion re- 
searcher, showed that a majority 
of workers at one plant would rec- 
ommend Ford as a place to work. 

Nevertheless, according to the 
Roper study, it was felt that man- 
agement should show more interest 
in the welfare of employes; that 
some workers believed the company 
did not try to provide steady work, 
and that Ford supervisors could do 
a better job of telling employes 
how they were doing. The plant 
newspaper was described as good. 
7 * * 


[pacusaine this effort by Ford 
to keep in touch with the atti- 
tudes of its workers, 
commented: 

“I believe that the labor unions 
owe whatever success they have 
had as much to their ability to 
satisfy the craving to belong as 
to any economic benefits they 
claim to have won for their mem- 
bers. 

“And giving credit where credit 
is due, it was perhaps the success 
of the unions in the ’30s that 
awakened management to a reali- 
zation that it was out of touch with 
the worker. Since industrial pro- 
duction is and must be a coopera- 
tive process, this meant that one 
partner was no longer on speaking 
terms with another—a pretty seri- 
ous state of affairs.” 

On the same occasion, Bugas also 
expressed his thinking on indus- 
trial relations when he said: “In 
certain areas— wages and other 
benefits—the interests of labor and 
management may appear to be dif- 
ferent, at least in degree. 

* * + 

“BN OTHER ‘areas — productivity, 

improvement of the product, 
sound and efficient management 
practices which strengthen the 
company and help it grow—the in- 
terests of management and the em- 
ploye are identical.” 

One of the principal arms of 
Ford’s industrial relations staff— 
and one which reports directly to 
Bugas—is the management and 
employe information department, 
under Richard E. Roberts. 
Among other things, Roberts is 
charged with the publication of 30 
plant newspapers with a combined 
circulation of about 200,000. Not in- 
cluded are dealer and consumer 
magazines, which are the respon- 
sibilities of the sales and advertis- 
ing staffs. 

In any discussion of industrial re- 


Bugas has 


lations at Ford Motor, one year— 

1946 — is repeatedly mentioned. It 

was in this year that Henry Ford 

II began gradually building up the 

young, high-caliber industrial re- 

lations staff that is operating today. 
2 + * 


" accent is definitely on youth. 
Even now, several years after 
the current setup was started, 
Bugas is only 46; Lindquist, 45; 
Roberts, 54; Cummins, 48; Pierce, 
37, and Dunham, 39. 

Furthermore, the average age 
of all of Ford’s 46,000 salaried 
employes is 37, while the aver- 
age age for the top 500 execu- 
tives is 49. 

The year 1946 also is considered 
a milestone at Ford because it was 
in this year that the company won 
its “management’s right clause,” 
establishing once and for all that 
management has the right to run 
the factory without union inter- 
ference. 

Until then, labor relations peo- 
ple, viewing the trend of previous 
years, were definitely of the opin- 
ion that the unions were gaining 
complete control of the plants. 

7 * * 


(= top industrial relations ex- 
cutive said: “In 1946, Ford Mo- 
tor Co. was a pretty disorganized 
place. Salaried people were hired 
in four or five different places. 
Sometimes, a man would be turned 
down at one employment office, 
only to be hired at another. 
“Since then we’ve become or- 
ganized. We’ve substituted brains 
for brawn. We think we’re much 
more realistic now. We accept 
the unions and are trying to car- 
ry on employe relations on a mu- 
tually responsible basis.” 
Lindquist told Automotive News: 
“We want to make Ford the best 
place in industry to work, and we 
want to be fair to all concerned.” 
Asked if he thought Ford’s in- 
dustrial relations position is ade- 
quately described in the press, 
another high-ranking official said: 
. * * 


“N2: WE don’t think our story 
is getting through. They call 
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it a ‘capitalistic press, but this 
makes us laugh. There are two rea- 
sons why we are unable to fairly 
tell our story in the papers: 


“1, Because, for some reason, 
management is compelled to live 
up to the letter of every utter- 
ance that reaches print. But a 
union official can make some wild 
= and it’s forgotten the next 


“2. Let’s face it, many times the 
union has the emotional arguments 
on its side. We have to stick to the 
hard facts of life. Our position in 
many instances will never win a 
popularity contest. So we keep our 
mouths shut when maybe we ought 
to be talking.” 

+ * 
HERE is how another executive, 
under questioning, explained the 
policy of Ford Motor Co. in regard 
to the labor relations of its dealers: 


“Although the labor disputes of 
some of our dealers can be very 
harmful to the company, we main- 
tain a strictly hands-off policy for 
two reasons. 


“First, our dealers are inde- 
pendent businessmen with the 
responsibility for solving their 
own labor problems. Also, any in- 
terference by us might present 
serious problems under Federal 
laws. Second, we can’t afford to 
get embroiled unnecessarily with 
other unions.” 

On all sides there is evidence that 
the Ford industrial relations staff 
is carrying out the dictum stated 
by Henry Ford II in 1946: 

“If we can solve the problems of 
human relations in industrial pro- 
duction, we can make as much 
progress toward better living in this 
country during the next 10 years 
as we made during the past 25 
years through the development of 
the machinery of mass production.” 


Carco Distributor 
LOS ANGELES.—Marin Co., 2414 
E. Fifty-seventh St., Los Angeles 
58, Calif., has been appointed na- 
tional distributor for the Carco 
midget sandblast gun. 
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Rationi 


Program Unsettled .. . 





Auto Industry to Get 
Peek at War Plans 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Government 
sources here indicate that the 
time is not far off when the auto 
industry advisory groups will be 
given a look at the proposals of the 
long-range planners for passenger- 
car limitations, in the event of an- 
other war emergency. 

This planning has been going 
on for more than a year and is 
beset with many perplexing prob- 
lems regarding the passenger- 
‘car industry. 
| §tabilization and materials con- 

trols are pretty well settled. But 
| the matter of rationing—if that 
should become necessary again—is 
not. There is much backwardness 
about laying down the rules of ra- 
| tioning—especially in advance of 


' unknown future conditions. 
‘ * 


MPHE field of rationing hes bom 
gone over time and again by 


the expert planners. To a man they 
hope that rationing will not be nec- 
essary, even though controls are. It 
is the bugbear of all problems, they 
say. 

The overall regulations will be 
made at the Office of Defense 
Mobilization. But the close-up of 
the various retail line problems 
will have to be provided by the 
Business and Defense Services 
Administration. in the Depart- 
ment of Commerce. 

In general, ODM is pretty well 
set with its overall plans, but there 
is still sharp differences of opinion 
at BDSA concerning the how, 
which and where of its recom- 
mendations for car making and 
selling. 


* * a 
1. whole problem is one that 
the Government doesn’t care to 
answer alone but isn’t sure just 
who should be consulted for advice. 
Should it be the Auto Manufac- 


turers Agssn., the NADA, or both? 
Also, there are many other auto- 
motive interests that should have 
a voice in the matter. There is 
steel, copper, aluminum, petroleum 
and tires. And also the original and 
replacement parts makers. 

Who would answer honestly 
and fairly? Which industry 
would take the all-industry view? 
Should all be consulted in one 

group conference, or should each 
be queried separately? 

Just what to do in complete fair- 
ness to all, and how to go about it 
is the prime problem. 

Unquestionably, the Administra- 
tion wants to plan without fear or 
favor. But what is the best move 
from the standpoint of all inter- 
ests — Government, industry and 
trade? 

So far as production for automo- 
bile manufacturers and their retail 
outlets is concerned, the question is: 

“Should it be by materials con- 
trol or unit limitation?” 

* + + 


To is merely a size-up of the 
questions confronting the ODM, 
the Department of Commerce and 
other Government agencies as they 
struggle with plans to ready the 
U. S. for another war, should one 
come. 

Much of the spade work has 





been done—in all fields—but here 
we are particularly concerned 
with what may be in store for 
automobile manufacturing and 
selling should war come again. 

There are many branches of the 
BDSA. There is an automotive di- 
vision, of course, and an Office of 
Distribution. The former will deal 
with motor vehicles exclusively 
while the latter will contemplate 
the field of distribution in all lines, 
including automobiles. The NADA 
is represented on this panel by Ex- 
ecutive Vice-President Frederick 
Bell. 

The Office of Distribuiton is no 
more just a war setup than is the 
automotive division of BDSA. But 
those offices will form the line be- 
tween ODM and Commerce in 
reaching decisions. 

* * * 


_— main purpose of the Govern- 
ment planning, of course, is to 
prevent inflation and scarcities in 
another emergency. 

The range of controls will depend 
on the type of emergency. In this 
respect, it is believed sets of differ- 
ent plans have been drawn to meet 
different situations. 

The plans drafted at ODM — 
which would have to go to Con- 
gress in an emergency—are said to 
be largely similar to those of World 
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War II, but potentially more effec- 
tive than the control measures laid 
down at that time. 


Joseph G. Sherrard is the chief 
stabilization planner. His deputy 
is Nelson H. Eddy, who has had 
both Korea and World War II ex- 
perience in the price control field. 

William J. Truppner is the chief 
materials control planner. 

Meanwhile, possible rationing, 
and whether auto production 
should be subject to materials con- 
trol or unit limitation in event of 
war, is giving the planners—and 
the industry—many moments al- 
most as tense and frightening as 
war itself. 


New Plug Designs 
Under Study for 
‘Hotter’ Engines 


By Sam Sampson 
Staff Writer 

TOLEDO.—High-compression en- 
gines may be ushering in a new 
era for spark plug and ignition 
system design, according to engi- 
neers and service officials at Cham- 
pion Spark Plug Co. 

Howard Vogel, chief engineer, 
says that modifications to extend 
the use of present designs are 
about at an end, and that the ex- 
pectation of engines with still 
higher compression ratios has 
prompted engineers to think 
about new plug designs. 

Thus, the introduction of Cham- 
pion’s new “Turbo Action” spark 
plug — 18 millimeters at the base 
(as compared to the standard 14 
millimeter size) — gives an addi- 
tional area inside the plug base to 
circulate the fuel charge more ef- 
fectively, engineers said, and per- 
mits better cleaning operations. 

The new plug is made to install 
without the usual brass or steel 
washer to snug it into the head. 
The base of the spark plug and the 
fitting in the engine head have 
been engineered together to pro- 
vide a firm, water tight installa- 
tion. 

The Turbo Action plug is to 
be standard equipment on Ford’s 
sports-styled Thunderbird, which 
uses a high compression engine. 

Champion engineers emphasized 
that the new plug is aimed at 
future high compression engines 
rather than a replacement unit 
on present automobiles. 

At the same time, Vogel said, it 
is probable that ignition manufac- 
turers also are contemplating new 
designs for their equipment. 

“In some cases,” Vogel said, “I 
think that some rather minor 
changes could be easily made to in- 
crease ignition efficiency. For in- 
stance, assuring that ignition wires 
are not too close together will 
eliminate spark jumping.” 

It has been heard in many quar- 
ters that special ignition systems 
may be designed for each make of 
engine in the future. Vogel did not 
foresee this in the cards, but said 
he did expect many ignition im- 
provements soon. 

He pointed back to the changes 
that had been made in present 
designs to meet industry prob- 
lems. Recently, increased use of 
additives in both fuels and lubri- 
cants has necessitated extended 
temperature ranges for spark 
plugs. Excessive heat, he said, 
causes pre-ignition, and too low 
a temperature may result in 
spark plug fouling at low speeds. 

Broadening the temperature 
range of the plug has become an 
increasing effort on the part of en- 
gineers. 

Experimental work at auto rac- 
ing tracks has contributed much 
to the spark plug world, Vogel said. 
Some of the larger racing machines 
and competition sports cars have 
engines with extremely high com- 
pression ratios. In addition, the 
fuels used are “hotter” than any- 
thing in the passenger-car field. 





Missouri Short of Tags 


As Felons Wreck Plant 


JEFFERSON CITY, Mo. — A 
critical shortage of license plates 
in Missouri has developed follow- 
ing destruction of the license- 
plate manufacturing plant dur- 
ing a recent riot at the peniten- 
tiary here. 
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|hour increase under the terms of 


t of °55 Merger... 





CIO-AFL Rift Is Healing Swiftly 


By Joe Callahan 
Staff Writer 

ERE is little doubt that the 
schism formed in the U. S. la- 
bor movement some 20 years ago 
by John L. Lewis is 
fast closing — with 
Lewis still on the 

outside looking in. 
All indications 
from the AFL con- 
vention and the CIO Steelworkers 
convention point up the fact that 
an AFL-CIO merger is definitely in 
the works for the early part of 

next year. 


Secret talks concerning con- 
solidation reportedly were begun 
between AFL President George 
Meany and CIO President Walter 
Reuther immediately after the 
conclusion last week of the AFL 
convention in Los Angeles. 

In the CIO, the biggest road- 
block in the path of the merger 
was David McDonald, president of 
the Steelworkers, who had repeat- 
edly hinted in recent months that 
he was dissatisfied with Reuther’s 
leadership and that he might lead 
his workers out of the CIO. 

* * = 


Bt McDONALD, quickly made 

aware of the strong pro-CIO 
feelings of his membership by the 
thunderous ovation given the men- 
tion of Reuther’s name, suddenly 
changed his tune. 

And in one of the neatest field 
reversals of this football season, 
McDonald became a champion of 
labor unity, asking for the con- 
solidation of all labor, including 
the AFL, the CIO, the United 
Mine Workers and the railroad 
brotherhoods. 

McDonald said the reports about 
his differences with Reuther and 
the CIO were started by “friends of 
press and radio who were looking 
for something dramatic to write.” 

But he did not explain the story 
that was deliberately leaked from 
his headquarters that he would ask 
the Steelworkers convention dele- 
gates to quit the CIO, or his re- 
moval of the “CIO” designation 
from Steelworker contracts, or his 
much-publicized meeting with AFL 
Teamster President Dave Beck and 
John L. Lewis—leading Reuther 
enemies. 
cd * * 

pgewosat> said his principal 

objection to Reuther was that 
he continued as UAW president 
and only worked part-time as CIO 
president. However, Reuther’s pred- 
ecessor, the late Phil Murray, dou- 
bled as Steelworker president. 

At the AFL convention (the dele- 
gates came out strongly for the 
elimination of union welfare fund 
frauds, a Federal law creating a 
35-hour work week, an increase in 
the minimum hourly wage to $1.25 
and effective political action in the 
November election. 


Out of the AFL convention in 
Los Angeles also has come some- 
thing rare in union operations— 
a “raid pact”—in which several 
AFL unions have banded to- 
gether for an organizing drive to 
take away members from John 
L. Lewis’ United Mine Workers. 
Joining forces to lure away con- 
struction workers in the UMW’s 
District 50 “catch-all” union were 
the Teamsters, Carpenters, Labor- 
ers and Operating Engineers 
unions. 

To implement the drive in the 
construction field, the four unions 
created the National Education 
and Information Bureau in Wash- 
ington. 

* + * 


Violence in Detroit 


Or THE dealership labor front, 
there was an outburst of mass 
picketing at three Detroit dealer- 
ships as Local 376 of the AFL 
Salesmens Union stepped up its or- 
ganizing drive. 

Police reported that two men at 
Bob Ford (Ford) were slugged by 
pickets. 

Robert Kujda was hurt when 
he drove up to the dealership to 
pick up his father, a Bob Ford 
employe. Kujda was treated at 
Wayne County General Hospital 
and released. 

Darvin McGladdery, assistant 
used-car manager, also was injured 


in an altercation, but he did not 
require hospitalization. 

Struck several months ago, Ford 
has been picketed by a token force 
most of the summer. But last week 
the picket line was increased to 
about 20 men. 

* *~ * 

T ROSEDALE Motors (Oldsmo- 

bile), which has been pickéted 
for about six months over the fir- 
ing of a salesman, 100 steel-hel- 
meted pickets suddenly appeared 
last week and attempted to block 
the entrances. 

Police were called, but the pick- 
ets refused to disperse. Police rein- 
forcements had to be sent before 
some of the pickets would leave 
the area. 

Peter Schick, a picket captain, 
told officers that the Teamsters 
would, if necessary, muster 300 to 
400 pickets at the showroom. 

When the pickets did move on, 
they began parading before the 
dealership of Dean Sellers (Ford), 
a few biocks away, which also 


was being struck by the Team- 
sters as the result of the firing 
of a worker. All the dealerships 
have denied union charges that 
the salesmen were fired for un- 
ion activity. 

Meanwhile, the National Labor 
Relations Board in Washington re- 
opened a case involving Walker 
Motors (Ford), of Detroit, by ten- 
tatively approving a union motion 
that the case should be remanded 
because the firm’s data on its in- 
terstate commerce were incorrect. 

ae * * 


Mechanics Get Raise 


— 200 mechanics in Virginia, 
Minn., received a five-cent-an- 


Ark. Trailer Buys Site 

LITTLE ROCK, Ark.—Arkansas 
Trailer Mfg: Co. has acquired a 
20,000-square-foot building and 15 
lots at Thirty-second and Lewis Sts. 
and will consolidate its two plants 
at the new site. E. E. Campbell is 
president. 


a contract reached between the 
Range Automobile Dealers Assn. 
and Local 349 of the UAW-CIO. 

The workers also gained an es- 
timated 2% cents an hour in ad- 
ditional welfare benefits. They 
had been receiving $1.90 plus an 
incentive bonus. 

In Flint, NLRB has dismissed a 
charge of unfair labor practices 
which was filed against Bud Mc- 
Kerring (Ford). McKerring does 
not engage in sufficient interstate 
commerce to give jurisdiction to 

, it was ruled. 

Local 332 of the AFL Teamsters 
had claimed that the company was 
interfering with the “legitimate un- 
ion activities of its employes.” 

+ * * 


Des Moines Impasse 


N DES MOINES last week, strik- 
ing auto mechanics voted 205 to 
22 to reject a three-cent hourly 
wage increase offered by the Des 
Moines Automobile Dealers Assn. 
Members of Local 254 of the 
AFL Machinists continued their 
picketing at 15 struck dealer- 
ships. Picketing began Sept. 1. 
Originally the union asked for a 
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12-cent increase. Then a_ union 
committee offered to recommend 
that the workers accept an eight- 
cent hike, but the dealers rejected 
this proposal. The mechanic scale 
was $1.94 when the old contract 
expired Aug. 31. 
+ 


NLRB Rulings 


N WASHINGTON, NLRB ruled 

that: 

1. An employer who moves his 
factory has a duty under the law 
to bargain concerning “the effect 
of moving upon the tenure” of the 
employes in the former plant. 

2. Reasons of business expedi- 
ency do not justify the making 
of a closed-shop contract or other 
preferential hiring in violation of 
the Taft-Hartley Act. 

As Automotive News went to press 
last week, union leaders of 6,500 
workers at the Ford of Canada 
plant in Windsor, Ont., announced 
that the men would begin a strike 
Sunday (Oct. 3) unless the com- 
pany and Local 200 of the UAW- 
CIO agreed on a contract. 

The union asked for a 15-cent-an 
hour package raise. Ford offered a 
four-cent boost early in the talks, 
but this offer later was withdrawn. 
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Car Rise Charted 
In Buffalo Area 


BUFFALO, N. Y.—Growth of the 
automobile business in the Buffalo 
area since 1923 is reflected in an 
interesting compilation of Erie 
County new-car registrations pub- 
lished by the Buffalo Automobile 
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Used-Car Inventories Also Called ‘Good’... 


‘04 Stocks Low, Makers Report 


Dealers Assn. 

Registrations in the County in 
1923 totaled 22,293, compared with 
41,191 in 1953. They dropped sharp- 
ly to 10,889 in the depression year 
of 1932, then started a steady rise 
which again was interrupted by 
World War I, registrations falling 
to 15,769 in 1946. 

The peak came in 1950 when reg- 
istrations hit 45,273. 
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no problem in clearing 1954 models 


the zero mark by the time '55s hit | before deliveries of ’55 models be- 


the floor. 
* * 


+ 

HE cleanup is said to be going 

“excellently” for Nash dealers, 
and Kaiser-Willys new-car inven- 
tories will be “the lowest ... in 
recent years at new-model an- 
nouncement time.” 

Studebaker and its dealers, the 
factory says, have fewer cars 
than at any time since 1946. Olds- 
mobile asserts that demand for 
its ’54s still is strong. Cadillac 
says it can’t even fill orders. 
Most of the manufacturers feel 

proud of the job they have done to 
avert the glut of discontinued mod- 
els that plagued the market last 
season. Chrysler Corp. spokesmen 
said their company had made a 
continuing, year-long task out of 
seeing that dealers were not bur- 
dened with excessive stocks. 
~ * a 

a of the factory statements 

are surprisingly intimate, con- 
taining data that usually are im- 
parted only to the highest echelons 
of brass. 

The Chrysler division said that 
at last count its dealers had 12,- 
129 Chryslers, 9,050 Plymouths 
and 42,180 used cars. Nash aver- 
aged out its field inventories at 
6.5 units per dealership. 

Dealers and makers often de- 
scribe the same situation in com- 
Pletely different words: The fac- 
tory’s meat may be the dealer’s 
poison. 

But with even dealers expressing 
satisfaction at the current state of 
the new-car stockpile, the ground- 
work has been laid for one of the 
most auspicious new-model intro- 
duction periods the industry has 


seen in competitive times. 
* * * 


OLLOWING is a rundown of the 

new and used-car inventory pic- 
ture as supplied by factory sales 
chiefs. The list is incomplete. In 
the midst of the sales meetings and 
other activities attendant to bring- 
ing out new models, the highest 
sources were not always available 
on the short notice that was neces- 
sary to preserve timeliness in this 
roundup. 

Ford Division, L. W. Smead, 
general sales manager—“The in- 
ventory position of Ford dealers, 
relative to new cars and trucks, 
at this time is very satisfactory 
and much better than last year. 
Actually, Ford dealers already 
are short on some models in 
many localities.” 

Buick—“Buick will have an ex- 
cellent cleanup of 1954 models at 
the dealer level. The used-car situ- 

ation is in a strong position, par- 
ticularly for this time of year. The 
used-car days’ supply is less than a 


* * * 


LYMOUTH, William J. Bird, 

general sales manager — “We 
have no cleanup problem on 1954 
cars. We are in excellent condition 
to start the new-model year. 

“Last spring we planned with 
our dealers for building out and 
selling out our 1954 production, 
and the dealers and the factory 
worked together step by step for 
an orderly, businesslike reduction 
of stock. 

“The used-car inventory situa- 
tion is also good. We and our deal- 
ers are now getting ready for the 
greatest announcement in Plym- 
outh history.” 

* x * 
LDSMOBILE, G. R. Jones, gen- 
eral sales manager—“Demand 

for 1954 Oldsmobiles continues 
strong throughout the nation, and 
new sales records are being set 
monthly, compared to former years. 

“Used-car sales by Oldsmobile 
dealers have been at a record 
Pace of 588,464 vehicles for the 
first eight months of 1954, better- 
ing the previous record set in 

1941. Despite an alltime high this 

year in Oldsmobile’s new -car 

sales, demand for our dealers’ 
used cars has been very strong 
throughout the year. 

“Current used-car stocks among 


gin. 

“We have coordinated our 
buildout program on ’54 cars 
with existing dealer stocks, and 
the program is proceeding ac- 
cording to schedule. Many of our 
dealers have been operating with 
low inventories for some weeks. 


Set to Re-Tire 


Ontario Gas Dealers Angry; 


May Bar Free Air 


TORONTO.—A spokesman for 
Ontario filling station operators has 
said that they may quit selling new 
tires because rubber companies 
have made the business unprofit- 
able. 

If they do, he added, they might 
quit the free-air business, too, or 
“they might start charging for air.” 

David J. Fletcher, provincial sec- 
retary of the Ontario Retail Gaso- 
line & Automotive Service Assn., 
said there was a time when filling 
stations handled 70 percent of new- 
tire sales. 

Nowadays, he said, some tires re- 
main in stock as long as 12 months 
before they are sold. He said spe- 
cial sales policies by the rubber 
companies had switched the busi- 
ness to direct selling. 

He said a resolution favoring dis- 
continuance of new-tire sales was 
passed unanimously at the associa- 
tion’s recent convention. 


Our problem has been in main- 
taining sufficient stock of ’54 
models in some regions until 
shipment of ’55 cars begins. 

“The used-car inventories of most 
Dodge dealers place them in excel- 
lent position for the start of the 
new model year. (Somerville cred- 
ited Dodge’s used-car recondition- 
ing program, instituted in March, 
for this favorable situation.) 

“Many dealers are operating with 
a 30-day supply or less of used cars 
and are in comparatively better po- 
sition than the same period last 
year.” 

+ e s 

ADILLAC, J. M. Roche, general 

sales manager—“We are going 
to wind up the model year with a 
substantial shortage of cars in ev- 
ery section of the country. We still 
have and will have a sizable back- 
log of unfilled orders. 

“Our used-car inventory situa- 
tion continues to be very good. 
Currently our used-car turnover 
stands at 22 days.” 

Curyster Division—In disclosing 
that the factory listed dealer used- 
car stocks at 42,180 units, Ed C. 
Quinn, president, said this total 
comprised less than a 30-day sup- 
ply and was some 20,000 units un- 
der last year’s figure. 

“Chrysler dealers’ used-car 
movement is running high,” said 
Quinn, “but stocks are not shrink- 
ing. This indicates that our deal- 

ers are buying and selling vigor- 
(Continued on Page 51, Col. 1) 





Another Macton First! 





The New Paravane Turntable!* 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 
sive features. The construction is all-welded tubular steel, designed 
for the center of gravity of the modern car. Built-in rotating elec- 


trical outlet for interior car lighting. Special 
wheel pads with a two inch ground clearance 
makes the turntable almost invisible when in 


$545” 


use. No special anchorage or foundation re- 


quired . . . just plug it in to your nearest 


electrical outlet. 


F.0.B. Stamford, Conn. 
Write for our new 


catalog 10 p. 


“Patent Applied For 


MACTON MACHINERY CO., 


DYKE LANE sd 





INC. 
STAMFORD, CONN. 


ADVERTISEMENT 





Oldsmobile dealers nationally are| 27-FOOT UMBRELLA FOR CAR LOTS— 


low, with only a 24.1 days’ SUPPIY | the mcfariand “GREAT” UMBRELLA (21-foot spread) and new “WHIRLABOUT,” 
orking for progressive 


on hand.” 
* ” * 


IDGE, R. C. Somerville, sales 
vice-president — “Dodge faces 


“GREAT” UMBRELLA that 


and make you money! For full 
BRELLA CO., Division 





of McFARLAND Awning Corp., 742 S$. W. 8th Street, Miami, 











1P Plas 





U. C. Inventories Also ‘Good’ ... 
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Cleanup Stocks Low, 
Car Makers Report 


(Continued from Page 50) 


ously while maintaining a 30-day 
inventory of late-model used cars. 
“This, combined with our low 
new-car stocks, will give us one of 
the most favorable new-model in- 
troductions in many years.” 
StupeBaker—“Dealer and factory 
stocks of new cars are the lowest 
since 1946—less than three weeks’ 
supply at the rate of sale pertain- 
ing to the first 10 days of Septem- 
ber. Used cars comprise a one- 
month supply at the current rate 
of sales.” 
” * - 
ASH—“New cars as of Sept. 10 
averaged 6.5 per dealer, as 
compared with 10.6 per dealer on 
the same date last year. Total field 
stocks of new cars are the lowest 
they have been in 1953 or 1954, 
which should enable us to handle 
our cleanup in an orderly fashion. 
“Used-car stocks per dealer are 
at their lowest point this year, and 


All Chrysler Lines 
Go to Tubeless 


DETROIT. — All five lines of 
Chrysler Corp.’s 1955 cars—Plym- 
outh, Dodge, DeSoto, Chrysler and 
Imperial—will have tubeless tires 
as standard equipment at no extra 
cost, the corporation announced 
last week. 

Tubeless tires are said to be 
cooler running and to give a more 
consistent, comfortable ride be- 
cause of less “unsprung” weight 
under the car body. Tubeless tire 
repairs are much simpler and or- 
dinary punctures can be repaired 
without removing the tire from 
the rim. 

Tests at Chrysler’s Engineering 
Proving Grounds indicate that the 
tubeless tire will provide up to 12 
percent more tire mileage and as 
much as 15 percent greater skid 
resistance because of the flatter 
treads, it was announced. 


Foreign 
(Continued from Page 6) 


July with 130 registrations, as 
against 148 in June. In the seven- 
month totals, however, English 

Ford still was in seventh place 
with 890 units. Its market pene- 
tration is 6.9 percent. 

Austin, which sold 155 cars in 
June to take over the sixth spot, 
dropped back to seventh in July 
with sales totaling 128 units. De- 
spite its drop in July, Austin did 
manage to take over sixth place 
in seven-month totals with 955 
sales. Its market penetration for 
that period was 6.9 percent. 

Other makes and their market 
penetration figures for July were: 
Morris, 4.1 percent; Triumph, 3.9; 
Sunbeam Talbot, 2.7; Porsche, 2.1; 
Mercedes-Benz, 1.5; Singer, .8; 
Rover, .7, and miscellaneous, 1.8 

Penetration figures for these 
makes during the first seven 
months were: Morris, 4.6 percent; 
Triumph, 3.3; Sunbeam Talbot, 2.3; 
Porsche, 2; Mercedes-Benz, 1.8; 
Rover and Singer, 1, and miscel- 
laneous, 2.7. 





How They Fared... 
Imported Cars 


July, 1954 7 Mos., 1954 
1—693 Volkswagen 2,384— 1 
2—358 Jaguar 2,180— 2 
3—271 MG 1,950— 3 
4—170 Hillman 1,639— 4 
5—141 Austin-Healey 1,204— 5 
6—130 English Ford 890— 7 
7—128 Austin 955— 6 
8— 93 Morris 631— 8 
9— 89 Triumph 459— 9 

10— 63 Sunbeam Talbot 314—10 
ll— 48 Porsche 230—11 
12— 34 Mercedes-Benz 243—12 
13— 18 Singer 136—13 
1t— 17 Rover 1382—14 
41 Miscellaneous 377 
Total All Makes 
2,294 13,774 





sales are more than keeping pace 
with new-car sales.” 

H. C. Doss, Nash sales vice- 
president, terms the new -car 
stock situation “excellent” and 
the used-car situation “good.” 
DeSoto — This division’s 1954- 

model cleanup is progressing to- 
ward near-zero on announcement 
day, according to J. B. Wagstaff, 
sales vice-president. 

Used cars in the hands of De- 

Soto dealers have declined steadily 
since January, it was said, and now 





By Joe Callahan 
Staff Writer 

SAMPLING of dealers in De- 

troit last week indicated that 
the fall cleanup situation was much 
better than in 1953, although few 
dealers expected to make any 
money before the new models were 
introduced. 

With one exception, dealer op- 
timism concerning the ’54-model 
cleanup was based primarily on 
lower inventories. This is in 
sharp contrast to the situation 
last year, when most of these 
same dealers were accepting out- 
going models right up to, and in 
some cases beyond, the new- 
model introduction dates. 

A Ford dealer said: “We're in 
much better shape this year than 
We were in 1953 at a comparable 
date before the introduction. Our 
inventory is about 50 percent of 
what it was last year. 

= * ” 


“AS A matter of fact, I wish we 

had a few more cars—not that 
we'd make a lot of money. On the 
other hand, if the stocks of other 
dealers are as low as ours, we're 
going to move into a nice ’55 mar- 
ket—not one like we encountered 
at the start of this year. 

“Of course, we’ve got our 
share of cats and dogs on hand, 
and our trucks are giving us a 
litthe concern although a 1954 
truck carried over into the 1955 
season presents a different prob- 
lem than a carried-over car.” 
Remarking that he had been 
making slightly more profitable 
deals in recent weeks, this dealer 
said he was telling buyers who had 
waited deliberately for a cleanup 
“bargain” that the year-end price 
was a little higher than the sum- 
mertime price. 

* * * 

E ADDED that his last cars 

from the factory were due to 
arrive Oct. 1, whereas last year he 
took shipments after introduction 
time. 

A Chevrolet dealer admitted 
that his inventory was 63 percent 
above last year’s, but still insist- 
ed that his cleanup outlook was 
brighter this year. 

He explained that he sensed an 
improved year-end demand, that 
his staff was braced for more ag- 
gressive merchandising and that 
his used-car inventory was down, 
putting him in a favorable trading 
position. 

“Unlike last year,” he asserted, 
“it’s going to be pretty necessary 
to clean out the current models 
because of the radically new car 
we're getting. Last year, people 
would compare the ’53 with the ’54 
and be glad to take the ’53 just to 
save a few bucks. Any ’54s we sell 
this year after introduction day 
will be at-a loss, you can bet on 
that. 

* * + 

—_— HELP our cleanup, we're of- 

fering a deal with an extreme- 
ly low downpayment and low 
monthly payments. This seems to 
be most attractive to the tradi- 
tional year-end buyer, who is well 
informed about discounting. 

“We're expecting a much more 
profitable year in 1955. A strange 


cee fact,” said this Chevrolet dealer, 


Dealer View of Cleanup 


Most Detroiters Report Low ’54 Inventories; 
Hopeful Despite Shrinking Profits 





are the lowest for this date in| dealer 


many years. 
* * o 

packans, Clare E. Briggs, sales 

vice-president — “With dealers’ 
stocks of new cars at the lowest 
level of the year, Packard does not 
face any model-cleanup problem 
this year. The recent imbalance in 
the auto industry between distri- 
bution and production has been 
largely corrected. 


“America’s distribution system 
has made important progress in 
adjusting to the largest and most 
efficient physical plant for pro- 
duction of goods in the nation’s 
history. However, this country’s 
greatest problem is still the re- 
building of its marketing 
strength. 

“Stocks of used cars in Packard 
dealers’ hands currently average 
less than a 30-day supply.” 

Kaiser- Wittys, Roy Abernethy, 
general sales manager—“The 1954 
model cleanup at factory and 


“is that our success next year 
will depend on public acceptance 
of the Chrysler Corp. products. 
After all, Chrysler is Detroit’s 
biggest employer, and their lack 
of success in 1954 has, directly 
or indirectly, hurt everyone in 
town.” 

One Buick dealer reported that 
his cleanup was going “fine” and 
that his stocks were only about a 
third of last year’s. He said he 
fully expected that every Buick 
dealer in town would be out of cars 
by introduction time. But he added: 


“I think some of these dealers 
are seriously killing part of the 
1955 market, just as they did last 
year. We really didn’t get going 
until the latter part of March this 
year. I attribute that to the forced 
selling of the previous fall.” 

* * * 


HIS dealer said that he was an- 
ticipating shortly a considera- 
ble drop in used-car prices and 
that this would make the cleanup 
situation a little tougher. 
Discussing the ’55 market, he 
said the auto retailing industry 
would have to employ more sales- 
manship. He said: 


“Some dealers operate on the 
supermarket principle, assuming 
that they merely have to keep 
their doors open and the custom- 
ers will walk in, look the prod- 
uct over and lay down their 
money. You can’t operate that 
way and make any money. You 
have to go out and dig up pros- 
pects. And there is more money 
in this type of customer than 
there is in 10 shoppers.” 

A vastly improved cleanup pic- 
ture was described by an Oldsmo- 
bile dealer, who asserted: 

“Our inventory is much less than 
it was last year, even though there 
was a longer time last year be- 
tween the production shut down 
and introduction date. Of course, a 
year ago at this comparable stage 
We were pretty bogged down with 
those Dynaflows.” 

x * . 

E SAID it was understood that 

Oldsmobile production would 
continue until Oct. 15 and that cars 
would be coming in until approxi- 
mately that date. 

He said that the 54 cleanup was 
being helped by a good used-car 
market and by a contest Oldsmo- 
bile now is holding for salesmen. 


“Last year, we had our demon- 
strators left over at introduction 
time, but I don’t expect to have 
even them this year,” he con- 
cluded. 

A DeSoto-Plymouth dealer said 
that he was experiencing no clean- 
up problem, having only a three- 
week supply of both DeSotos and 
Plymouths. He said his only “slow 
mover” was the convertible. 

This dealer said that last year 
he was caught with a hundred ’53s 
at introduction time and that he 
was selling these cars far into the 
1954 season. 

He attributed his present favor- 
able situation to the factory bo- 
nuses offered last summer and to 
the fact that his final order of 
Plymouths was slashed 40 percent 
at the factory. 









levels is progressing on 
schedule, and inventories will be 
the lowest our dealer body has had 
in recent years at new-model an- 
nouncement time. 

“Used-car inventories among 
dealers are at the lowest level 
since the consolidation of the Kais- 
er-Willys dealer body, in spite of 
record new-car deliveries in Au- 
gust.” 


Krall Enlarges 


Henry Krall (Calif.) Buick dealer 
has announced an expansion of his 
Colorado St. facilities. 


THE EXTRA-COMFORT 


IN THE NATION’ 


GEORGE 


STFOAM SALES. 
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Special Gift Service 


Allows for Choice 


EVANSTON, Ill.—A special gift 
service has been devised by Certif- 
A-Gift Co., 746 Hinman Ave., Ev- 
anston, Ill. 


Under the plan, a businessman 
sends names and addresses of re- 
cipients to the firm, designating 
one of eight price classificatioins. 
In the donor’s name, the firm mails 
out Christmas - decorated certifi- 
cates which contain a folder illus- 
trating gifts. After the donor makes 
a choice, the firm sends the gift. 


SEAT CUSHIONING 


S LEADING CARS 


P. HOOPER 


914 FISHER BLOG 
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Telescopic 


to help you move those 
tandem axle trucks 






Dump Unit 
“Package” 


Close more tandem axle truck sales! Offer the advantages of 
higher legal pay load by using the new Heil lightweight 


Telescopic Hoists and LHT-11 Bodies. . 


. a combination 


package deal that puts money in your pocket and brings back 


satisfied buyers. 


These features will help you sell... 


weight saving, but 


rugged, hoist construction for greater pay loads; over 50° 


dumping angle; and bodies 
new telescopic hoists. 

And remember this: Heil 
chassis, because the 


specifically designed for these 


Telescopic Hoists will fit any 


mount inside or outside the frame, 


pushing forward or backward. This exclusive Heil feature 


enables you to mount a Heil 
with the universal mounting 


Telescopic Hoist on any truck 
kit supplied with each hoist. 


This Heil Body and Hoist combination is worth more than 
its weight in truck sales! Ask your Heil distributor to explain 


all the selling points. 









Tne HEIL co. 


DEPT. 59104, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 


Factories: Milwaukee, Wis. — Hillside, N. J. 
Hell Sales Offices: New York, Union, N. J., Atlanta, 
Cleveland, Milwaukee, Chicago, Kansas City, Denver, 
Dallas, Los Angeles, Seattle 


BH.417D0 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


AUTOMOTIVE NEWS, OCTOBER 4, 1954 


Vehicle Exports 
Top 53 Pace 
By 17.4 Percent 


DETROIT. — Factory sales to 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 





Week Week Jan.1 Jan. 1, 
Ended Same Ended Total, To To 

Oct.2, Week, Sept. 25, Sept. Oct. 3, Oct. 2, 

1954 1953* 1954* 1954 1953* 1954* 
CHEVROLET ................ 5,700 6,145 5,432 20,350 295,925 254,714 
141 54 255 6,620 2,399 
80 40 168 2,435 2,609 
1,728 2,120 6,930 79,360 68,338 
Be PE adecatnce-—-' apsetoies 1,692 2,049 
7,887 3,001 19,950 237,575 231,977 
INES) chicassdevenisaiztnidasveniesossees 1,020 1,138 1,054 4,136 92,731 59,690 
INTERNATIONAL. ...... 1,492 2,179 1,479 5,703 97,084 74,011 
cas siacal tn cdosdeensncasegins 160 268 129 425 9,054 4,935 
NE n scaccdecseNewtedsérrease 52 306 52 220 12,367 6,158 
331 7738 30,963 9,725 
225 348 10,939 7,948 
2,098 8,047 65,975 50,596 
15 291 11,404 4,007 
16,090 68,101 954,124 779,156 








2,777 +=10,766 §=376,545 299,907 








Cars and Trucks, 
U. S. and Canada.... $1,955 141,337 


*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U. 8S. totals include cars and trucks for military orders. 


71,727 354,628 6,205,241 5,223,110 





Wholesale Used-Car Prices 
Show Rise, Then Falter 


(Continued from Page 1) 
at Fargo, N. D., but bidding was| cars holding strong. Philadelphia 


slow. 


said prices were firm and bidding 
brisk. 


At NEW YORK CITY, prices} Turning to the West Coast, Oak- 
were firm on clean units, but land reported that its last two 


the average was down slightly. The 


. Albany auction reported that “hur- 


Sales were the best of the year, 
with clean cars and good prices. 
Omaha had firm prices on clean 


ricane cars” dotted the offerings.| stuff, although the average was off 
This set a low standard of prices | slightly. 


generally, since the damaged cars 


looked like bargains. Moderate 
losses were the order of the day. 


In Plainfield, N. J., the picture 
was spotty, with individual sharp 


Auto Stocks 
Sept. Sept. 1 








29 22 Low 
Am. Mtrs. 10% 10% 14% £10 
Chrysler 68% 64% 69% 56% 
GM 92% 85% 994% 
Kaiser 2 2 2% 1% 
Packard 2% 2% 4% 2% 
Stude. 19% 17% 23 
Average 32.77 30.54 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 





7 * 


N GRAND RAPIDS the market 

was steady and bidding active. 
Fort Wayne, Ind., reported steady 
prices, with newer cars a little 
stronger. 

Richmond, Va., reported the mar- 
ket high on clean units, although 
buyers indicated that they were 
looking for a drop in wholesale 
with the ’55s upcoming. 

Closing September prices on 


58%, | the individual yearly models 


showed 1954 models up $13 from 
the week before to $1,871. 


14%| Here's how the others stacked 


up: ’53s, off $1, to $1,250; '52s, off 
$7, to $939; ’51s, up $3, to $693; ’50s, 
even at $514; °49s, up $1, to $362; 
"48s, off $2, to $237, and ’47s, off $1, 
to $181. 4 








282,379 cars, trucks, and buses 
exported in the first eight months 
of last year. Factories sent 4.5 
percent of their total sales abroad 
last year. 

Car sales to foreign markets 
dropped to the lowest point of the 
year in August when 13,935 were 
exported, but still were 3.6 percent 


Truck exports, which totaled 15,- 
572, or 20.5 percent of factory sales 
in August, continued well ahead of 
the eight-month pace of a year 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 








Production 


(Continued from Page 1) 


makers for the week, with 26,- 
830 cars. Buick was second with 
11,304. 

September’s preliminary figures 
show Ford Motor Co., with 138,293 
units, was the leading car pro- 
ducer for the month. GM scored 
119,901, AMC 9,454 and Studebaker- 
Packard 6,297. 

The first four car producers for 
the month, according to the esti- 
mates, were Ford, 114,384; Buick, 
39,425; Oldsmobile, 34,877, and 
Chevrolet, 31,782. 


Cette a Ce 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


($1) per insertion for 


use of a box number, in care | 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


per insertion. 


CLOSING: SIX DAYS 


Ts NOT 
| 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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HELP WANTED 


ATTENTION FINANCE MEN—Progressive 


Indiana bank needs qualified man, age 
35 to 45, to assume full management of 
large finance department, handling vol- 
ume of dealer business and direct loans. 
Must have several years’ finance com- 
pany training in operations, sales, credits 
and _ collections, preferably including 
branch management and regional or 
home office supervisory experience. Very 
attractive compensation plan. Give com- 
plete employment history and educational 
background. All replies confidential. Box 
4167, c/o Automotive News, Detroit 26. 


GENERAL SALES MANAGER, Chevrolet- 
Oldsmobile, county seat, city of 20,000 
in northern Ohio. Need aggressive man 
with proven record of handling entire 
sales operation on a volume basis at a 
profit. Compensation open, depending up- 
on your background and abilities. Ready 
now. All replies held in strict confidence. 
A grand opportunity for a worker to go 
places with Chevrolet and Oldsmobile. 
Kindly furnish full information, includ- 
ing experience, income and recent photo- 
graph, to Box 4178, c/o Automotive 
News, Detroit 26. 


EXPERIENCED FORD PARTS manager 
wanted—northern New York area. Good 
salary and working conditions, old es- 
tablished firm. Box 4177, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER. Must be top man in 
his field for New England’s largest Chev- 
rolet dealership. Write age, qualifications 
and when available to E. I. Ofgant, 460 
Blue Hill Ave., Roxbury, Mass. 


FORD PARTS MANAGER WANTED. 
Metropolitan Boston area, right deal for 
the right man. State qualifications and 
experience. All replies strictly confiden- 
tial. Write Box 4123, c/o Automotive 
News, Detroit 26. 


AUTO SEAT COVER SALESMEN. Excel- 


lent opportunity for salesmen calling 
upon new car dealers to carry strong 
repeat order line of well known pre- 
cision fit auto seat covers and many 
other fast selling items, either part or 
full time. Fabric Mfg. Co., 205 Thomas 
St., Newark, N. J. 


POSITION WANTED 





SALES MANAGER—YOUNG MAN, 28, 
married, no children, interested in a po- 
sition in middle west or west. Prefer 
Pontiac or GM product dealer handling 
500 to 1,000 cars. Thoroughly familiar 
with all phases of new and used car op- 
erations including appraising, recondi- 
tioning, retailing, wholesaling, financing. 
advertising, ordering from factory and 
capable of organizing and training sales- 
men. 7% years with Pontiac—good ref- 
erences. Box 4179, c/o Automotive News, 
Detroit 26. 


TWO PARTNERS INTERESTED in tak- 


ing over management of large ‘‘Big 
Two'’ dealership in New York metropoli- 
tam area on profit sharing plan. Have 
factory approval and enough capital to 
insure against losses for present owner. 
Box 4180, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER. Top grade. 


Com- 
plete control, owner relations, service, 
parts, personnel, organization builder, 
service meetings. Master mechanic. House 
car sales. Volume operator. Any size 
deal or agency. Dealer, factory, self ex- 
perience. Box 4161, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


MAN FRIDAY AVAILABLE October 15th. 
and post-war retail. Outstanding 
record as developer of finances, methods 
and men. Solid business management 
background. Sales and service promo- 
tion. Sales training, advertising, etc. 
Compensation on accomplishment basis. 
Will relocate. Interview arranged. Ref- 
erences exchanged. Box 4158, c/o Auto- 
motive News, Detroit 26. 


TWENTY YEARS’ EXPERIENCE in new 
car dealerships. Presently employed as 
business manager new car volume dealer. 
Age 44, married, two children. Desire 
position as general manager in Rocky 
Mountain area. Box 4181, c/o Automo- 
tive News, Detroit 26. 


PARTS MANAGER — Chevrolet, G.M. 
Eight years volume dealer experience. 
If you can use a young, aggressive, high- 
ly recommended manager who thoroughly 
understands all phases of the parts busi- 
ness, please write Box 4171, c/o Auto- 
motive News, Detroit 26, to arrange for 
personal interview. 


MANAGER, FORMER successful small 
town dealer with recent supervisory ex- 
perience with volume chain operator is 
interested in deal that offers opportunity 
of buying in after proving ability. Top 
references. South or southwest preferred. 
Box 4160, c/o Automotive News, Detroit 
26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP NOW HANDLING Cadillac- 
Olds, 100 car in midwest. Modern build- 
ing and equipment. First time offered. 
Have very high absorption with practi- 
cally no competition in price class. Have 
large sales area for both. Must have fac- 
tory approval. Is ideal for one man op- 
eration. Selling due to ill health. All re- 
plies strictly confidential. Box 4170, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE now handling 
Ford car and Ford truck; also Ford 
tractor and Ford implement in central 
Michigan. One hundred to one hundred 
sixty car potential. No purchase of real 
estate involved unless desired by pros- 
pective purchaser. Box 4185, c/o Auto- 
motive News, Detroit 26. 


AUTO AGENCY HANDLING Mercury, sold 
51 new, 100 used in 1953; complete show- 
room, service - parts departments, used 
car lot, progressive Penn. city, owner re- 
tiring, price $30,000. Apple Co., Brokers, 
Cleveland, Ohio. 


FOR SALE—NEW car dealership handling 
one of ‘Big Two.’’ Location best in 
town, 15,000 population. Building new in 
1947. Well equipped. Located southeast 
Pennsylvania. Box 4163, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING NASH. Owner 
moving -to Phoenix. Will sacrifice all 
tools, shop and office equipment, parts 
and accessories for only $8,750. Modern 
garage with spacious showroom and ad- 
jacent used car lot. Located corner Glen- 
wood and Wayne Roads, Wayne, Mich. 
See Art Backus or Ken Berdos. Wayne 
Nash, Inc., 2745 Wayne Road, Wayne, 
Mich. 


—_.* Week jan.1 = Jan. 1, | foreign markets in the first eight 
Oct. 2, Week, Sept. 25, Sept, oct. 3, Get. 2, | months of this year were 17.4 per-| ahead of 1953 sales. 
1964 1953* 1954* 1954 1953* 1954* | cent ahead of the same period of 
AMERICAN MOTORS 2,235 2,218 2,242 9,454 175,408  75,883/1953, according to statistics re- 
801 838 3,511 63,868 25,548 leased last week by the Automo- 
1417 1,404 5,943 111,540 50,385 ” dcaieue poe am po 
19,350 504 1416 965,175 460,455 port of — 896 vehisias segue- 
1,317 eeeseceess §=—«-_=i=ié wb OOS 125,910 66,821 sented 569 percent of total fac- 
FEE 99,919  45,895| tory sales, as compared with 
NE. = “neetinheny <<" dereteths 236,248 85,754 
11,601 504 1,416 503,008 261,985 See Se sap Stn pees 
36,060 34,047 138,293 1,152,365 1,347,389 
27,647 26,730 114,384 880,866 1,105,616 
paieloeiee 637 2,353 35,178 29,694 
8,413 6,680 21,556 236,321 212,079 
49,408 14,072 119,901 2,293,860 2,164,624 
9,331 6,238 39,425 416,013 427,300 and address at regular rates. Add One Dollar 
1,272 2,520 10,662 88,110 94,597 
PONE aoe. 31,782 1,190,749 1,053,768 day received. Display ads: $11.20 per column inch, 
3,047 5,519 $4,877 270,153 335,015 OF PUBLICATION DATE. 
re 3,155 333,835 253,949 
596 66 400 57,422 15,111 
atin <Repen!  aneds 19,692 5,803 BEIT S 
596 66 400 37,730 $,308 
3,442 1,929 6,297 230,342 80,585 
THR susan 1,270 74,152 25,433 Kindly Acknowledge 
2,721 1,929 5,027 156,190 55,152 Pre 
111,074 52,860 275,761 4,874,572 4,144,047 





DEALERSHIPS AVAILABLE 


ESTABLISHED DEALERSHIP HAN- 


DLING Ford in southeast; in heart of 
agricultural section with 6,000 industrial 
workers from surrounding area on pay- 
roll; in town of 7,000 population, 45 
miles from a city of 500,000 and 20 
miles from a city of 40,000. Gross sales 
150 cars and 40 trucks. Located in heart 
of town on main street in new, modern 
building. Fully equipped garage, reason- 
able lease. Must meet factory approval. 
Shows a profit for 1954. Reason for sell- 
ing, health. Box 4186, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING BUICK. Lo- 
cated in Tennessee. Trade area includes 
large, basic industrial payrolls and farm- 
ing. Population approximately 18,000. 
This is a well established firm and will 
be a good deal for a live wire man. Sale 
price $27,500 excluding used cars and ac- 
counts receivable. Must have factory ap- 
proval. Box 4187, c/o Automotive News, 
Detroit 26. 


HANDLING CHEVROLET AND OLDS- 
MOBILE. Northeastern South Carolina 
known as Pee Dee area, city population 
7,000 with additional 20,000 in trading 
area. Chevrolet planning potential 130. 
Excellent agricultural area with indus- 
tries. Modern schools, excellent commu- 
nity to live. Factory approval necessary. 
Box 4188, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Willys. Major 
city in eastern Wisconsin. Population 
over 70,000. Trading area over 200,000. 
Gross sales over $150,000. Not necessary 
to take over used cars. $10,000 will han- 
dle. Reply to Box 4165, c/o Automotive 
News, Detroit 26. 


OLD ESTABLISHED DEALERSHIP, han- 
dling Nash, for sale—in north central 
Iowa, town of 50,000. Profitable dealer- 
ship with a good sales volume. Poor 
health necessitates sale. $15,000 will 
handle the deal. Well equipped repair 
shop and all equipment in Al condition. 
Will lease building or sell same. Would 
consider selling half interest providing 
purchaser would manage deal at a 
lower figure. Box 4189, c/o Automotive 
News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number, For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





GENERAL MANAGER 


FOR NEW CAR DEALERSHIP 
WE ARE WILLING TO PAY 


$15,000 TO $30,000 
TO THE MAN WHO... 


has top-level, hard-working administrative and sales promotion experience. 
Must be qualified to take charge of and operate a large dealership, one of 
the "Big Three,"’ profitably and successfully in TODAY'S MARKET. Must be 
an exceptional individual who can develop new business, hire, train and direct 
sales personnel, supervise New Car, Used Car, Service & Parts Departments. 
Must have a know-how to help close deals, have present proof of record of 
accomplishment, should not be over 40 years of age and have the finest of 
character, with the very best of references. This is a rare opportunity for an 
Automobile General Manager of unsurpassed ability for the most modern 
Showroom, Service and Parts Departments in Newark, N. J. Write full resume 
so as to determine if an interview would be mutually profitable, otherwise no 


consideration will be given. 


Box 4174, c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE PARTS FOR SALE 


DEZALERSHIP AVAILABLE HANDLING 
DeSoto - Plymouth. Showroom front on 
Main St. Modern and fully equipped 
garage. Will sell or lease. Factory ap- 
proval can be obtained. See or call John 
DePumpo, Waverly, N. Y. Phone 1. 


DEALERSHIP WANTED 


eo 

GENERAL MOTORS. 350 UNITS upward. 
Factory approval assured. Have ample 
capital to handle large deal. All replies 
strictly confidential. Box 4182, c/o Au- 
tomotive News, Detroit 26. 


NEW 2 SPEED AXLES 
12—Ford F-6, 2 speed axles, Vacuum shift 
GRICO TWO AXLE DRIVE CO. 

19840 West 8 Mile Rd. Detroit 19, Michigan 


CARS FOR SALE 


ATTENTION DEALERS !! 


tne 
LINCOLN-MERCURY — 300 UNITS mini- SPECIALIZING IN THE SALE OF 
mum. Have factory approval. Sufficient | EX-TAXIS 


capital available to handle sizable deal. ° Z 
Replies confidential. Box 4183, c/o Auto- | Excellent Bodies - Good Motors - Heaters 
Upholstery New 


motive News, Detroit 26. 
ees |_ BUY NOW— LOWEST PRICES EVER 
BUY-OUT PARTNER — 200-400 unit GM | 


franchise. Wisconsin, northern Illinois, | 1950-1951 

Iowa area. Adequate capital, eight years | ae ae 

auto industry. Strictly confidential. Box Plymouths Fords Chevrolets 
4184, c/o Automotive News, Detroit 26. 1 to 500 


BUSINESS OPPORTUNITIES 


FOR SALE... 7.7 ACRES IN Peters- 
burg, Virginia. 805.7 feet on Route No. 
301 and 900 feet south of intersection of 
Route No. 460. Short end depth, 386 
feet. Long end depth, 553 feet. Suita- 
ble for tourist court, shopping center or 
apartment building. Write E. A. Jerni- 
gan, c/o Jernigan Motor Co., 1419 - 25th 
St., Newport News, Va. 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
| SARATOGA 7-2300 SHERWOOD 7-1700 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


| 324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


Lan 

WRITE FOR FREE advertising specialty 
catalog. IMOS AN, 210 5 Ave., New 
York City. 


NEW LINES WANTED 





WANTED 
FOR SALE or DISTRIBUTION 


New special tools or equipment for auto- 
motive or aircraft engine service. Now serv- 
icing over 10,000 service dealers and air- 
ports. Would manufacture and sell reputable 
items. 7 

Write Box 4190, c/o Automotive News, 

Detroit 26, Mich. 











DEALER SERVICES 














INVENTORY SERVICE 


Parts and Accessories 
© CERTIFIED REPORTS °@ 


GRAND RAPIDS AUCTIONS, INC. 


On M2Ii—One Half mile west of Grandville, 
| Mich. 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best'’ 
Phone: ARdmore 6-4720 


shape for n 
can kill profits so don't wait for the year end 
to learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
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NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
ALL CHECKS GUARANTEED 





GM DEALERS 

STOP A.F.A. LO-SES 
Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 


$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





PARTS FOR SALE 


ATTENTION 
NASH DEALERS 


$40,000 worth of parts and accessories 
will be sold below cost. Call us col- 


1954 BUICKS AND CHEVROLETS 
All Series — All Body Styles 
Used by select clientele. Cars all available 
immediately at Cleveland, Ohio agency. 


PREFERRED AUTO LEASE, INC. 
Box No. 388 BEDFORD, OHIO 
Call Bedford 2-4400 


lect or send in your requirements. We 
will pay freight. We may have just 
what you need at below factory cost. 


ROOT FOR NASH, INC. 





German make, 


1954 PORSCHE ‘‘1500,”’ 


1253 MAIN ST. BUFFALO, NEW YORK Ivory body, black trim a 3toP: only 
e—G 4000 7,000 miles. Will sacrifice at $2,950. - 
— en lard H. Johnson—Oldsmobile, Belding, 

Mich. 


THIS IS IT 


DEALERS ONLY 
ATTEND THE GRAND OPENING OF THE 


NEW TOLEDO AUTO AUCTION 


WHOLESALE ONLY 


Sales Every Thursday at 1 PM 
Beginning Thursday, October 7th 


Meet all your friends—Rain or Shine—Plenty of clean 


cars inside—Buyers from all over the south and midwest 
FREE REFRESHMENTS 


Located 5902 Telegraph Road, Toledo, Ohio 
U. S. Route 24 adjoining the national airport 


We have filling stations, tow bar hook-up, restaurant, 
Competent driveaway service 
All checks guaranteed by Fidelity Insurance Co. 
COME OUT AND SEE US 
HAROLD, HANK and BETTY 























| CARS FOR SALE 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
| Plymouths in all body styles. These cars 
| can be delivered to your door regardless 
| of location. Phone or write for informa- 
| tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philade:pita, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 





ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


FOR SALE—LARGE SELECTION of 
Willys 4-wheel drive station wagons. 
1949, 1950, 1952, 1954 in above average 
condition. Lord Bros., 49 Main St., Hol- 
comb, N. Y. 

CARS WANTED 

50 DeSOTO, CHRYSLER and CADILLAC 
eight passengers. 1950 to 1954 sharp cars 
and priced right. McClintock - Cadillac, 
Phone 4-0513, Lansing, Mich. 

WANTED — FOREIGN CARS. Highest 
prices paid. Imperial Motors, 3001 Cren- 
shaw Bivd., Los Angeles. RE 0293. 

TRUCKS FOR SALE 








Bill Fishel, Vandeventer Auto Sales, 717 
S. Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750. 

FOR SALE 1952 Ford F-8 wrecker 
straight air brakes, new motor, new tires 
1000x20 10 ply. Holmes crane, model 650. 
Haywood Motors, Inc., Brocton, N. Y. 


FOR SALE—1947 Ford, 8 cylinder, 2 ton 
wrecker, 13,000 miles. No spin axle, Gar- 
wood winch with telescope hoist. Hay- 
wood Motors, Inc., Brocton, N. Y. 

FOR SALE—1954 car transport, L180 cab 
over 1950 trailer. 10,000 miles. Will sac- 
rifice. Cedar Lake Auto Sales, Cedar 
Lake, Indiana. Phone 7237. 


TIRES AND TUBES FOR SALE 





Brand New Nationally Advertised 
Puncture Protected Innertubes 
At a fraction of their original cost 

ONLY $3.75 EACH 

While limited quantity lasts. Guaranteed 

fresh stock. First quality. All standard pas- 

senger car sizes. Send money order, cashier 

or certified cheque. Sorry!! No C.O.D.'s 
WITE-WALL INC. 

742 TAYLOR ST. CHICAGO 7, ILL. 





SHOP EQUIPMENT FOR SALE 


LIQUIDATION AUCTION—Wed., October 
27th. Piece by piece (building sells sep- 
arately). Complete Chrysler dealership 
equipment, including NCR 2000 cash 
register, 9 late model twin post lifts, 
Bear frame and front end machines, 
balancer, etc. 33 parts bins, counters, 
$10,000 MoPar parts. Cars, trucks, 
wrecker and new, modern 5,280 square 
feet radiant heated building with super 
cut rate gas station. 460 foot trunk 
highway frontage. Agency open with fac- 
tory approval. Write for complete inven- 
tory and picture of property. Jack Ray 
Motors, Wentzville, Mo., Phone 133. (35 
miles west of St. Louis.) 

STORM BORING BAR, model NK6. Brand 
new—never been used. Will sacrifice for 
cash sale. Greater GMC Truck & Equip- 


ment Co., 314 Sixth Ave. East, Des 
Moines, Iowa. 
COMPLETE SET OF Chrysler service 


tools. Also neon service signs and steel 
parts binds. E. G. Weaks, Napoleon, 
Ohio. Phone 5601. 


FOR SALE: SACRIFICING 13 Lyons parts 
bins and one wheel rack, good shape. 
Southern Motor Co., 1620 Austin, Hous- 
ton, Texas. 


SHOP EQUIPMENT WANTED 


WANTED—BRAKE RUM lathe. 
a lathe capable of handling passenger 
car through 2% ton truck drums. Also 
a brake doktor. Rogers Chevrolet Co., 
Rantoul, Illinois, phone 150. 


SHOP EQUIPMENT WANTED. Wheel bal- 
ancer. Upright type. Prefer Bear. Must 
be in new condition. Give lowest sale 
price. Nelson Motors, Inc., 1101 Harden 
St., Columbia, S. C. 





WANTED 


Used Heavy Duty Bear Frame 
and Axle Rack 


BUD KOUTS CHEVROLET CO. 
LANSING, MICH. 








ANTIQUE CARS FOR SALE 


1926 FORD T—Run anywhere. Show piece. 
New tires. Best offer. George Ripley, 
Clarion, Iowa. 

FOR SALE — 1918 BUICK sedan. Good 
running condition. Beneke Motor, Man- 
son, Iowa. 











MISCELLANEOUS 


PLASTIC USED CAR SIGNS—22x14. New 
principle. Make signs in seconds. Put 
inside windshield or showroom. No ad- 
hesives. Over 200 car names, year num- 
bers, price figures, readers, master blanks 
in self-sorting carrying case. Write for 
samples and prices. Plastikon Displays, 
45 N. Division St., Buffalo 3, N. Y. 
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MISCELLANEOUS MISCELLANEOUS 


REPLACEMENT AUTO HEADLINERS— 
$12.50. Civilian jeep tops—§70.20. Half 
top — $56.16. 3-ply convertible tops— 
$18.95. Plastic convertible top protector 
cover—$12.85. Rush service! Boston Big 
Buck, 278 Cambridge St., Boston, Mass. 


Our New Model 


TOW BARS 


LEAD IN SALES... ||, 
VALUE AND... |, 
PERFORMANCE 


Meet 1.C.C. Requirements 
MOTO-MATIC ' costing $3 each 
TOW «- GUIDE : SS yeon; how ‘en lowe Geter, aap 
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"How to DOUBLE Your 
Used Car Sales!" 


The 66 most successful used-car 
§ tions of all time are outlined in this new 
brochure. Tells how an Alabama dealer 
# pe up a sign that brought 3,000 customers 
nside in 5 eg how a postcard sold 
© 700 cars for a ee lot; how a series 
of unusual classified ads 


‘ by 40% in one month! And many more. 
New ideas are tried daily. Few succeed. 
These are the "cream": the business- 
stimulating, action-inspiring, sales-produc- 

a ing plans that CONSISTENTLY win cus- 
tomers! Here are merchandising methods, 

§ publicity plans, "tricks of the trade," 
showmanship gimmicks, dramatically pav- 

§ ing the way to hit the JACKPOT... to 

. « to sell higher- 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


win customer gratitude . 





@ priced units . 6 . create Se Ge 
‘or your cars... save mone 
Cannot Be Matched O wasted, OUR GUARANTEE: 25% IN 


IN BUSINESS IN 90 DAYS, or 
B money refunded. ‘ 


' — only $4.95, Send today—you can't 
ose 


At Any Price 


Write Today for 
Illustrated Catalog 


H. K. Simon Co., Dept. AN-2 
§ 48 Fifth Ave., Pelham, N. Y. a 


Send at once "How to DOUBLE Your 


Factory Sales Division © Used Car Sales!" Check for $4.95 i . 





PILOT DISTRIBUTING g closed. t 

COMPANY g NAME ' 

BATTLE CREEK 9, MICH. —“= 
Phone WO. 2-5257 All Dept's. CITY 
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“Leaders In The Industry" 


Since 1939 For Quick Results 


Use Automotive News 
WANT ADS 


THE BIGGEST YET ¢ GET THE HI-DOLLAR 


Detroit's Newest 


DEALER AUCTION 


THURSDAY 
OCT. 7 
11 A.M. 


AND EVERY THURSDAY 
RAIN OR SHINE 


MORE THAN 
150 


CARS 
TO BE SOLD 


Get Cars and Titles in early Wednesday 


x * * 
-... ALL CHECKS INSURED.... 


“DOC” MILLER Famous Automobile Auctioneer 


MOTOR CITY AUCTION 


14550 GRATIOT 
FREE PARKING ¢ DRexel 1-9444 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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FIRST DOWN 


and 
goal to go! 


The INTERNATIONAL Truck Dealer is in 
position to score because he features the 
world’s most complete line of trucks. 


He gains yardage on other truck dealers 
by offering exactly the right truck, from 
1/4,-ton pickups to 90,000 pounds GVW off- 
highway models. He offers the right power, 
with a wide choice of gasoline, LPG or 
diesel engines. 


He takes a commanding lead with the 
long respected INTERNATIONAL reputation 
for quality. Because he sells quality, he has 
more satisfied customers. Their loyalty 
safeguards his profits for years to come. 


Franchises are available in a few choice 
locations. If you want to be on a winning!. 
team, and you can qualify, phone your 
nearest INTERNATIONAL District office. Or 
write in strict confidence to: 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue °* Chicago 1, Illinois 





ee 


International Harvester Builds McCCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks... Industrial Power...Refrigerators and Freezers 


See the season’s new TV hit, “The Halls of Ivy,” with the Ronald Colmans, Tuesdays, CBS-TV, 8:30 p.m., EST, starting October 19th. 


INTERNATIONAL TRUCKS 


“Standard of the Highway” 





